





Fi roel MICROMETRIC CARBON PAPER 


h offers these 


: FIVE EXTRA SALES FEATURES! 





HEN you stock the Webster 





line, you have the edge OTHER STARS 
over competition in more ways IN THE WEBSTER LINE 
than one. You are carrying 


nationally advertised pro- 





ducts withanacceptance built CARBON PAPERS 
up for a period of nearly 50 ° *k 
years. You are enjoying the MultiKopy 
fullest cooperation of the Web-Star* 
entire Webster organization. * 
But in addition, you have ex- Old Oak Tree 
clusive right to these five *x Furnished with or without the 
icrometric feature. 
extra sales features of Mi- y . 
rometric Carbon Pa : 
r a a — TYPEWRITER RIBBONS 
MICROMETRIC makes neater typing easy, 
ae thanks to the vertical scale. Star Brand 


2 MICROMETRIC assures uniform margins at O. K. Brand 


® top and bottom of letters and reports. 


3 MICROMETRIC can be removed more quickly Hub Brand 
® by the vertical scale. 
4 MICROMETRIC helps keep the stenographer's ei attleship 


® hands clean when removing carbon. 








5 MICROMETRIC saves money. It’s a quality 
® product that wears longer. It’s patented. 











—F.§. WEBSTER COMPANY ‘itis see 





{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable spe- 
cial articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a Clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


[No person, firm or corpo- 
ration, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it asks 
its readers in all parts of the 
world to aid it with inquiries 
and suggestions to which it 
will give prompt and earnest 
consideration. 
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Forty Million Visible Records for aes 


Reference ........ ee 
Developing Better Salesmen.. ihecote 24 
What About Inks and Adhesives? isd ae 
Potential Market for Marking Devices 27 


A Good Installation Is a Service as Well as a Sale 28 
Complete Engineering and Decorative Facilities 


Win PR ES, eh ee Ne re _ 29 
In the News 
Crane and Hall Merge Printing Departments.......... 35 
Open New UEF Chicago Offce.... is eerie ote 
Charles Edison Receives First Anti- ‘Glare ‘Lamp. ate, Ne 
“Cesco” Keeps Pace With the 20th Century. . 50 
Remington Rand Chicago Branch Settled in Impressive 
New Quarters .... 54 
Window Display Service Introduced by ‘Associated Sta- 
tioners Supply Company. . cies Eee 
Dandie to Head Edison Canadian Office. ee re 
A. B. Holmes Returns From Europe....... 57 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50. 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 
{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth of 
the month will permit de- 
livery of next issue at new 
address. Both old and new 
addresses must be given. 
{CONTRIBUTIONS are in- 
vited upon any topic of in- 
terest to this trade. All ac- 
cepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment or 
directly related products 
eligible. 

[Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIl., 
under Act of March 3, 1879. 
{|“Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 


COPYRIGHT. Contents 
covered by Copyright, 1938, 
by the Office Appliance 
Company. 








These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 


for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. They do, however, 
A 
Acco Products, Inc. 127 
Ace Fastener Corp. 72 
Acme Safe Co. 146 
Acme Staple Co. 148 
Adams, Henry T., Mfg. Co. 146 
Allen Calculators, Inc 101 
Allen & Co. 145 
Allen-Wales Add. Mach. Corp...151 
All-Steel-Equip. Co. 69 
Alma Desk Co. 120 
American Can Co. 103 
Amer. Number. Machine Co. 151 
Ames Supply Company 119 
Armstrong & White 148 
Artility Metal Products, Inc. 95 
Art Metal Construction Co.....84, 85 
Art Steel Co., Inc. 116 
Automatic File & Index Co. 131 
B 
Bankers Box Co. 117 
Bankers & Merch. Stamp Wks...137 
Barkley, C. L., & Co. 71 
Bassick Company 74 
Bates Mfg. Co., The 67 
Beach Publishing Co. 142 
Bentson Mfg. Co. 146 
Better Packages, Inc. 144 
Bickett, L. M., Co. 143 
Blaisdell Pencil Co. 143 
Bright Chair Co. 114 
Bristow, Stanley R. 149 
British Stationer 151 
Browne-Morse Co. 149 
Cc 
Cel-U-Dex Corp. 146 
Clarotype Co., The 134 
Clip-On Corp. 147 
Cloyes Gear Works 149 
Codo Mfg. Corp. 139 
Collier-Keyworth Co. 117 
Columbia Rib. & Car. Mfg. Co...115 
Columbia Steel Equipment Co... 93 
Cook, The H. C., Co. 145 
Corona Typewriter 65 
Corry-Jamestown Mfg. Corp.....107 
Cramer Air-Flow Chairs 140 
Crown Ribbon & Carbon Co. 140 
Cushman & Denison Mfg. Co...150 
D 
Darnell Corp 106 
Dawn Mfg. Corp., The 143 
Dick, A. B., Co. 63 
Doppelt, Charles, & Co. 132 
Downey, C. L., Co 121 
E 
Eagle-Ottawa Leather Co. 86 
Elliott Address. Mach. Co. 149 
Elliott-Fishe: Back Cover 
Esterbrook Steel Pen Co. 131 
Evansville Desk Co. 114 
Exline, William, Inc. 150 


in resolving any disagreements 


K 


offer their services 
through the journal. 
F 
Faber, A. W., Inc 11! 


Fastener Corporation 


Faultless Caster Corp 149 
F. B. Mfg. Co. 149 
Fritz-Cross Co., The 11\ 
Fulton Specialty Co 8 
G 
Gaylo Mfg. Co. 139 
General Fireproofing Co. 66 
Globe-Wernicke Co. 81, &9 
Graff, Geo. B., Co. 148 
Graphic Duplicator Co 134 
Guide System & Supply Co. 104 
H 
H. A. Ink Eradicator Co 146 
Hall-Welter Co. 143 
Hanson Scale Co. 144 
Harding, Milo, Co., Ltd. 131 
Harriman-Welts Products Co....146 
Harter Corporation, The 92 
Heyer Corporation 15 
Higgins, Chas. M., & Co. 141 
High Point Bd. & Chair Co. 121 
Hotchkiss Sales Co. 132 
Howell Company 125 
I 
Imperial Desk Co 12 
Imperial Mfg. Co. 137 
Imperial Methods Co 122 
Indiana Desk Co. 124 
Ink Specialties Co. 124 
Invincible Metal Furniture Co. 111 
J 
Jasper Chair Co. 7 
Jasper Desk Co. 127 
Jasper Office Furniture Co 140 
Jasper Seating Co. 126 


Keen Manufacturing Co 
Kellogg, A. W., Sales C 
Kewaunee Mfg. Co 
Kilian Mfg. 
Kletam Mfg. Co. 
Koh-I-Noor Pencil Co., 


Corp. 


Inc. 


L 
Leopold Co., The 


Logan Drinking Cup Co. Div. 


Loose Leaf Metals Co. 
Lyon Metal Products, Inc 


M 


Manifold Supplies Co. 
Markilo Co. 

Markwell Mfg. Co. 
Marvel Scale Co. 
Meilicke Systems, Inc. 
Meilink Steel 
Metal Office Furniture Co 
Metalstand Co. 

Meyer & Wenthe 
Mimeograph, The 

Mitchell Binder Co. 
Mittag & Volger, Inc. 
Monroe Cale. Machine Co. 
Moore Push-Pin Co. 
Morse, J. S., 
Supply Co. 
Chair Co. 


Safe Co. 


Typewriter Co. 
Munson 
Murphy 


N 
Mfg. Co. 


Show Co. 


Nat'l Brief Case 
Nat’l 
Nat’l 
Neva-Clog 
New 
North Star Furniture Corp. 


Business 
Engraving Co. 
Products, Inc. 


Indiana Chair Co. 


0 


which result 


132 
148 


150 


116 
108 
106 


141 


Old Town Ribbon & Carbon Co.149 


Oxford Filing Supply Co. 











of its 


pares adver 
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Subscribers’ 
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field have evide 


THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
various 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 


In the execution 


this bureau calls upon 


rnishes list of desirable 


agents and dealers in nearly every country, aids for- 


S. A. lines, and in many 


other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 


ence of its proved value. 


requests for catalogues to bring their files 


turer 


up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 


Ss 








from relations established 


P 
Pacific Cb. & Ribbon Mfg. Co... 79 
Par-Brook Mfg. Co., The 126 
Parrot Speed Fastener Corp.....129 


Peerless Key-Imperial Mfg. Co.137 


Peerless Steel Equip. Co. 128 
Perfect Peerless Calendar Co..._.122 
Perfect Rub. Seat Cush. Co. 151 
Phillips Process Co. 110 
Polar Mfg. Co. 39 
Postindex Co. 83 
Pronto File Corp. 98 
Pruitt Co., The 148 
Q 
Quality Park Envelope Co. 82 
R 
Reliable Tw. & A. M. Corp. 150 
Rishel, J. K., Furniture Co. 131 
Rivet-O Mfg. Co. 149 


Rockwell-Barnes Co. 97 


Royal Metal Mfg. Co. 151 
Royal Typewriter Co. 152 
Ss 
Seat, Dr., Chemical Co. 144 
Schwab Safe Go. 144 
Security Steel Equipment Cp.....102 
Service Industries, Inc. 88 
Shaw-Walker Co. 133 
Sheaffer, W. A., Pen Co. 7% 
Sheppard, C. E., Co. 128 
Sherman-Manson Mfg. Co. 90 
Shipman-Ward Mfg. Co. 129 

Smith, L. C. & Corona 
Typewriters Inc. 65 
Speed Key Mfg. Co. 148 
Speed-O-Print Corp. 135, 136 
Spencerian Pen Co. 87 
Stationers Loose Leaf Co. 39 
Stationers Manufacturing Co.....150 
St. Johns Table Co. 143 
Storms, H. M., Co. 123 
Sturgis Posture Chair Co. 113 
Sundstrand Back Cover 
Superior Type Co. 150 
T 
Technygraph, The 147 
Tell City Desk Co. 138 
Toledo Metal Furniture Co. 68 
Triner Scale & Mfg. Co. 130 
U 
Underwd. Elliott-Fisher..Back Cover 
United Business Machines, Inc. 80 
U. S. Tw. Ribbon Mfg. Co. 142 
Vv 
Vail Manufacturing Co. 109 
Victor Safe & Equipment Co. _148 
WwW 
Wabash Cabinet Co., The 76 
Wagemaker Co. 144 
Warshaw Mfg. Co. 140 
Webster, F. S., Co. 2 
Wolber Mfg. Co. 120 
Y 
Yawman and Erbe Mfg. Co. 91 








For the benefit of the subscribers the lines advertised are here classified. 


are represented. 


Many of the requirements of the modern business office 


Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 


communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 


Adding Machine Parts 
Ames Supply Co 19 
Cloyes Works 149 
Shipman-Ward Mfg. ¢ 29 


Adding Machine Rolls & 
Rockwell-Barnes C¢ 


Adding Machines 
Allen Calculators, Inc 
Allen-Wales Add. Macl Corp 
Monroe Cak Machine ¢ 
Sundstrand Back Covet 


Gear 


Paper 


Adding Machines (Stylus) 
Reliable Typewr. & A. M. Corp....150 


Adding Machines, Rebuilt & Used 


Morse, J. S., Typewriter Co 147 

Pruitt Co., The 18 

Reliable Typewr. & A. M. Corp 150 
Adding Typewriters 

Underwood Elliott Fisher 

Co Sack Cover 

Addressing Machines 

Elliott Address. Mach. Co 149 
Adhesives 

(See Inks, Adhesives, ete 
Arch and Clip Board Files 

Armstrong & White 148 

Cushman & Denison Mfg. Co 150 

Globe-Wernicke Co 81, 89 

Rockwell-Barnes Co 9 

Shaw-Walker Co. 1 

Yawman and Erbe Mfg. Co ‘1 
Ash Trays, Office 

Howell Co 12 
Bank Books 

Exline, William, Inc 150 
Banker’s Note Cases 

Art Steel Co 116 

General Fireproofing Co 6 

Globe-Wernicke Co 81, 89 

Victor Safe & Equipt. Ce is 


Billing Machines 


Underwood Elliott Fisher 


Co Back Cover 

Binders, Catalog and Periodical 

Acco Products, Inc 127 

Mitchell Binder Co 118 
Binders, Permanent Storage 

Sankers Box Co 117 
Binders, String 

Sunkers Box Co 117 
Blank Books 

Rockwell-Barnes Co 7 
Blueprint and Plan File Cabinets 

All-Steel-Equip. Co 69 

Art Metal Construction Co 84, 85 

Art Steel Co 11 

sSrowne-Morse Co. 149 

Columbia Steel Equip. Co 93 

Corry-Jamestown Mfg. Corp 107 

General Fireproofing Co HE 

Globe-Wernicke Co 81, 89 

Peerless Steel Equipment Co 128 

Shaw-Walker Co 133 

Yawman and Erbe Mfg. Co 91 
Bond Boxes 

Art Steel Co. 11 

General Fireproofing Co 66 

Globe-Wernicke Co 81, 89 
Book Cases 

All-Steel-Equip Co 69 

Alma Desk Co 120 

Art Metal Construction Co R84, 85 

Browne-Morse Co 149 

Corry-Jamestown Mfg. Corp LO7 

General Fireproofing Co 6F 

Globe-Wernicke Co 81. a9 

Peerless Steel Equipment Co. 28 

Shaw-Walker Co 133 

Wabash Cabinet Co 7¢ 

Yawman and Erbe Mfg. Co 91 
Book Rings 

Adams, Henry T., Mfg. Co 14¢ 
Bookkeeping Machines 

Underwood Elliott Fisher 

Co. Sack Cover 
Box Letter Files 

Art Steel Co 1lf 
Globe-Wernicke Co 81, 89 

Rockwell-Barnes Co 97 
Brief and Zipper Cases 

Doppelt, Charles, & Co 132 

National Brief Case Mfg. Co 125 








obligation. 
Business Shows Checks, Stamped Metal 
Nat'l Business Show Co 112 Meyer & Went! 
Calculating Devices Coin Bags, Trays and Wrappers 
Meilicke Systems, Ir 147 Art Steel Ce 
Reliable Tw. & A. M. Corp 150 Downey, ¢ ce, 
Calculating Machines Copyholders 
Allen Calculators, Inc 101 Acco Products. Tne 
Allen-Wales Add. Mach. Co 151 Dawn Mfg. Cory The 
Monroe Cale. Machine Co 73 Costumers 
Sundstrand Back Cover Peerless Steel Equipment Co 
Calculating Machines, Used Royal Metal Mfg. Co 
Pruitt Co., The 148 Tell City Desk Co 
Reliable Tw. & A. M. Corp 150 Cushions and Pads, Chair 
Carbon Papers Bickett, L. M., Co 
(See Ribbons and Carbons) Perfect Rubber Seat Cushion Co 
Polar Mfg. Co 
Card Index Boxes and Trays Shipman-Ward Mfg. Co 
All-Steel-Equip Co 69 
Art Metal Construction Co 84, 85 Cuspidor Mats 
Art Steel Co 116 Polar Mfg. Co 
fentson Mfg. Co 146 Shipman-Ward Mfg. Co 
Columbia Steel Equip. Co 93 Cuspidors 
Corry-Jamestown Mfg. Corp 107 Art Steel ¢ 
Globe-Wernicke Co 81, 89 
Guide System & Supply Co. 104 Dating Stamps 
Imperial Methods Co 122 Amer. Number. Machine Co 
Invincible Metal Furn. Co. 111 Fulton Specialty Co 
Metal Office Furn. Co 96 Meyer & Wenthe 
Peerless Steel Equipment Co 128 Rivet 0 Mfe Co 
Security Stee] Equipment Corp 102 Superior Type C 
Shaw-Walker Co. 133 Desk Bumpers 
Wagemaker Co 144 Polar Mfg. Co 
Warshaw Mfg. Co 140 
Yawman and Erbe Mfg. Co 91 Desk Calendar Pads 
Perfect Peerless Calendar Co. 
Cash Boxes 
Art Steel Co 116 Desk Pads & Tops 
General Fireproofing Co. 66 Polar Mfg. Co 
Wagemaker Co 
Casters, Caster Bearings, Slides 
Rassick Co. _ 74 Desk Pending-Letters Holders 
Darnell Corp ...106 Acco Products, Inc 
Faultless Caster Corp 149 Desk Pen & Ink Sets 
Kilian Mfg. Corp 132 Sheaffer, W. A Pen Co 
Celluloid Envelopes Desk Trays 
Markilo Co 148 Art Metal Construction Co. 
Chair trons Art Steel Co., Inc 
Bassick Co 74 Automat. File & Index Co. 
Collier-Keyworth Co. 117 Corry-Jamestown Mfg. Corp 
General Fireproofing Co. 
Chair Mats Globe-Wernicke Co 
sickett. L. M., Co. 143 Imperial Methods Co 
Globe-Wernicke Co. Peerless Steel Equipment Co 
Polar Mfg. Co. ae aS 139 Shaw-Walker Co 
Shipman-Ward Mfg. Co 129 Yawman and Erbe Mfg. Co 
Chairs Desk Work Distributors 
Artility Metal Prdoucts, Ine 95 Art Steel Co Ine 
Cramer Air-Flow Chairs 140 Bristow, Stanley R 
Fritz-Cross Company, The 110 Globe-Wernicke Co 
Gaylo Mfg. Co. 139 Lyon Metal Products, Ine 
General Fireproofing Co. 66 Polar Mfg. Co 
Harter Corp .. 92 Victor Safe & Equipt. Co 
High Point Bd. & Chair Co............121 
Howell Co 125 Desks 
Jasper Chair Co 70 Alma Desk Co 
Jasper Seating Co. 126 Art Metal Construction Co. 
Kewaunee Mfg. Co 3 Autmte. File & Index Co. 
Lyon Metal Products, Inc 141 Bentson Mfg. Co 
Murphy Chair Co 100 Browne-Morse Co 
New Indiana Chair Co 124 Columbia Steel Equiv. Co 
Royal Metal Mfg. Co 151 Corry-Jamestown Mfg. Corp 
Shaw-Walker Co 133 Evansville Desk Co 
Sturgis Posture Chair Co 113 General Fireproofing Co 
Toledo Metal Furn. Co 68 Globe-Wernicke Co 
: Howell Co 
Chairs, Folding Imperial Desk Co 
Gaylo Mfg. Co 139 Indiana Desk Co 
Lyon Metal Products, Inc 141 Invincible Metal Furn. Co. 
Chairs (Posture) — Desk Co 
a Jasper Office Furn. Co 
Artility Metal Products, Ine 95 Leondla Ca. The 
. : . ’ I 
Cramer Air-Flow Chairs 140 Motel Office Furniture Ca 
Gaylo Mfg Co - f 139 North Star Furniture Corp 
General Fireproofing Co oe Peerless Steel Equipment Co 
Harter Corp 92 Rishel, J. K., Furn. Co 
High Point Bd. & Chair Co 121 Royal Metal Mfg. Co 
Jasper Chair Co (0 Security Steel Equipment Corp 
Jasper Seating Co 126 Shaw-Walker Co 
Kewaunee Mfg. Co 32 Tell City Desk Co 
Murphy Chair Co 100 fionin Mail baad 5 
Royal Metal Mfg. Co 151 bales Sages Co 
Shaw-Walker Co 133 
Sturgis Posture Chair Co 113 Drinking Cups, Office 
Toledo Metal Furniture Co 68 Logan Drinking Cup Co. Div 
Check Cases, Pocket Duplicating Ink Remover 
Exline, William, Ine 150 Kletam Mfg. Co 
Check Protectors & Writers Duplicating Machines 
Hall-Welter Co 143 Dick, A. B., Co 
Elliott Address. Machine Co 
Check Protectors & Writers, Used Graphic Duplicator Cx 
Pruitt Co., The 148 Harding, Milo, Co., Ltd 
teliable Tw. & A. M. Corp 150 Heyer Corporation, The 


84, 


] 
1 
1 
1 
1 
] 


1 
] 
1 
l 
] 


1 
l 
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23 
24 
11 

27 
40 
16 
96 
13 
28 
31 

51 

02 
38 
18 


44 


Og 


Keen Manufacturing Co 147 
Mimeograph, The 6: 
Rivet-O-Mfg. Co. 149 
Shipman-Ward Mfg. Co 129 
Smith, L. C., & Corona Type 6 
Speed-O-Print Corp 135, 13¢ 
United Business Machines, Inc 80 
Wolber Mfg. Co. 120 
Duplicating Machines, Used 
Pruit Co., The 148 
Duplicating Machine Supplies 
Columbia Rib. & Carb. Co. 115 
Dick, A. B., & Co 63 
Graphic Duplicator Co 134 
Harding, Milo, Co., Ltd 131 
Heyer Corp., The 53 
Ink Specialties Co 124 
Manifold Supplies Co. 64 
Mimeograph, The 63 
Mittag & Volger, Inc 75 
Shipman-Ward Mfg. Co 129 
Smith, L. C., & Corona Type 65 
Speed-O-Print Corp. 135, 136 
Technygraph, The 147 
United Business Machines, Inc 80 
Victor Safe & Equipt. Co 148 
Envelope Sealers 
Elliott Addressing Machine Co 149 
Envelopes 
Globe-Wernicke Co 81, 89 
Quality Park Envelope Co 82 
Envelopes, Celluloid 
Markilo Co 148 
Eradicators, Ink 
m A Ink Eradicator Co 146 
Heyer Corp., The 153 
Erasers, Rubber 
Blaisdell Pencil Co 148 
Faber, A. W., Ine 119 
Koh-I-Noor Pencil Co., Inc 150 
Exhibitors, Office 
National Business Show Co 112 
Expense Books 
Beach Publishing Co. 142 
Eyelets & Eyelet Fasteners 
Bates Mfg. Co., The 67 
Markwell Mfg. Co. 118 
Rivet-O-Mfg. Co 149 
File Boxes, Collapsible Corrugated 
Bankers Box Co. ™ 117 
Barkley, C. L., Co 71 
Globe-Wernicke Co. 81, 89 
Guide System & Supply Co. 104 
Oxford Filing Supply Co. 78 
Pronto File Corp. 98 
File Boxes, Metal 
Art Metal Construction Co. 84, 85 
Art Steel Co. 116 
Corry-Jamestown Mfg. Corp. 107 
Peerless Steel Equipment Co. 128 
Pronto File Corp. 98 
Rockwell-Barnes Co. 97 
Victor Safe & Equipt. Co 148 
Filing Cab. Ball & Roller Bearings 
Kilian Mfg. Corp..... 132 
Filing Cabinets, Insulated 
Shaw-Walker Co. ... 133 
Victor Safe & Equipt. Co. 148 
Filing Cabinets, Metal 
All-Steel Equip Co. : 69 
Art Metal Construction Co 84, 85 
Art Steel Co. .. 116 
Autmte. File & Index Co 131 
Bentson Mfg. Co. 146 
Browne-Morse Co. 149 
Columbia Steel Equip. Co. 93 
Corry-Jamestown Mfg. Corp. 107 
General Fireproofing Co. 66 
Globe-Wernicke Co 81, 89 
Invincible Metal Furn. Co. 111 
Metal Office Furn. Co. 96 
Peerless Steel Equip. Co. 128 
Pronto File Corp. . 98 
Security Steel Equipment Corp 102 
Shaw-Walker Co. 33 
Victor Safe & Equipt. Co 148 
Yawman and Erbe Mfg. Co. 91 
Filing Cabinets, Wood 
Globe-Wernicke Co. 81, 89 
Imperial Methods Co. 122 
Wagemaker Co. ‘ 144 
Yawman and Erbe Mfg. Co. 91 


THE CLASSIFICATIONS 
(Continued on page 6) 





THE CLASSIFICATIONS 


(Continued from 


Filing Supplies 
Acco Products 
Art Metal 
tarkley, ©. L., & 

Morse Co 

Corry-Jamestown \ 

General Fireproofir 

Globe-Wernicke Ce 

Guide 


In 
Con 


trowne 


Imperial Methods Co 
Metal Office Furniture 
Oxford Filing Supply 
Pronto File Corp 
Quality Park Envelope 
Rockwell-Barnes Co 
Shaw-Walker Co 
Victor Safe & Equipt 
Wabash Cabinet C¢ TY 
Warshaw Mfg. Co 
Yawman and Erbe Mf 


Finger Pads 


Parrot Spee 
Folders (See Filir Suppl 
Forms, Special Prtd. 
Stationers Mfg Co 
Fountain Pens 
Esterbrook Steel Pen ( 
Sheaffer, W 4 Per 


Spencerian Pen ¢ 


Gummed Cloth Rings 
Graff, Geo. B Cr 
Warshaw Mf Ce 


Hand Cleanser 
Kletam Mfg. Co 


index Card Signals 


Cook, H. ¢ Cs.. 

Graff, Geo. B., ¢ 

Victor Safe & Eq 
Index Tabs 


tarkley, C. I & 
Cel-U-Dex Corp 
Globe-Wernicke (« 


Guide System & Supply 
Markilo (« 

Parrot Speed Fastener 
Shaw-Walker Ce 

Victor Safe & Equipt 


Inks, Adhesives, Ete. 


d Fasten 


truction 


Co 


Ifg 


In 


Harriman-Welts Prod 


Charles M 
Specialties Co 
Rivet-O-Mfg. C<« 

Superior Type. Co 
Sheaffer, W A I 


Ink 


System & Supply 


page 


Co 


or 


Inkstands 

Cushman & Denison Mfg 
Leads for Mechanical Pencils 

Faber, A. W Tne 

Sheaffer, W A Pen Co 
Leather Goods 

Doppelt, Charles, & ( 

National Brief Case Mfg 
Leather Upholstered Furniture 

sright Chair Co 

Jasper Chair Co 

New Indiana Chair (< 
Leathers, Upholstering 

Eagle-Ottawa Leather C 
Letter Trays (See Desk Tra 
Letterheads 

Stationers Mfg. C« 


Library Equipment 


All-Steel-Equip. Ce 

Art Metal Constructior 

Art Steel Co 
Corry-Jamestown Mfg 
General Fireproofing Co 
Globe-Wernicke Co 

Peerless Steel Equipment 
Security Steel Equipment Cor 


Shaw-Walker Co 
Lockers and Storage Cabinets 
All-Steel-Equip. Co 
Art Metal Constructior 
Art Steel Co 
Browne-Morse Co 
Corry-Jamestown Mfg. Cx 
General Fireproofing Co. 
Globe-Wernicke Co 
Invincible Metal Furr 
Lyon Metal Produ 
Metal Office Furnit 
Par-Brook Mfg. Co 
Security Steel Equipmer 
Shaw-Walker Co 
Yawman and Erbe Mfg. ¢ 


Loose Leaf Books 


Adams, Henry T 
F. B. Mfg. Co 
Sheppard, The C. E 


Stationers Loose Le 


Mfg 


Corp 





& Systems 


0 


x1 


a9 


192 


102 


16 


149 


Loose Leaf Envelopes, Celluloid 


Markilo Co 


and Devices 
r M ( 


Loose Leaf Metal 
Adar Henry " 


Mail Distributors 
tristow, Stanl K 
Globe-Wernick a 
Victor Safe & } 1 ( 


Map Tacks 
Graff, George B ( 


Moore Push-Pin (¢ 


Matched Office Suites 

Art Metal Cons 
eral Firep ‘ ) 
Wernicke (¢ ~ 

Leopold C¢ The 

Rishel, J. K Furn. 

Royal Metal Mfg Co 





{ 








Memorandum Books 
Rockwell-Barnes €« 


Memorandum Devices 
Mfg. ( The 


Stanley R 


Rot 
rate 


Bristow 


Mending Tape 
Warshaw Mfg Co 10 


Moisteners 
Better Packages 
Kelloggs 4. W Sale ar 14 
Rivet-O-Mfg. Co 149 


Numbering Machines 
Amer. Numbering 
Bates Mfg. Co., 


Mach. ¢ 
The 


Partitions and Railings 
Wernicke 


Office 
Globe Co 8 . 
Pads, Figuring 
Rockwell-Barnes C 


Paper 


Rockwell-Barnes Co 


Paper Clamps 
Acco Products, Inc 
Cushman & Denisor 


Esterbrook Steel Per 


Mf ( 0 
Mf ( 





Paper Clips 
Acco Products 
Clip-On Corp 
Cook, H. C., Co 
Cushman & Denison Mf ( 

I Specialty Co x 
( George B ( 
Manufacturing Cx lf 


Inc 12 





on 
iraff 


Vail 





Paper Fastening Machines 
Ace Fastener Corp 
Acme Staple Co 
Bates Mfg. Co., 
Fastener ( 


Hotchkiss 


The ‘ 
orp 

Sales Co 

Markwell Mfg. Co 118 
Neva-Clog Pre ts, Inc 94 
Parrot Speed Fastener Corp ‘ 
Service Industries In R& 
Victor Safe & Equipt. C g 








Paste (See Inks, Adhesives, Et 
Pencil Sharpeners 
Graff m., Oa g 


Koh-I Pencil Co., Ir 


George 


Noor 


Pencils, Paper Wound 
Blaisdell Pencil Co 


Pencils, Wood Cased Lead 
Faber, A. W Inc 
Koh-I-Noor Pencil C Ir 


Pencils, Mechanical 
Esterbrook 
Sheaffer, W. A., Pen Co 


Steel Pen Co 


Pens 
Esterbrook 
Spencerian 

Picture Hooks 
Moore Push-t 


Steel 


Pen Co x 


Pins and Pin Containers 
Vail Manufacturing C 0 


Typewriter 
Supply Cc 


Mfg. ( 29 


Platens, 
Ames 
Shipman-Ward 


Postal Scales 
Hanson Scale Ce 
Marvel Scale Co 
Shipman-Ward Mfg. C 
Triner Seale & Mfg. Cx 


Price & Sign Markers 


Superior Type Co 


Publishers 


sritish Stationers 


Punches 
Products 





Push Pins 
Moore Push-Pin ¢ 
Ribbons and Carbons 

\ n& ¢ 

\ Supply ¢ 

( Mf ( 

Columbia R. & ¢ Mi ( 

( Ribbon & ¢ ( 

Imperial Mfg ( 

Manifold Supplies ¢ 

Mitta & Volger, Inc 

Old Town Ribbon & Carbon Cx 

Pacific Carbon & Ribbon ¢ 

Phillips Process Ce 

Royal Typewriter Co In 

Shipman-Ward Mfg. C« 

Smith, L. ¢ Corona Tws 
encerian Pen Co 

Storms, H. M Co 

Underwood Elliott Fisher 
Co Ba 

{ S. Typewriter 


Rib. Mfg. ( 
Webster i} ~ c% 


Rubber Bands 
Faber 4. W Inc 
Shipman-Ward Mfg ( 
Rubber Stamps 
Bankers & Merchants St 
Meyer & Wenthe 


Wk 


Rubber Type Outfits 


Fulton Specialty Co 


Superior Type Co 
Safes 

Acme Safe Cc 

Art Metal Construction Co 
General Fireproofing Co 
Globe-Wernicke Co 


Meilink Steel 
Safe Co 


Safe Co 


Schwab 


Security Steel Equipment Cory 
Shaw-Walker Co 

Victor Safe & Equipt. Co 
Yawman and Erbe Mfg. C« 
Salesbooks 

Stationers Mfg. C« 
Scrapbooks 

Globe-Wernicke Co 


Secretary Desks 
Art Metal Construction ( 
General Fireproofing C« 
Globe-Wernicke Co 
Peerless Steel Equipment Co 


Wabash Cabinet C¢ The 
Shelving 

All-Steel-Equip Ce 

Art Metal Construction Co 
Art Steel Co 

Browne-Morse Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Globe-Wernicke Co 

Lyon Metal Products, Ine 


Security Steel Equipment Corp 


Smoking Stands, Office 


Howell Co 

toyal Metal Mfg. Co 
Stamp Pads 

Bates Mfg. Co The 

Fulton Specialty Co 

Meyer & Wenthe 

Phillips Process Co 

Rivet-O-Mfg. Co 


Rockwell-Barnes Ce 
Superior Type Co 


Victor Safe & Equipt. C 


Stands for Office Machines 
All-Steel-Equip. Co 
Ames Supply Co 
Art Steel Co 
Corry-Jamestown Mfg. Co 

General Fireproofing Cx 

Globe-Wernicke (C« 

Harter Corp 

Metalstand Co 

Peerless Steel Equipment Co 

Pruitt Co., The 

Sherman-Manson Mfg. Co 

Shipman-Ward Mfg. Co 


Sturgis Posture Chair Co 


Toledo Metal Furniture C¢ 
Staple Extractors 

Ace Fastener Corp 

Markwell Mfg. Co 


Staples and Stapling Machines 


Ace Fastener Corp 

Acme Staple Co 

Fastener Corp 

Hotchkiss Sales Co 

Markwell Mfg Co 

Neva-Clog Products, Inc 

Parrot Speed Fastener Corp 

Vail Manufacturing (C< 
Stationery, Engraved, Lithogr 

National Engraving Co 


Stenographers’ Note Books 
Rockwell-Barnes C 


g 





ES 


APPLIAN ( 


OFFICE 


Storage and Transfer Cases 


4ll-Steel-Equip Co 69 
Art Metal Construction Co 84, 85 
Art Steel Co 116 
Bankers Box Co 117 
Barkley, ©. L., & Co 71 
Bentson Mfg. Co 146 
Browne-Morse Co 149 
Columbia Steel Equip. Co 93 
Corry-Jamestown Mfg. Corp 107 
General Fireproofing Co 66 
Globe-Wernicke Co 81, 89 
Guide System & Supply Co 104 
Imperial Methods Co 122 
Invincible Metal Furn. Co 111 
Metal Office Furniture Co 96 
Oxford Filing Supply Co 78 
Peerless Steel Equip. Co 128 
Pronto File Corp 98 
Rockwell-Barnes Co 97 
Security Steel Equipment Corp 102 
Shaw-Walker Co 133 
Wagemaker Co 144 
Yawman and Erbe Mfg. Co 91 
Strong Boxes 
Meilink Steel Safe Co 105 
Swinging Typewriter Stands 
Globe-Wernicke Co 81, 89 
Tables 
Art Metal Construction Co 84, 85 
Art Steel Co 116 
s3rowne-Morse Co 149 
Corry-Jamestown Mfg. Co. 107 
General Fireproofing Co 66 
Globe-Wernicke Co 81, 89 
Lyon Metal Products, Inc 141 
Peerless Steel Equipment Co 128 
Shaw-Walker Co 133 
St. Johns Table Co 143 
Victor Safe & Equipt. Co 148 
Telephone Accessories 
Bates Mfg. Co., The 67 
Victor Safe & Equipt. Co 148 
Telephone Stands 
Art Metal Construction Co 84, 85 
Art Steel Co 116 
General Fireproofing Co 66 
Globe-Wernicke Co 77, 81 
Peerless Steel Equipment Co 128 
Shaw-Walker Co 133 
Yawman and Erbe Mfg. Co 91 
Thumb Tacks 
Graff, George B., Co 148 
Moore Push-Pin Co 147 
Vail Manufacturing Co 109 
Type, Typewriter 
Ames Supply Co 119 
Shipman-Ward Mfg. Co 129 
Typewriter Cleaning Material 
Ames Supply Co 119 
Clarotype Co 134 
Mittag & Volger, Inc 75 
Rivet-O-Mfg. Co 149 
Dr. Seat Chemical Co 144 
Shipman-Ward Mfg. Co 129 
Webster, F. S., Co 2 
Typewriter Cushion Keys 
Ames Supply Co 119 
Munson Supply Co. 133 
Peerless Key-Imperial Mfg. Co 137 
Shipman-Ward Mfg. Co 129 
Speed Key Mfg. Co. 148 
Typewriter Cushion Knobs and Bases 
Ames Supply Co 119 
Bickett, L. M., Co 145 
Peerless Key-Imperial Mfg. Co 137 
Shipman-Ward Mfg. Co 129 
Typewriter Parts and Tools 
Ames Supply Co 119 
Shipman-Ward Mfg. Co 129 
Typewriters, Mfrs. of 
Corona Typewriter 65 
Royal Typewriter Co 152 
Smith, L. C & Corona Tws 65 
Underwood Elliott Fisher 
Co Back Cover 
Typewriters, Rebuilt and Used 
Morse, J. S., Typewriter Co. 147 
Pruitt Co., The 148 
Reliable Tw. & A. M. Corp 150 
Shipman-Ward Mfg. Co 129 
Visible Systems Equipment 
Art Metal Construction Co 84, 85 
Automatic File & Index Co 131 
Globe-Wernicke Co 81, 89 
Postindex Co 83 
Shaw-Walker Co 133 
Sheppard, C. E., Co 128 
Victor Safe & Equipt. Co 148 
Yawman and Erbe Mfg. Co. 91 
Waste Baskets 
American Can Co 1038 
Art Steel Co 116 
Corry-Jamestown Mfg. Corp 107 
General Fireproofing Co 66 
Globe-Wernicke Co 81, 89 
Metal Office Furniture Co. 96 
Peerless Steel Equipment Co 128 
Shaw-Walker Co 133 





PWANTS_AND LOR SALT 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED 


SALES EXECUTIVE AVAILABLE—Experience includes twelve years 
salesman, sales instructor and specialist with manufacturer of adding 
and accounting machines. Also four years as public accountant. Re- 
cently, acting as branch manager in another branch of the office 
equipment field, in which he has been successful in bringing about 
an increase of practically 75 per cent in volume over the preceding 
year. Has broad general experience in selling and accounting and is 
qualified to sell office appliances and equipment or to train, direct and 
manage groups of salesmen. Is now located in the Southwest. Inter- 
ested in connections where qualifications can be put to best use. 
Address F-165, care Office Appliances, Chicago. 


SALESMEN WANTED 


IF YOU SELL DIRECT to offices, you can sell our high grade Type- 
writer Sp. cialty profitably. Liberal profit on each sale. Protection 
given. Quickly becomes a major line. Write for details, giving terri- 
tory you cover. Address T-153, care Office Appliances, Chicago. 


SALESMAN WANTED—For southwest territory by large, well estab- 
lished manufacturer of complete line of office equipment, filing supplies 


and stationers’ “bread and butter’? items such as box files, desk trays, 


card index cabinets, etc. Experience in retail selling and acquaintance 


with dealers helpful. Position permanent, good pay, excellent future 


for right man. Address T-155, care Office Appliances, Chicago. 


THE MANUFACTURER of a nationally known and complete line of 
record protecting devices is interested in securing a sales agent selling 


similar known lines in the Northwest and New England. This line is 


one of the better known lines and has a wide distribution at present. 


Address T-152, care Office Appliances, Chicago. 


SALESMEN WANTED—Territories in Virginia, West Virginia, North 
and South Carolina, Georgia, and Florida now open to go-getters to sell 
a complete. exclusive line of PERPETUAL CALENDARS and DESK 
ACCESSORIES direct to RETAILERS. Liberal commissions. Pro- 
tected territory. Tell us what you are selling now, territory you cover, 
and list references. All correspondence confidential. But ACT NOW. 
Address Finch & McCullouch,h MEMORY MASTERPIECES, Aurora, IIl. 


IF YOU SELL QUALITY, here’s the most profitable sideline in the 
field. Ames filing and mailing supplies direct to banks, lawyers, 
accountants, offices, etc. Liberal commission, exclusive territory. Our 
representatives chosen carefully—send full particulars about yourself. 
Ames Safety Envelope Co., Boston, Mass. 


SALESMEN WANTED—Young man for well established Ohio retail 
store, carrying full line of office supplies and equipment, to work part 
time out of store and part time inside. A good opportunity for a 
capable young man. Give age, experience and earning capacity. 
Address T-148 care Office Appliances, Chicago. 





REPUTABLE EASTERN CORPORATION specializing in Loose Leaf 
Equipment, including a full line of Visible Record Books, has opening 
for experienced Office Appliance men, selling direct to the consumer. 
Either full or part time basis. Liberal commission. Address T-146, 
eare Office Appliances, Chicago. 


MECHANICS WANTED 


TYPEWRITER AND ADDING Machine Mechanic wanted for steady 
employment. State experience in detail. ROWLEY’S, LaCrosse, Wis. 





TYPEWRITER MECHANIC 


Want reliable man willing to work. 
Small guaranteed salary plus commission on work and sales. Perma- 
nent location for right man. References required. Cornette’s, Inc., 


Hopkinsville, Ky. 
MECHANICS WANTED 
mechanic. Pruitt Corporation, 172 





typewriter mechanic, also adding machine 
North LaSalle Street, Chicago. 








REPRESENTATIVES AVAILABLE 


ESTABLISHED Office Specialty Salesman selling banks, commercial, 
state, county, city offices, schools and colleges in Washington and 
Oregon wants two additional office specialty lines not regularly handled 
by local stationers or dealers. Address F-164, care Office Appliances, 
Chicago. 


I AM SEEKING good lines to handle in Chicago and vicinity on a 
commission basis. Have had many years acquaintance in stationery 
circles. Frank F. Harris, 14 East Jackson Boulevard, Chicago, Il. 


REPRESENTATIVES WANTED 


MANUFACTURERS’ AGENTS—-We desire contacts throughout United 
States with manufacturers’ agents calling on office appliance dealers. 
High grade device, nationally used. Liberal commission. Box T-150, 
eare Office Appliances, Chicago. 


HERE’S A REAL SIDELINE ALL YOUR CUSTOMERS NEED. NEW, 








NONCOMPETITIVE, EVERY DEMONSTRATION A SALE. SELLS 
ITSELF. SAMPLES INEXPENSIVE, READILY CARRIED. BIG 
EASY PROFITS. Write now. Dept. 2, 2626 Washington Blvd., 


Chicago. 

SALESMAN WANTED—Man now covering territory east of the Mis- 
sissippi, to handle line of files, filing boxes, transfer cases, etc. Reply 
treated strictly confidential. Give full information in your first letter. 
Address T-151, care Office Appliances, Chicago. 


WANTED DISTRIBUTORS for various sections of the United States 
to sell a new, proven stapling and tacking machine. Fine opportunity 
for hustling, aggressive salesmen. Protected territory. Men who can 
finance themselves are invited to write T-154, care Office Appliances, 
Chicago. 





MANUFACTURER high grade office appliance iuationally used seeks 
sales agents selling similar noncompetitive specialty to users in large 
cities. Valuable, exclusive franchise. Opportunity add steady substan- 
tial earnings to present income. References. Box T-156, Office Appli- 
ances, Chicago. 





BUSINESS OPPORTUNITIES 


SUCCESSFUL Office Machine Business established 1919 by owner, in 
city of 150,000 Tennessee Valley Area. Aggressive methods makes 
this one of the largest independent OFFICE MACHINE BUSINESSES 
in this section. Has agencies for leading Standard and Portable Type- 
writers, Cash Registers, Dictating Machines, Calculators, Sells Rebuilts, 
Rental and Repairs. Owner past 56 needs and wants younger man 
with executive and sales ability. Will sell part and incorporate trade- 
name. All matters treated private. Advise about past for at least 10 
years. Address T-149, care Office Appliances, Chicago. 





FOR SALE, LONG BESTABLISHED retail stationery business in 
Middle West. Large greeting card volume in addition to commercial 
lines. Carries fine inventory. Offers to party with proper experience 
and necessary capital, opportunity to establish himself quickly in one 
cae country’s leading markets. Address T-145, care Office Appliances, 
Chicago. 





FOR SALE—Small TYPEWRITER STORE in Chicago loop. Low rental. 
Suitable for good mechanic with sales ability. $1500 will handle. T-147, 
care Office Appliances, Chicago. 








FOUNTAIN PEN REPAIRING 





WELTY’S REPAIR ALL MAKES Fountain Pens, Desk Pens. 
““Vakuum” Pens, Pencils, etc. Repaired at standard prices. Mail all 
makes to ONE place for better service. (Established 1904.) We fea- 
ture Gold Pen Points and Repairing. Welty Pen and Repair Co., 
38 S. State St., Chicago. 





WARE HOUSE AND OFFICE SPACE 


EASTERN MANUFACTURER with Chicago branch located close to 
loop wishes to share warehouse and office space with another manu- 
facturer serving stationery trade. Very attractive rates. Write for 
full particulars. Address T-144, care Office Appliances, Chicago. 











SALES LETTERS 





LETTERS WILL BUILD SALES: For years I have built letters that 
pull sales. You need them more than ever now. Send me your data 
for new letters, or unsuccessful letters for reshaping. Particulars on 
request. Address H. M. Goldthwait, 123 Washington Ave., Santa Fe, 


N. Mex. 

ADDING MACHINE PARTS, TYPE, ETC. 
NEW PRICE LIST of adding machine parts, ribbons and type now 
ready Send for yours. The Pioneer Adding Machine Parts Man 


I. A. Dehn, Jt 1450 102d Avenue, Oakland, Calif. 


WANTS AND FOR SALE—Continued on page 8. 





WANTS AND FOR SALE—Continued from 


ELLIOTT-FISHER MACHINES—Burroughs—-Moon Hopkin 
sold. hic: 


Machines—Calculating Machines 
Appliance Co., 533 S. 


ELLIOTT-FISHER Machines, Adding Machines, 
and 
3rd 


roughs and Monroe Calculators, 


bought and sold. 


ELLIOTT-FISHER MACHINES, Remington, Moon Hopkins, Under- 
machines 
Appliance 


wood Fanfolds and other bookkee 
bought and sold. The Acme 
Street, Houston, Texas. 


Office 


bought 


Dearborn, Chicago 


Typewrit« 


Teeter-Warsh Co., 849 N. 


ping 


and 


rs 


FOR SALE AND WANTED TO BUY 


Comptometers, Bur- 


St., 


and 


adding 
Company, 


macnine 


waukee, Wi 


macnine 


705 Mair 


BURROUGHS— Duplexes, Moon Hopkins, Bookkeeping Machines, Ka 
dex. All types office machines bought and 


Co., 644 Liberty Avenue, 
ELLIOTT-FISHER machines, 
equipment, bought and sold. W 
Bldg., Milwaukee, Wis. 


Pittsburgh, Pa. 


typewriters, 


sold. 


adding 


J. Crowley 


Fort 


machines 
Company, 


Typewriter 





APPLIANCES 


OFFICE 


HOPKINS, Elliott-Fisher, Remington Account- 
ng Machines, and everything in the office machinery line. State model, 
serial number and we will quote highest cash prices. International 
Office Appliances, Inc., 326 Broadway, New York City. 


BURROUGHS, MOON 


ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers, 
Folders, Typewriters, Adding Machines. Write for FREE Money 
Making Circular. Pruitt, 527 Pruitt Bldg., Chicago. 


DICTAPHONES EDIPHONES-—all models, select machines, prompt 
Sole distributor rights to our Cleartone 


profit-making prices. 3 
American Dictating Machine Co., 


granted to dealers. 


York City. 


delive rie Ss, 
cylinders being 
1141 Broadway, New 


SUPPLIES— headquarters—machines 


DICTAPHONES, EDIPHONES, 
Write us. Chicago Dictating Machine 


bought, sold—Wholesale, Retail 
Co., 19 S. Wells St., Chicago. 


KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all 


types bought and sold. We specialize in this field and offer full co- 
operation to dealers. Commercial Card System, 401 Broadway, New 
York City. 


MULTIGRAPH RIBBONS remanufactured. Duplicator inks and type- 
Established over ten years. Write us, save money. 
Milwaukee, Wis. 


writer ribbons 
Lewis Co., 953 N. 4th St., 


Export Statistics by United States Department of Commerce 


The statistics here presented are preliminary and subject to revision in the annual published reports. 
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COMING INDUSTRY ACTIVITIES 





Chronological Arrangement of Major Activities 
For Easy Reference 


Poland Springs Me 
Lewiston, Me 


district meeting, 
Paper Company, 


June 24 and 25. N.S. A. first 
(Governor) Edgar M. Berry, Berry 


« » 
July 25 to 27. National Typewriter & Office Machine Dealers Associatio 


convention, Hotel New Yorker, New York City. (Secretary) J Paul 
McWilliams, 800 Grand avenue, Kansas City, Mo. 


« » 
September 26 to 29. The National Stationers Association convention 
Palmer House, Chicago, Ill. (Secretary) Charles P. Garvin, 730 Investment 
building, Washington, D. C. 
« » 


susiness Show. Port Authority building, New 
O. Tupper, 50 Church street, N. Y. ¢ 


October 3 to 8 National 
York City. (Secretary) E. 








BUSINESS OPPORTUNITIES 





Important to Manufacturers 


The following detailed inquiries, received direct from readers of OFFICE 
APPLIANCES, are tangible business opportunities. 


Where inquirers submit references mention is made in the item. 


Wanted Abroad 


Office Equipment Lines Sought by Rosario House. Edualvar, Rioja/1476, 
Rosario, Argentina, is in a position to undertake the representation of 
manufacturers in the office equipment field. Catalogues are requested 
from American manufacturers of office machines and supplies 
cash registers, adding machines, typewriters, adding, calculating and 
addressing machines, time recorders and office systems. This prospect is 
in a position to handle any new machine offered for use in offices o1 
retail stores. 

New Zealand Stationery House Widens Its Activities. W. G. Allen & 
Company, Ltd., 30, Shortland street, Auckland, C. I1., is organizing the 
business to include office machines and devices. The business was founded 


especially 


thirty-eight years ago, and has built up an extensive trade selling direct 
to consumers. This business wishes to secure the best offerings fron 
manufacturers of office appliances and machines. The organization of the 


new department has been placed under the direction of Mr. Bryan W 
Allen, son of the founder, who spent eight years on the sales staff of the 
Burroughs Adding Machine Company in New Zealand. His experience it 
the office machines field and the company’s long established conne I 
with which it serves, should assist materially in placing this house 
favorable position to develop the possibilities of the New Zealand 1 


Wanted Here at Home 


Salesman Open tor Manutacturer Connection. Marshall Love, 4515 Stolt, 


ivenue, Louisville, Ky., is a manufacturers’ representative For fiftee 
years he was a commercial stationer in Bowling Green, K und f 
four years sold mechanical specialties in the Southwest. He represents 


pen company and a manufacturer of duplicators. He is ope 
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tional non-competing line If the new line warrants, he may expand his 
territory to include an adjoining state or two. 
Salesman Available to Specialty Organization. K. C. Browne, Inc., 


11 East Gay street, Columbus, Ohio, is representative in central Ohio for 
1 machine which copies documents by a photographie process. He would 
ike also to sell some non-competing device, his item could be any type of 
office specialty which can be sold through the medium of a specialty sales 
organization. 


Salesman Available. James H. Davison, 6602 Cahuenga Terrace, Holly- 
vood, Calif., represents a manufacturer of desk and chair pads and 
accessories, and one of filing supplies in territory extending from Denver 
west and the full length of the Pacific Coast. He is in position to handle 
in additional line. For years he was in charge of the Pacific Coast terri- 
tory for one of the leading loose leaf manufacturers. He appears to be 
well qualified to handle any product sold through the trade whether it be 
stationery or office furniture. 


Corporation Financial Statements 


Addressograph-Multigraph Corporation reported net profit after all 
charges except surtax on undistributed profits in the March quarter of 
$309,813, or forty-one cents a share on 753,813 shares, as compared with 
$504,498, equal to sixty-seven cents a share on 753,599 shares in the corre- 
sponding 1937 quarter. The company is paying dividends of thirty-five cents 
a share quarterly. Current assets totaled $8,051,922 and current liabilities 





were $1,403,047, as compared with assets of $7,514,423 and liabilities of 
$1,259,587 a year ago, an increase in working capital of $394,039, of which 
$391,309 was cash.—AK 


* * 


On May 24, the directors of the International Business Machines Cor- 
poration declared the regular quarterly dividend of $1.50 a share on the 
> 


capital stock, payable July 11, to holders of record June 22. 
* * 


Attributing much of the increase to the success of newspaper and other 
types of advertising, Kenneth Parker, president of the Parker Pen Com- 
pany, reports net income of the company for the fiscal year ended Feb- 
ruary 28 amounted to $645,763 after all charges. This is equal to $3.29 
a share on 196,082 shares of common stock outstanding, and compares with 
net income of $621,494 for the year ended December 31, 1936, or $3.20 a 
share on 194,501 shares then outstanding. The company formerly operated 
on a calendar year, but switched to its new fiscal year basis by vote of 
stockholders in March of 1937. For the months of January and February, 
1937, there was a net profit of (Chicago Herald and Examiner, 
May 9, 1938.) 


$67,285. 


a * * 
Elliott Addressing Machine Company.—For 1937, net income, $113,329; 
for 1936, net income, $302,96 (New York Herald Tribune, May 5, 1938.) 
* * 
Remington Rand, Inc reported an 8 per cent increase in sales volume 


ind a gain of 28 per cent in net profits for the fiscal year ended March 31 


Net profit amounted to $4,509,7: ifter all charges and taxes, or equal 


ifter preferred dividends to $2.32 a share on the common stock. That 
ompared with $3,516,732, or $1.75 a common share, in the preceding 
fiscal veal 

Net sales for the period were $49,377,245, highest since 1930. They 


sales of $45,633,411 in the preceding fiscal year. Sales in 
increased 9.6 per cent and contributed substantially to 
James H. Rand, Jr., chairman of the board 
veneral business, the sales for the last quarter 
corresponding period last year,’’ Mr. Rand said. 
This was particularly true in March, when sales showed a decrease of 
20.3 per cent compared with March last (Chicago Daily News, 


June 1, 1938.) = 


ompared witl 
reign countrie 
the net pront accorall 

Due to the decline in 
were below those of the 


year.”’ 
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PATENTS 





Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 


2,115,697. Inkstand. Frank M. Ashley, Great Kills, 
N. Y., assignor to Lewis Gompers, trustee, New York, 
N. Y. Application December 23, 1936, Serial No. 
117,272. Granted May 3, 1938. 

2,115,805. Mail Sorter. Frederick L. Fuller, West 
Orange, N. J., assignor to International Business 
Machines Corporation, New York, N. Y., a corporation 
of New York. Application May 27, 1936, Serial No. 
81,986. Granted May 3, 1938. 

2,115,870. Combined Typewriting and Computing 
Machine. Henry L. Pitman, Westfield, N. J., assignor, 
by mesne assignments, to Underwood Elliott Fisher 
Company, New York, N. Y., a corporation of Dela- 
ware. Application August 2, 1930, Serial No. 472,610. 
Granted May 3, 38. 

2,115,912. Typewriting Machine. William F. Hel- 
mond, West Hartford, Conn., assignor to Underwood 
Elliott Fisher Company, New York, N. Y., a corpora- 
tion of Delaware. Application June 7, 1933, Serial No. 
674,681. Granted May 3, 1938. 

2,115,970. Writing Pen. George S. Walter, Chicago, 
ill. Application August 10, 1936, Serial No. 95,050. 
Granted May 3, 1938. 

2,116,078. Loose Leaf Binder. George G. Mevi, 
Mount Kisco, N. Y. Application May fi, 1935, Serial 
No. 20,969. Granted May 3, 1938. 

2,116,136. Pencil. Alfred 0. Beisang, St. Paul, 
Minn., assignor to Brown & Bigelow, St. Paul, Minn., 
a corporation of Minnesota. Application August 13, 
1936, Serial No. 95,816. Granted May 3, 38. 

2,116,187. Lead Pencils and Method of Preparing 
Pencil Leads. Isidor Chesler, West Orange, N. J., 
assignor to Eagle Pencil Company, a corporation of 
Delaware. Application August 14, (935, Serial No. 
36,155. Granted May 3, 1938. 

2,116,285. Calculating Attachment for Typewriters. 
Charles H. Sampson, Rochester, N. Y. Application 
— 5, 1932, Serial No. 603,365. Granted May 3, 
9 


38. 
2,116,288. Perpetual Calendar. Joseph R. Schoen- 
baum, New York, N. Y., assignor of one-half to Philip 


Glaberman, New York, N. Y. Application May 18, 
1936, Serial No. 80,231. Granted May 3, 1938. 
2,116,370. File Cabinet. George E. Watkins, 


Tonawanda, N. Y., assignor to Remington Rand, Inc., 
Buffalo, N. Y. Application May |, 1936, Serial No. 
77,366. Granted May 3, 1938. 

2,116,373. Filing Tray. Alexander Colvill William- 
son, London, England, assignor to Remington Rand, 
Inc., Buffalo, N. Y., a corporation of Delaware. Appli- 
cation September I!, 1935, Serial No. 40,110. In 
— Britain September 12, 1934. Granted May 3, 

2,116,589. Wire-Bound Book Including Sheet- 
Binding Means and Blanks Therefor. Emory A. Trus- 
sell, Milwaukee, Wis., assignor to Trussell Manufac- 
turing Company, Poughkeepsie, N. Y., a corporation 
of New York. Application August 25, 1934, Serial 
No. 741,360. Granted May 10, 38. 

2,116,653. Tabulating and Accounting Machine. 
John W. Armbruster, Brooklyn, N. Y., assignor, by 
mesne assignments, to International Business Machines 
Corporation, New York, N. Y., a corporation of New 
Application February 5, 1930, Serial No. 
Granted May 10, 1938. 

2,116,919. Fountain Pen. Eugene K. Werner, 
New York, N. Y., assignor to Francis K. Werner 
and Anton Enz, both of New York, N. Y¥. Application 
September 20, 1935, Serial No. 41,336. Granted May 


2,116,989. Loose Leaf Binder. Paul O. Unger, 
Glen Ellyn, and Fred D. Wedge, Lombard, Ill., 
assignors to Wilson-Jones Company, Chicago, Hll., a 
corporation of Massachusetts. Application November 
26, 1934, Serial No. 754,786. Granted May 10, 1938. 

2,117,165. Duplicating Machine. John W. Hernlund, 
Western Springs, IIl., assignor to Ditto, Incorporated, 
Chicago, IIl., a corporation of West Virginia. Appli- 
cation October 14, 1935, Serial No. 44,911. Granted 
May 10, 1938. 

2,117,235. Typewriter. Berthold Baumann, Nurem- 
berg, Germany, assignor to Triumph-Werke Nuernberg 


A.-G., Nuremberg, Germany. Application May 9, 1934. 
Serial No. 724,811. In Germany May 13, 1933. 
Granted May 10, 1938. 


2,117,236. Dictating Machine. Theodore H. Beard, 
John E. Renholdt and Charles H. Merritt, II1, Bridge- 
port, Conn., assignors to Dictaphone Corporation, New 
York, MN. Y., a corporation of New York. Application 
‘an 24, 1933, Serial No. 677,448. Granted May 10, 

2,117,265. Binder or Loose Sheet Holder. Leon 
L. Allyn, Kalamazoo, Mich., assignor to Master-Craft 
Corporation, Kalamazoo, Mich. Application March 13, 
1937, Serial No. 130,670. Granted May 17, 1938. 

2,117,363. Music Typewriter. Gust Rundstatler, 
Berlin, Germany, assignor to Nototyp-Rundstatler G. 
m. b. H., Berlin, Germany. Application September 
24, 1936, Serial No. 102,292. In Germany December 
20, 1933. Granted May 17, 1938. 

2,117,372. Distribution Device. Anton J. Smith 
and George J. Coupe, Chicago, III., assignors to Felt 
& Tarrant Mfg. Co., Chicago, Ill., a corporation of 
lilinois. Application July 2, 1936, Serial No. 88,535. 
Granted May 17, 38. 

2,117,439. Pencil. Felix Honorio Manzano, 
Aires, Argentina. Application October 31, 
In Argentina April 24, 


‘Eraser Holder. 


] Buenos 
1935, Serial 
1935. Granted 


Ten Eyck T. Mosher, 
Peacedale, Glenmont, N. Y. Application April 14, 
1936, Serial No. 74,347. Granted May 17, 1938. 
2,117,620. Calculating Machine. Walter E. Mathi, 
Oakland, Calif., assignor to Marchant Calculating 
Machine Company, a corporation of California. Appli- 
cation November 13, 1931, Serial No. 574,840. Re- 
newed December 26, 1935. Granted May 17, 
2,117,686. Combined Desk and Seat. 
Sponsier, Danville, Jil. Application November 10, 
1936, Serial No. 110,149. Granted May 17, 1938. 

2,117,741. Staple Driving Machine. Fridolin Pol- 
zer, South Norwalk, Conn., assignor to The E. H 
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Hotchkiss Company, Norwalk, Conn., a corporation of 585,940. Granted May 24, 1938. 


Connecticut. Application April 25, 1935, Serial No. 
18,107. Granted May 17, 1938. 
2,117,821. Chair. Clyde H. Parker, Bedford, 


Ohio, assignor to The B. L. Marble Chair Company, 


Bedford, Ohio, 


March 5, 1936, Serial No. 
i 


938. 
2,118,085. 

mond, West Hartford, 
Elliott Fisher Company, 


a corporation of Ohio. 


Typewriting Machine. 
Conn., 
New York, N. Y., a corpora- 


Application 
67,260. Granted May !7, 


William F. Hel- 
assignor to Unaerwood 


tion of Delaware. Application June 10, 1933, Serial 
No. 675,254. Renewed January 19, 1937. Granted 
May 24, 

2,118,241. Pen Desk Set. Milford Guy Sypher, 
Belleville, N. J., assignor to The Chilton Pen 
Company, Inc., Long Island City, N. Y., a corpora- 
tion of New York. Application December |, 1936, 
Serial No. 113,567. Granted May 24, 1938. 
2,118,588. Caleulating Machine. Thomas M. But- 
ler, Detroit, Mich., assignor to Burroughs Adding 
Machine Company, Detroit, Mich., a corporation of 
Michigan. Application January {!, 1932, Serial No 


DESIGN PATENTS 


109,511. Design for a Portable Typewriter. Rich- 
mond L. Chipman, Jr., Montelair, N. J., and Joseph 
Lee Sweeney, New York, N. Y., assignors to Bates 
Laboratories, Inc., New York, N. Y. Application 
April 8, 1937, 68,637. Granted May 3, 


1938. 

109,611. Design for a Typewriter. William A. 
Dobson, Wethersfield, Conn., assignor to Underwood 
Elliott Fisher Company, New York, N. Y., a corpora- 
tion of Delaware. Application April 17, 1937, Serial 
No. 68,843. Granted May 10, 1938. 

109,715. Design for a Chair. Eric Magnus Johnson, 
Youngstown, Ohio, assignor to The General Fireproofing 
Company, Youngstown, Ohio, a corporation of Ohio. 
Application April 9, 1938, Serial No. 76,400. Granted 

38. 


May 17, sie : a 

109,812. Design for a Duplicating Machine. Willis 
A. Kropp, Oak Park, I11., assignor to Ditto, Ineor- 
porated, Chicago, IIl., a corporation of West Vir- 
ginia. Application November tI, 1937, Serial No. 
72,800. Granted May 24, 1938. 


Serial No. 








FRANK B. TOWNE 
for Fifty Years Treasurer of the 
NATIONAL BLANK BOOK COMPANY 


"lam not the ‘boss’ of this business, | never have been. We need no 
boss around here. We all have one boss and that is the success of our 
business. That success has been and should be the only real boss for 


any one of us." (See page 48) 
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Planned Sales Program As 
Related to Merchandising 


te planned sales program, like 
the dealer’s merchandising policies 
—discussed in the first article of 
this series appearing in last 
month’s number—is a major fac- 
tor in successfully guiding the des- 
tiny of the retail merchant of 
today. Both are closely related to 
merchandising methods and prac- 
tices, and they are reflected in the 
company’s volume of profitable 
sales. 

Merchandising methods, as 
pointed out in the preceding ar- 
ticle, are but the projection of 
merchandising policies. The 
planned sales program effectuates 
these policies and determines what 
particular methods shall be used, 
not only in presenting merchan- 
dise for the customers’ choice, but 
also in the training, supervision, 
and operation of the sales organ- 
ization. Without a planned sales 
program, the dealer’s organization 
is apt to function in a haphazard 
manner, using random methods 
from week to week and month to 
month. 

In times of business stress, when 
the modern merchant’s ship is 
sailing in troublous waters, com- 
petent sales management devotes 
careful thought and planning to 
charting the course and keeping 
the crew engaged in telling action. 


Program Is Based on Facts 


Executives responsible for sales 
management in the organizations 
of successful stationers and office 
equipment dealers are operating 


What Is a Planned Sales 
Program? Its Scope and 
Merits Defined in This 
Second in a Management 
of Four Articles 


on Modern Merchandising 


Series 


Practices 


with a knowledge of facts, for 
facts are the basis of profitable 
business management. They know 
the facts about every part of the 
business and know them every 
day. Some records are essential, 
while others are very helpful. Nec- 
essary records include sales, stock, 
stock -turn, expenses, margins, 
mark-up, and net profit by lines; 
and in many cases by items. The 
total and average sales of each 
salesperson are known every day. 
A detailed analysis of each line of 
stock shows those on which they 
are making money and those on 
which they are losing. Other rec- 
ords show sales comparisons with 
similar periods in past weeks, 
months, and years. 

Facing these facts intelligently, 
as well as those pertaining to gen- 
eral business conditions and the 
potentialities of their sales terri- 


tories, sales management adopts 
practical and concrete measures to 
accomplish the greatest possible 
sales and build up the business. 

In developing and maintaining 
the sales program, obviously the 
sales manager or merchandising 
man has a knowledge of the need 
in the territory of the products his 
house carries. He has a part in 
purchasing. He functions in the 
training and supervision of the 
sales force, providing the salesmen 
with inspiration and incentives 
through various means. 


Relation to Sales Force 


The success of his program de- 
pends in a large measure upon 
properly equipping each salesman 
for his particular job. This in- 
volves both general and specialized 
training. The salesperson must 
have an effective sales talk on all 
major lines, based upon a knowl- 
edge of the products and their ap- 
plication to different lines of busi- 
ness. But he should not depend 
entirely upon the auditory presen- 
tation of his merchandise; he 
should appeal to his customers 
through the eye, as well. Hence, 
he must be provided with adequate 
demonstration and sales suggest- 
ing material. In short, the planned 
sales program enables him to be 
thoroughly prepared to make his 
calls or serve his customers in the 
store. 

Planned sales management in its 
relation to the sales force also 
includes other things; such as 
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stressing selective selling, and en- 
couraging and assisting salesmen 
in specializing on certain lines. An 
efficient follow-up system of rec- 
ords on salesmen’s calls on cus- 
tomers and live prospects is de- 
vised, including information upon 
past purchases and possible future 
needs of buyers, also units placed 
for trial demonstration. Moreover, 
planned sales management aids 
the salesman in discovering new 
fields where the application of his 
lines will perform a useful service. 

Merchandise sales schedules are 
another important activity cov- 
ered by the planned sales program. 
The manager selects the merchan- 
dise to be featured during various 


periods and in accordance with 
seasonal appropriateness. He 
schedules them for special store 
and window displays. Drawing 
upon past experience, his own in- 
genuity, the cooperation of mer- 
chandising minded manufacturers’ 
representatives, and the merits of 
the product, he plans his mer- 
chandising and sales methods. In 
the sales meeting he outlines the 
program and offers helpful sug- 
gestions. 

The sales activities are supported 
by advertising promotion. Various 
advertising media are used to 
focus attention of prospective buy- 
ers upon these lines. Newspaper 
advertising, direct mail, and man- 
ufacturers’ “dealer helps’ are 
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called upon to do their part. By 
planning these schedules far 
enough in advance of the dates 
they are to be put into effect, each 
factor can be shaped up to a high 
point of effectiveness. 

In planning and conducting big 
sales campaigns, whether they be 
upon specialties or other lines, 
these activities are expanded in 
scope to provide the necessary 
build-up, and the effort put be- 
hind them is intensified to achieve 
the desired sales objectives. Upon 
these occasions, the entire organ- 
ization functions more efficiently 
and reaches higher quotas when it 
has been accustomed to operating 
on the principles of a planned 
sales program throughout the year. 


COLD EGGS AND HOT PROSPECTS 
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il aivnise the season, sales 
plans laid are of no value unless 
they are put to work. The above 
cartoon forcibly portraying this 
idea and the paraphrastic discus- 
sion in the following paragraphs 
reveal how one stationer presented 
the message to his sales organiza- 
tion. They appeared in the May 12 
number of “The Baker Salesman,” 
issued by The Baker Company of 
Lubbock, Texas. 

“We might as well recognize the 
fact that while we all have plans 
which we hope will hatch, only a 
few of us will probably do much 
more than look at them admir- 
ingly and plume ourselves on our 
ability to think big thoughts and 
plan big things. 

“In other words, we are likely to 
find ourselves in the same frame 


of mind as jubilant Papa Bird in 
the cartoon above. He’s all stuck 
on himself for having a hand in 
filling the nest with such beauti- 
ful, promising looking eggs. 

“But Mama Bird doesn’t kid 
herself a bit about the eggs in the 
nest. She knows that before they 
can be hatched out into gawky lit- 
tle bluebirds, or whatever they 
may turn out to be, somebody has 
to keep applying heat. She knows 
full well that if they are allowed 
to get cold, even for a few hours, 
what could be a fat little birdie 
will turn out to be a very, very 
nasty smell. 

“Isn’t it the same in selling? We 
have thought up all these swell 
plans for getting a lot of plus busi- 
ness this spring. We plan to sell a 
long line of those fellows who have 


been giving us the run-around 
since last fall. We know just what 
we are going to say to this fellow, 
how we are going to blast an order 
loose from that fellow. 

“That’s fine. But the well laid 
plans are only the beginning. The 
really important thing is to put 
them to work. If we don’t do that, 
and let them get cold, we will find 
ourselves at the end of spring with 
a lot of eggs that might have been 
birds, but are only memories. 

“So make a deal with yourself 
today, not to put off any longer 
calling on those buyers whose 
business you plan to get this 
spring. You will find them more 
cheerful, more receptive, more will- 
ing to listen to reasons why they 
should buy, and buy NOW.” 
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Federal Versus State Stewardship 


cieosinnen men who are, at the 
moment, fed up with Federal 
laws and regulations may find it 
hard to believe that they will 
ever take mandatory doses from 
Washington by choice. This is not 
saying that all hands will vote in 
fayor of Uncle Sam’s codes in 
preference to any other kind. But, 
hard as it may be to swallow, 
there is sudden evidence of a 
disposition to accept orders from 
Washington (if commands there 
must be) rather than from any 
lesser seat of authority. 

This is the meaning, if you see 
it that way, of the current move- 
ment in business circles to block 
State raids by a national law con- 
ferring broader rights in trade 
mark ownership. The so-called 
Lanham Bill, now before the Pat- 
ents Committee of the U. S. House 
of Representatives, is the visible 
sign and symbol of a new trend 
of thought. It is perhaps the first 
instance of an attempt to create 
new national legislation pointedly 
for the purpose of heading off 
somewhat similar enactments by 
the legislatures of various States. 


Business Prefers Federal 
Jurisdiction 


Whatever is to be the ultimate 
verdict of this latest contest be- 
tween the theories of centraliza- 
tion and decentralization, it pivots 
a new issue for the business pub- 
lic. Said problem being that of 
selection between Federal Acts 
and State laws as arbiters of busi- 
ness conduct and commercial 
privilege. There is warrant to 
characterize this as a new issue 
because it deals with the species 
of proposition that should prop- 
erly be left in the lap of business. 
Business men may have to play 
the role of innocent and helpless 
bystander at a tug-of-war be- 
tween Federal and State tax 
hounds for a coveted source of 
revenue. But executives are en- 
titled to a voice in the proceedings 
when technical considerations of 
business are involved. 

The business leaders and trade 
associations that are making a 
stand in the matter of Federal 
versus State supervision of trade 
marks, labels, and designs have 


of Business 


By WALDON FAWCETT 
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been egged on because they have 
sensed a sharpened slant in pub- 
lic policy-making. A study of the 
situation by business scouts has 
revealed a growing disposition in 
most of the States of the Union 
to defer to Federal jurisdiction 
and authority in a majority of in- 
stances of joint interest. With 
Uncle Sam already on the job or 
showing a disposition to jump in, 
the average State does one of two 
things. 

For the sake of appearances, the 
State legislatures may go through 
the motions of enacting a State 
law,—albeit a State statute pat- 
terned very closely on the model 
set by Congress. Or the State may, 
more or less gracefully, back out, 
leaving it to Uncle Sam to take 
over the whole job for which he 
has shown himself willing. The 
“me-too,” echo formula has worked 
very satisfactorily in the case of 
Food and Drug laws. But, recent 
months have brought to the fore 
other examples of State-by-State 
legislation that have warned busi- 
ness men of the hazards of jokers. 

The first example came with the 
stampede of the States to enact 
Fair Trade Acts, legalizing in one 
State at a time the fixing and en- 
forcement of standard resale 
prices. While a common purpose 
was intentionally served, it fell 
out that the model Fair Trade law 
was remodeled as it progressed 
from State to State. At least three 
distinct and differing versions 
emerged. With the result that 
dealers operating in two or more 
States sometimes had to double in 
contracts. And even the manufac- 
turers who gained the privilege of 
price-fixing found themselves un- 
der a new necessity of doing busi- 
ness by the map. 


State Register of Trade Marks 
Exacts Heavy Penalties 


Even more. serious—especially 
for individual business overhead— 
was the situation which arose with 
respect to trade mark registration, 
—the recognized means of estab- 


lishing private ownership in trade 
marks, brands and trade names. 
For some years past the Washing- 
ton Government has maintained, 
by the approval of Congress, a 
registry in the U. S. Patent Office 
for enrolling and certifying (as to 
date of first use) the nicknames 
and symbols of business. Most of 
the States had similar clearing 
houses for industrial property 
fashioned on the lines evolved at 
Washington. So far, so good. But 
a few years since, revenue-hungry 
legislators in certain States sud- 
denly conceived the idea of taxing 
trade marks. Of course, good will 
assets cannot be taxed in the or- 
dinary way. The open alternative 
was to capitalize the existing reg- 
istration system. 

Ingenious, to say the least, were 
the devices resorted to by the tax- 
conscious politicians who passed 
their cues from one State to an- 
other. For example, by the new- 
fangled Bills, registration of trade 
marks was to be compulsory; 
which it had not been in the past. 
The official fees were jacked up,— 
$10 being the favorite admission 
charge. Trade marks that were 
duly registered in a State must 
be reregistered. In some instances 
registration must be renewed at 
frequent intervals, on pain of for- 
feiture of the time-won brand to 
whatever applicant be waiting. 
The plot was cooked to catch every 
tradesman who relied for business 
momentum upon identification of 
stand, service or merchandise. 
Even the dealer who had never 
bothered to pedigree his store- 
stamp would be in the toils. The 
manufacturer would be summoned 
to pay toll on his every last sub- 
mark, grade-mark and _ supple- 
mentary clue, as well as upon 
leaders and major-brands. 


Lanham Bill Forestalls States 


So far, a volunteer, mutual busi- 
ness lobby has successfully fought 
off all of the State schemes for 
levying upon trade marks. But the 
defense has been time-consuming 
and costly. Involving appearances 
by delegated spokesmen at State 
Capitols, and extended correspond- 
ence. The continuing plight has 
given the near-victims time to 
think. Particularly did it poise for 
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them the question whether the 
one best possible national law was 
not to be preferred to a mass of 
poorly-cooked State laws. From 
that ponder, the anxious business 
men on guard passed to the re- 
lated riddle: Might not a compre- 
hensive national law serve to fore- 
stall the perennial State Bills, so 
plainly planted for purposes of 
revenue only? 

“Yes” was the hopeful answer of 
the trade mark §salvationists, 
given in terms of the Lanham 
Bill, lately the subject of extended 
hearings in a Congressional Com- 
mittee. Not all readers may con- 
cur in judgment of the form of 
the remedy. Or on its chances of 
success. What, nevertheless, the 
whole incident seems to emphasize 
is that business has before it as 
an open and rather insistent issue, 
the conundrum of Federal versus 
State legislation. 


Uniformity of State Laws 
Difficult to Obtain 

Each side goes into the debate 
carrying a handieap. The advo- 
cates of Federal legislative monop- 
oly of business trusteeship have to 
face the current consequences of 
a surfeit of paternalism, however 
well intentioned. On the other 
hand, the rooters for State rights 
and State responsibilities to busi- 
ness are loaded, at the moment, 
with the penalties of the flop of 
the effort to bring about all-States 
acceptance of a permanent pro- 
gram of uniform State laws. 
Maybe this factor ought to have 
more than a passing glance for the 
sake of its future influence upon 
the strategy of the business forces, 
seeking sound legal support. 

What makes most for disap- 
pointment over the failure of the 
effort to unify State laws on busi- 
ness subjects is the fact that this 
was no spasmodic, unorganized 
movement. On the contrary, the 
best of machinery was provided in 
a Conference of State Commis- 
sioners on Uniform State Laws. 
This was broken down into Sec- 
tions and Committees to handle 
the various classes of State laws in 
need of standardization. The plan 
was to bring about close-knit co- 
operation between the State Com- 
missioners and the American Bar 
Association. As luck would have 
it, though, this team play broke 
down,—at least in certain respects. 
Partly because the allies-to-be dis- 
agreed as to which phases of State 
business law should first be put 
into uniform. 

One argument that has some 


force in the debate on the ques- 
tion before the house is that based 
on the obvious difficulty for busi- 
ness men of keeping track of what 
is happening in State legislatures 
all over the map. This has been 
exemplified but recently in the 
case of the attempts to shake 
down trade mark owners. The As- 
sociation of National Advertisers, 
with a Government Relations 
Committee constantly on the job, 
was enabled to sound warnings on 
the State Bills as rapidly as they 
appeared. But neither this nor 
any other intelligence _ service 
could readily spot every offering 
of business purport in the 48 
States. 

A new slant on the future of 
Federal and State business legis- 
lation has been injected by the 
late fashion which undertakes to 
support and confirm a chain of 
State laws on a given subject by 
an empowering Federal law. The 
outstanding example to date is, 
of course, the Tydings-Miller Act 
which was put through Congress 
to sustain the Fair Trade Acts ap- 
proved in the several States. That 
this technique is controversial is 
indicated by the fact that a move- 
ment is afoot in Congress to at- 
tempt to repeal the Tydings-Miller 
law. There is one quarrel with the 
device of a national law to insure 
the constitutionality of State laws 
in a given mode. An example is to 
be found in the self-same Tydings- 
Miller Act. The criticism is that 
such a bolstering law—approving 
all State versions of a pattern 
formula—does nothing to bring 
about, or help bring about, uni- 
formity in State laws. 


State Bills Too Easily Passed 

The new technique, whereby im- 
periled business men are seeking 
to arouse consumer sentiment 
against unjust or oppressive laws, 
is operating, oddly enough, to turn 
the tide of favor toward national 
rather than State laws. There’s 
good reason. Marketers at any 
level—even the small dealers— 
who have sought to rally local 
consumer opposition to a men- 
acing State Bill, have usually 
found it pretty hard sledding. In 
certain States, where the law- 
makers are most given to freak 
Bills slapping business, it has been 
particularly difficult to rouse to 
protest the local citizenry. 

It has been proven to be easier 
to work up consumer antagonism 
to a Bill pending in Congress. And 
the Committee system in Congress 
which makes it necessary for a 
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Bill to undergo scrutiny before it 
can get anywhere renders it pos- 
sible to concentrate consumer re- 
sistance from all quarters. The 
vulnerability of a Congressional 
Bill, over a State Bill has been 
illustrated, these past few weeks, 
by the consumer attack on the 
Patman Chain Store Bill. Projects 
to hobble chain stores, by taxation 
or otherwise, have, now and again, 
had smooth sailing in sundry 
State legislatures. But the fate of 
the Patman measure in Congress 
was quickly made uncertain, once 
the national organizations of con- 
sumers brought their membership 
into action. 


Some Favor Transferring More 
Statistical Work to States 

A current headache of business 
that figures in the alternative of 
Federal or State legislation is the 
official mania for _ statistics,— 
meaning all manner of data gath- 
ered by governmental or public 
authority. There is no doubt that 
the back of business is all but 
breaking under the mounting bur- 
den of demands from statistical 
agencies, to which President Roose- 
velt has just given belated atten- 
tion. National control of statistical 
adventures has been touted on the 
theory that it should reduce over- 
lapping and duplication of in- 
quisitions. But to date it has not 
operated to bring the _ sorely 
needed relief from the demands 
for periodic and intermittent re- 
ports and returns. 

In the present plight, one wing 
of business thought holds that it 
might be just as well to leave a 
larger share of field statistical 
work to the States. Many of the 
business men have to break down 
national statistics into State or 
regional slices before they can ap- 
ply the figures to their own busi- 
ness problems. So why not serve 
the dish in smaller portions to be- 
gin with? This view of the situa- 
tion further holds that the sup- 
posed prestige of Federal fact- 
hunting agencies is more than 
counterbalanced, for practical pur- 
poses, by the more _ intimate 
knowledge of conditions and needs 
which usually characterizes short- 
range statistical work. Above all 
else, however, the factor that puts 
an edge on the whole question of 
Federal versus State legislation is 
the disposition on the part of most 
of the States to step aside for 
Uncle Sam whenever’ Federal 
authority shows an ambition to 
permanently take on a regulatory, 
supervisory or investigative job. 
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This Summer — Dont Let Up! Key Up! 


3 branch managers, 
salesmen,—can any of youafforda 
summer slump this year? If not, 
then why not make definite plans 
—and resolutions—to key up your 
forces, and prevent the old summer 
sag? One thing is certain. Office 
supplies and equipment cannot be 
sold in the summer unless the man 
who makes his living at it wants 
to sell them, and consequently 
makes up his mind that he is go- 
ing to sell them. So, this summer, 
instead of letting up, let’s key up! 

Warm, languid days are on the 
threshold as the coming season 
approaches. Vacation thoughts tug 
at the mind. There is a seemingly 
irresistible urge to shed responsi- 
bilities and to play. But those who 
do a successful business in the 
summer have developed the habit 
of ignoring weather conditions. 
And they pay no heed to the 
standing invitation of the golf 
course, the beach, the race track, 
and the ball park —except upon 
special occasions and after hours 
or week-ends. They have signed 
up to play their own game, and 
they keep everlastingly at it. It 
takes extra effort but they accept 
that as one of the requirements 
of the game. They say it is not 
nearly so hard to buck up against 
the sales resistance of the trade 
when their own mental attitude is 
free of resistance. 


Depends Largely on Management 


This proposition of keying up for 
the summer depends very largely 
upon the attitude of management 
The spirit of the thing should 
radiate from the top down. If the 
boss lays out plans for a summer 
sales program, becomes enthusias- 
tic over it, and works hard himself, 
his men will get just as much 
of a thrill as he out of working 
to make their share of the special 
quota. 

Business continues despite the 
season. In fact, if you make a 
list, you will be impressed with 
the large number of enterprises 
that are more active in summer 
than in other seasons. While some 
local firms may have less busi- 
ness, a good bit is made up by the 
increase in other places. There are 
those engaged in such businesses 
as the following: agricultural im- 
plements, automobile tires and ac- 
cessories, awnings, beverages, 
building supplies, cement, gaso- 


Many Firms Believe They 
Can't Afford a Summer 
Slump and That It Can Be 
Avoided by Planned Effort 


line, granite, ice cream, ice manu- 
facturing, marble, slate, soda 
fountains and supplies, stone, va- 
cation needs, resorts and hotels in 
vacation lands. In your summer 
planning, it would be well to take 
these and others into account. 


Survey of Dealer Plans 


There will be no such thing as 
a summer slump this year for at 
least some in the stationery and 
office machines business. These 
firms don’t consider they can af- 
ford the luxury of letting down 
and taking it easy when the ther- 
mometer starts its annual climb 
for altitude records. They have 
some ideas up their sleeves—plans 
made, and they’re getting under 
way. In brief, the plans of these 
firms might fall under such classi- 
fications as these: 

1. Definitely organizing their 
selling effort for the next three 
months, fighting harder for busi- 
ness, instead of letting up. 

2. Selecting certain items upon 
which their selling energies will be 
concentrated, e. g., supplies and 
equipment for the above indus- 
tries, vacation needs, portable 
typewriters, ribbons and carbons, 
machine overhauling, etc. 

3. Providing the sales people 
with ideas and methods for push- 
ing items they know will sell if 
properly presented. 

4. Offering special incentives to 
the sales people on certain items 
during the summer. 

5. Setting summer quotas; con- 
ducting contests. 

6. Featuring appropriate store 
and window displays; special ad- 
vertising. 

7. Selling the salesmen on the 
idea of keying up with summer 
ideas. 


The Baker Company 


S. H. Becker, sales manager, The 
Baker Company, stationers and 


printers, Lubbock, Tex., put the 
challenge up to his sales organ- 
ization with: these words: 

“As summer advances, there will 
be a tendency to slump more and 
reach the lowest peak in the 
month of August. Let’s awaken 
now and go to work harder than 
we ever have before and fool old 
man summer. It’s easy to work 
and be enthusiastic when business 
is at its height because of general 
conditions, but business can be at 
its height for us all the time if 
we work to make it that way. It 
will take hard work and constant 
effort, but we can do it. We have 
done it before. So let’s all wake 
up and put forth the effort that 
will take us over the top on this 
month’s sales. It will take the help 
of every employe to do it, and 
that means YOU.” 


Typewriter Export and Wholesale 
Company 


Art L. Young, general manager 
of Typewriter Export and Whole- 
sale Company, also operating re- 
tail stores in San Francisco and 
Oakland, Calif., revealing his 
plans, said: 

“There is no question but what 
the next three months will require 
all the concentrated sales efforts 
and sales plans that can be suc- 
cessfully put in practice. We be- 
lieve that anyone who definitely 
plans for the next three months 
will be well rewarded. 

“We will select certain items 
upon which to concentrate our 
sales energy. 

“We find that showing our sales 
staff how to push certain items is 
already stepping up our retail 
sales. 

“The last two years have been 
definitely new machine years, with 
business so good that purchasing 
agents were loath to look at any- 
thing but brand new equipment. 
The need for better equipment is 
always present in good times and 
in bad times. We find that pur- 
chasing agents, who are being pre- 
vailed upon by the management 
of business to curtail expenses, are 
lending a ready ear to our sales- 
men on the line of rebuilt ma- 
chines which we handle. We be- 
lieve any typewriter dealer can 
constructively show a purchasing 
agent where he can make definite 
savings and get new machine per- 

(Turn to page 25, please) 








18 


Doctor — Lawyer — Merchant — Chief — 
SALESMAN 


Note—The following article was 
extracted from a recent address 
which Mr. Quickel was invited to 
present before a body of 150 stu- 
dents of salesmanship in Kansas 
City, Missouri. 


Mf 

Alive you heard this one? If 
you have, stop me. Once upon a 
time there was a traveling sales- 
man.” It is rather doubtful that 
Henry Ford’s famous Lizzie or Mae 
West’s buxom wiggle have taken as 
many stories as has the poor (but 
honorable) traveling salesman. 


Way back yonder in the “Gay 
’Nineties” when I was a lad, our 
profession was known by the un- 
dignified name of “drumming,” 
and we individuals as “drummers.” 
If you don’t recall those days, 
then here’s a brief picture—just so 
you'll get the background for the 
modern sequence. Perhaps a late 
uncle of mine will not disrupt the 
peaceful calm of Heaven (God rest 
his soul) , if I use him as my model. 


Oh, I see your sly smiles—you 
doubt the accuracy of my state- 
ment as to his whereabouts in the 
realm of the ethereal hereafter. 
But having followed on his trail 
through the small towns of the 
mountain country; all night rides 
in oil-lamp-lighted railroad 
coaches reeking with fumes of 
smoke and usually shared by a 
number of crying babies; long 
winter nights in dumpy hash 
house hotels, with the pitcher on 
the wash stand and with the wind 
whistling through—it’s no wonder 
if he fell occasionally from grace. 
But just the same, he earned 
his place in Heaven. Surely, 
if this wasn’t enough then his 
indigestion from poor meals at 
irregular hours must have meted 
out his hell on earth and entitled 
him to peace and rest as a reward. 


This drummer carried his own 
bags, heavy sample cases loaded 
with a full array of wares. He 
rarely used a catalogue—he was 
truly The Company—on the road. 
It was his job to answer com- 
plaints; attend to details of busi- 
ness, credits and collections; 
spread the news, furnish the spark 
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and flare of the “gay life” to these 
country cousins. 

This man was a hero; he’d been 
places, seen and done things. His 
was an air of Savoir Faire and 
sophistication. He had a philoso- 
phy of living that made him 
unique. 

How well I remember his semi- 
annual visit, it was an event! 
Here today, gone tomorrow —a 
man of friendliness and mystery! 
His was a method of selling that is 
a lost art. But, all in all, he sold 
himself. Orders for his goods fol- 
lowed. He had faith in his prod- 
uct, in himself, and he made a 
profession of his faith. 

Following the drummer days 





came the era of the “traveling 
salesman.” His life became a little 
less glamorous, due, no doubt, to 
changing times, faster transporta- 
tion, more flexible communication 
systems and the growth of urban 
centers. The traveling salesman’s 
visits became more frequent—less 
the event! Movies, Lyceum and 
Chautauqua programs dulled the 
glitter of the drummer. 

But still this Knight of the Road 
had to sell himself—not with the 
fancy checked suit, the Derby hat 
or waxed moustache—not with the 
news of the past weeks, nor the 
“goings on” in the previous town. 
Competition grew keener, so these 
men vied with each other to out- 
glamour or out-entertain the buy- 
ers. This worked for awhile— 
fancy dinners, wine and song to 
make the evenings, gay. 

Think how those traveling sales- 
men’s bellies must have revolted 
at the mistreatment they got! 

These spenders continued selling 
themselves, until one day some 
smart lad got the idea of selling a 
product because it would do a job 
specifically better. 


Sales Profession Evolves, Stressing 
Product and Service 


Thus the man became profes- 
sional, making more of a business 
of selling; offering service in a 
commodity, and offering his serv- 
ices plus his product to do a job 
better, quicker, and easier. So, 
today we are a far cry from the 
old days of the drummer. Today 
we have earned the right to be 
classed as professional; hence, 
salesmanship (Webster’s Intercol- 
legiate Dictionary to the contrary) 
today is a profession. 

But like the other professions, 
this one of salesmanship is not a 
bed of roses, nor a glamour trail. 
The men who have “arrived” have 
worked long and hard. They have 
conquered restless dispositions, 
worn the gloss off, and know that 
under the glittering front is a 
baser metal with true temper. 

“Drummers’—‘Traveling Sales- 
men”—“Sales Representatives” — 
“Supervisors’’—all titles, each in 
turn leading toward a higher de- 
gree in the realm of professional- 
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ism. These professions are a defi- 
nite mark of added dignity, each 
indicating a greater knowledge of 
the “Salesman” and a more tech- 
nical appreciation of the product 
he is offering as a service medium. 

These men have fortitude, stick- 
to-it-iveness. They have learned 
how to take it on the chin—to fall 
and rise again, driving with both 
fists as they come up fighting. 
The professional salesman never 
knows defeat. He has learned to 
retreat, reorganize, and counter 
attack. His head may be “blud- 
geoned, bloody, but unbowed.” He 
is not a hero just because he is 
modish in his dress, or because he 
can “hold his ‘licker’”’; or because 
he is a Don Juan with fair ladies, 
or because his pockets are lined 
with gold. He has won these 
things because to the conqueror 
goes the spoils, to the valiant flock 
the fair; to the master only is the 
praise of the weak. 

Salesmanship has come to take 
its place alongside of the other 
three learned professions—theol- 
ogy, law, and medicine. It is in 
high favor today because it has 
come to be a business of service to 
mankind, at a profit to the serv- 
ant. Do not misunderstand me— 
I’m not including the “peddiers” 
or “order takers” in this honorable 
estate of professional salesman- 
ship. 

Let us pause here to see by self- 
analysis if we are entitled to this 
high rank and class. Are we pro- 
fessionals? Have you chosen this 
as a career? Or are you just hold- 
ing a job? 

Master Professional Salesman 


Did you select your work, or 
were you accidentally thrown into 
it? Maybe you, too, had a sales- 
man uncle, or a traveling hero 
with his stories of far away places 
and exciting experiences, and you 
planned to be a salesman like him 
when you grew up! You may have 
known a successful salesman and 
admired his easy flow of words— 
or his “reckless” good humor. Per- 
haps you decided he led an easy 
carefree life, in the main was his 
own “boss,” and in reality, actu- 
ally operated his own business, at 
very fancy and attractive remu- 
neration. 

But, did you ever stop to meas- 
ure the long, long winding trail 
that led this pattern of yours to 
the finished mould. Did you ever 
know such a successful man who 
did not have years of tedious 
training as a foundation? Did you 
ever stop to measure the man and 


count his qualifications, one by 
one? He has learned to master 
himself, then his product, or the 
complications of the things he’s 
selling. When he learned to man- 
age himself, his habits, his tem- 
per, disposition, and his physical 
body, always controlling himself 
despite the complex situations 
arising in daily contacts—he 
finally became a professional 
salesman. 

As these things fell beneath his 
will, he learned to manage his sus- 
pect and maneuver him into the 
prospect class, then into the satis- 
fied customer bracket. He does 
these things in a sort of subcon- 
scious, deftly graceful and efficient 
manner, because he is a profes- 
sional salesman. He has the quali- 
fications of a salesman plus expe- 
rience, and technical knowledge. 
He, like your lawyer, doctor, or 
minister, knows from past expe- 
rience, knowledge, or application, 
how to use the right tone, inflec- 
tion, word or gesture. He never 
really is conscious of moving from 
one step to another in the progres- 
sion of a sale. 


Qualifications for Salesmanship 


With this master professional 
salesman in mind, have you anal- 
yzed yourself to see if you are 
equipped to emulate him? Here 
are a few things you may well ask 
yourself. 

Do you have a 

1. Quick mind? 

2. Vivid imagination? 

3. Ready store of ingenuity to 
draw upon? 

4. Inventive talent? 

5. A good disposition? 

6. A magnetic personality? 

7. A sense of humor (highly de- 
veloped) ? 

8. A code of personal ethics? 

9. A sense of good sportman- 
ship? 

10. A storehouse-full of good 
health, an abundance of energy? 

11. Do you think (a) broadly, 
(b) analytically, or just, (c) 
sketchily? 

The kind of thinking you do 
tells the type of salesman you are 
best suited for. 

12. Do you study? 

13. Do you like people? 

14. Do you think highly of your- 
self? 

15. Are you a fighter? 

16. Can you take defeat; are you 
a good loser? 

17. Can you accept prosperity? 

If you have these talents, you 
will have prosperity. So, learn to 
hold your head up without taking 
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your nose in the air with the rest 
of your face. 

After you have decided that you 
have the majority of these re- 
quirements and that you are 
equipped to be a salesman, then it 
behooves you to decide what kind 
of a salesman. 

Just because you want to be in 
this selling game isn’t justification 
tor your success. So, first choose 
a line that suits your particular 
talents, a line you like or for 
which you have some background. 
Don’t be a square peg trying to fill 
a round hole! 

Next, you must search your tal- 
ents for those that are missing but 
that are definitely needed, and 
then develop these to fit the re- 
quirements of that particular job. 

You have heard able salesmen 
and sales managers speak with 
authority on how to sell—what to 
do, and what not to do, to make a 
sale. But I ask you, have you 
learned to know yourself first? 
Have you spent the time in study 
and experiment to learn about the 
business you are in? All of these 
things go into the making of a 
professional salesman. 

Once you have graduated 
through these various stages and 
have your “license to practice,” 
you will have learned a new phil- 
osophy, developed a new code of 
ethics; and by this time you will 
feel within yourself that you are 
not just selling a product, or a 
“bill of goods.” But that you are 
definitely rendering a service to 
your client, through the medium 
of selling. 


Selling the Results of Use 


Your job of selling is one of 
finding a market. Yes, but it is 
also one of diagnosing your pros- 
pect’s ills, or complaints, or needs, 
and then prescribing a remedy by 
supplying the product best suited 
to the job. 

If you do this, you really aren’t 
selling a product, commodity, or 
machine, but the result of using it; 
you are selling results. 

Your doctor doesn’t sell you an 
operation; no, relief from pain. 
Your lawyer doesn’t sell you briefs 
or pleas in court, but relief from 
grievance, under the law’s enfold- 
ing mantle of justice and equity. 
Your priest or pastor doesn’t sell 
you the church or religion, but he 
does sell you the result of using 
and having both: a peace of mind, 
and a haven of rest when life is 
cone. 

You, therefore, are entitied to a 

(Turn to page 133, please) 
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GENERAL VIEW—Located on 
one of San Francisco’s finest 
down-town show corners, the 
new stationery and office fur- 
niture store of H. S. Crocker 
Company employs modern 
layout in distinctive surround- 
ings. Note the wide aisles 
and extensive use of open 
displays. 





Modern Store Layout Exemplified 
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CLOSE-UPS IN THE CROCKER STORE—The top picture is a view of the com- 

mercial stationery, fountain pen, and gift departments. Below is shown part of 

the leather goods and luggage department. Specially designed for the purpose, 

the fixtures are finished in cream white with leather brown trim, causing the 

merchandise to stand out effectively. The light-toned fixtures and walls lend an 
appearance of spaciousness. 





New Stationery Store of 
the H. S. Crocker Com- 
pany, Inc., Affords Inter- 
esting Study of Outstand- 
ing Display Effects 


i ciceeeieie aes latest develop- 
ments in modern store layout, the 
new main stationery and office 
furniture store of H. S.-Crocker 
Company, Inc., in San Francisco, 
Calif., offers an interesting study 
of store decoration, open display, 
and other factors related to cus- 
tomer appeal and sales con- 
venience. Announcement of its 
opening was presented in the news 
section of last month’s number. 

Through the windows the eye 
catches an inviting view. Light- 
toned walls and high ceilings, with 
ample modern lighting, give a 
spacious effect. 

Impressive departmentization of 
the merchandise avoids confusion 
of unrelated items, while those 
which are related are attractively 
arranged. Fountain pens, com- 
mercial stationery and gifts are 
located in the front, with the 
leather goods, greeting cards and 
other lines farther back. Under 
the balcony, occupied by the 
Mimeograph department, are at- 
tractive spaces for the artists’ ma- 
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terials and social engraving de- 
partments, as well as an office 
equipment display visible down 
the center aisle from the front of 
the store. 

The fixtures, most of which were 
specially designed, are finished in 
cream white with leather brown 
trim, providing a vivid contrast 
that shows the merchandise in 
Sharp relief. Open display coun- 
ters, with linoleum tops, pre- 
dominate in the center of the 
store. Some have open space be- 
neath for display of merchandise, 
such as luggage. Others have a 
row of drawers below which are 
open shelves, and some have sev- 
eral drawers opening into the wide 
aisles to facilitate the speed with 
which customers may be served. 

The bases of most counters and 
display cases are recessed to allow 
toe space for customers when ex- 
amining goods at close range. 

Two-shelf glass cases, in modern 
design, are used to display the 
fountain pens, some of the leather 
goods, and some social stationery. 
The name “Crocker’s” adorns the 
matched wood trim of the lower 
shelf of these cases, adding a note 
of distinction above the white 
panels in front. 

The wall shelving was designed 
to meet the special requirements 
of each department. In the main 
part of the store, the shelving ex- 
tends to a height of about eight 
feet. There are no displays above 
this, thus avoiding distraction 
from the merchandise displays. At 
about the forty-inch level is a con- 
venient ledge, below which are 
stock drawers. Shelving in the 
gift and engraving departments is 
adjustable, and some of it is glass 
encased. 

Building supports are encased in 
mirrors, virtually obliterating 
these obstructions at the eye level. 
Special displays of pictures and 
gift items adorn the ends of wall 

(Turn to page 35, please) 





OTHER IMPRESSIVE VIEWS—At the 
top is shown the main show room of 
Crocker’s office furniture store, con- 
nected with the stationery store. On 
this floor is executive furniture in a 
great variety of designs, a complete 
line of filing equipment, and also the 
printing department. Second picture 
from the top indicates the expansive 
basement show room. The next view 
is of the artists’ materials department, 
and at the bottom the engraving de- 
partment, both located under the bal- 
cony in the stationery store. 














Indexes and Filing Supplies 
Not How — But Why 


} a SELL folders and guides we 
must have some sort of a filing 
problem, so let us start by looking 
up the word “indexes.” My dic- 
tionary reads—‘Anything used to 
indicate, point out, or guide, as 
the forefinger, the hand of a clock, 
a pointer, etc.”’ If I can point out 
any reasons why we should all sell 
more folders and guides, I will 
have solved a basic filing prob- 
lem which has troubled me, and I 
have no doubt, other commercial 
stationery salesmen considerably. 

For fourteen years, I have been 
an outside salesman calling on 
offices, factories, banks, insurance 
companies and public offices, sell- 
ing a complete line of office sup- 
plies, filing equipment, blank 
books, printing, loose leaf forms 
and devices, and last, but not 
least, indexes and filing supplies. 
All of my selling experience has 
been with The Columbus Blank 
Book Manufacturing Company. 

The preceding personal history 
is mentioned only to indicate that 
I have not functioned as a special- 
ist, who devotes his entire time 
selling one line. I want to empha- 
size the fact that folders and 
guides are only one portion of 
my daily sales. 

About two and one-half years 
ago the “powers that be” decided 
that something should and would 
be done about increasing our 
folder and guide business. They 
followed up by taking on an ex- 
clusive basis in our territory, a 
complete line of a well known 
manufacturer. 


New Line Changes Situation 


During the last two years, the 
aspect has become quite different; 
we no longer hear complaints 
from the boss at our sales meet- 
ings. Rather, words of encourage- 
ment are ours, because last year 
our company was near the top in 
total volume with the manufac- 
turer, and headed the list insofar 
as percentage of increase was con- 
cerned. 

Indexing and filing problems are 
interesting since every installa- 
tion is different. Filing systems 
are profitable, if properly sold. The 
list price is almost always satis- 
factory. The salesman’s problem 


is to contrive a solution to his cus- 
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tomers’ problems. The service ap- 
proach eliminates competition op- 
erating on the commodity basis 
of sale, since the purchase price 
is not the chief factor. 

Repeat business is available for 
the asking, once the original in- 
Sstallation is made. I have spent 
hours which appeared unprofit- 
able on several small installations, 
only to see them expand to large 
ones, and the only additional ef- 
fort was writing the order for 
more guides, folders and file cabi- 
nets. 

The principal reason why I like 
to sell filing systems is the “in” it 
affords at the customer’s office. 
Most clients appreciate service 
rendered, and once the salesman 
has sold himself and made the 
installation, he can say “Hello” to 
the young lady at the desk marked 
“Information,” without waiting for 
her to call Mr. Blank to see if he 
is in a receptive mood. This 
friendly feeling places the sales- 
man in a position to discover, sug- 
gest and recommend other sys- 
tems, forms, filing equipment, and 
office devices. 

As an example, I offer the fol- 
lowing personal experience: 

About fifteen months ago a new 
firm was organized in my terri- 
tory. It has grown by leaps and 
bounds. I called on them almost 


every day, in an attempt to get 
some business. But it was a los- 
ing battle. One competitor got the 
order for files and desks, another 
the office supplies and still an- 
other the printing. The prospect 
had an alphabetical filing job in- 
volving several thousand cards. 
The problem seemed certain to 
erow, and I felt that our expend- 
ing type index, made by the Wa- 
bash Cabinet Company, was ideal 
for the installation. 

I waited until after office hours 
to tell the office manager my 
story, only to discover that his 
firm had decided on another in- 
dex. In fact, he pulled the type- 
written order out of his desk, ex- 
plaining that they had decided to 
use Mr. Blank’s index. Mr. Blank 
belonged to the same country club 
as my prospect, who intended per- 
sonally to hand him the order the 
next day. 


A Demonstration Made the Sale 


My countenance must have ex- 
pressed my disappointment, be- 
cause he was courteous enough to 
request that I explain my index 
te him. Before long he warmed 
up to my proposition and gave 
me the order, which amounted to 
about $95.00. When the index was 
delivered I supervised the installa- 
tion. Those few hours have paid 
handsome dividends. 

The office manager now calls 
upon us for practically every busi- 
ness need. Naturally, I am grate- 
ful to him, but most of all to the 
index, which was the key to open 
the door for us. 

We are convinced that prac- 
tically every office is a prospective 
customer, since most lists are not 
properly indexed. The result is 
that all of our salesmen have be- 
come filing-supply minded. 

Monthly sales meetings with the 
Wabash representative, meetings 
conducted by our own men, meet- 
ings where plenty of questions are 
asked and answered, have proven 
exceptionally valuable. We discuss 
actual sales and prospective ones 
among ourselves. Any one of our 
salesmen can recommend suitable 
supplies for the five basic methods 
of filing, whether it be for a single 
drawer or a five million list in- 
stallation. 
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SOME PLACE IN THESE FILES IS YOUR NAME AND OURS 


Forty Million Visible Records 
Ready for Reference 


a the fall of 1936, when 
Social Security numbers were first 
assigned to the employed people in 
the United States, the master al- 
phabetical index of all the records 
of the Social Security Board at 
Baltimore, Md., has been carried 
on Postindex visible panels. The 
accompanying picture reveals the 
tremendous file ready for opera- 
tion. 

The index, reports C. E. Atwood, 
vice-president of the Art Metal 
Construction Company in charge 
of the Postindex division, contains 
the names of all employes in the 
United States and possessions who 
come under the provisions of the 
Social Security Act. When it was 
first installed, there were about 
twenty million employes’ records 
to be indexed and set up. The 
present figure is forty million, with 
more expected as new groups are 
included under the provisions of 
the Act. 

By a wide margin, this record is 
the largest of the visible type ever 
installed. In fact, it is probably 
the largest record of any kind. 
Setting it up was an enormous 
task. The Postindex Company as- 
sured the Social Security Board 
about two years ago that it was 
prepared to provide a visible mas- 
ter index of twenty-six million 
names in thirty days. When put to 


The Social Security Board 
Keeps Tab on the Em- 
ployed of the United 
States with Postindex 
Equipment 
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the test, the estimated speed was 
exceeded, and as many as 1,270,000 
names were written and inserted 
into panels in one day. 

The master alphabetical name 
index contains the surname, first 
names, three letters of the middle 
name if one is given, the age, the 
number of the area from which 
the application is made, the num- 
ber of the industry group class- 
ification, and the serial number. 
These last three form what is 
known as the Social Security num- 
ber. 

Among the uses of the index is 
as a cross reference to record of 
earnings, kept to determine rate 
of pension benefit. This record of 
wage earnings is necessarily filed 
numerically by the Social Security 
account number. It often occurs 
that on the wage earnings reports 
sent in by employers, the in- 


dividual wage earner’s account 
number is either not clear, or 
wrong, or missing. Reference to 
the alphabetical index becomes 
necessary to obtain the correct 
number. 

Another usage is that of detect- 
ing duplicate accounts. In a nu- 
merical arrangement of accounts, 
an individual may have several 
accounts (numbers being given 
when applications are made) and 
nothing occurs to bring these 
numbers together to show duplica- 
tion until and unless they are 
sorted and arranged alphabetic- 
ally. When, as in this case, they 
come together by name, age, num- 
ber, etc., duplications are easily 
seen, because the alphabetical in- 
dex is of the visible type. There 
has been a very large number of 
such duplications, both intentional 
and non-intentional, which might 
not have been found without the 
master index. 

According to newspaper ac- 
counts, Social Security cards and 
account numbers are being lost by 
employes at the rate of five thou- 
sand daily. However, as long as 
they present their names, their 
original numbers can be found 
quickly by reference to the master 
name index at Baltimore, and a 
new card issued with the same 
number. 





Developing Better Salesmen 


Note—The following is a continu- 
ation of a stimulating address de- 
livered by Mr. Rockwell at the 
regional meeting of the Seventh 
District of the N.S.A. held recently 
at Minneapolis, Minn. Further 
extracts will be presented in a 
later issue. 


Base common phrase “Your price 
is too high,” is used for almost 
every conceivable excuse. Princi- 
pally, however, it is used by buyers 
either to get rid of salesmen, to 
break down the price structure, 
or to camouflage the reason why 
the order is given to someone else. 
May I suggest a few ways to teach 
your salesmen to answer this 
phrase? 


1. Sell your salesmen on the 
right mental attitude regarding 
the value of the goods you sell. 
If you cannot convince your own 
salesmen that your prices are fair, 
they cannot convince the cus- 
tomer. Make absolutely certain 
that your salesman understands 
your line and knows the value of 
your merchandise. The reason so 
many firms fail to make headway 
against price competition is that 
their own salesmen do not believe 
the goods are worth the prices 
asked. 

2. Quiz your salesmen on the 
valuation of your merchandise. 
Perhaps you can give them some 
additional values that will justify 
the price. 


3. Divorce the price thought 
from the salesman’s own pocket 
book. One of the greatest troubles 
with salesmen and clerks today is 
that they are inclined to look 
upon the price of the merchandise 
they are selling in the light of 
their own pocketbooks. 


A salesman was once attempt- 
ing to sell a service to the John 
Wanamaker Company, and the 
price of this service was about 
$1,000. To the salesman, $1,000 
looked like a lot of money, so he 
named his price with fear and 
trepidation. The treasurer of the 
company then said: ‘We have de- 
cided to take it. It is a good serv- 
ice and it doesn’t cost anything.” 
The tone of voice in which the 
treasurer made this declaration 
was the same as if he were saying, 
“It doesn’t cost much to get a 
shoe shine, but it is important to 
the shoes.” That was a lesson to 
the salesman, for to the John 
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Wanamaker Company the service 
rendered saved more than the 
cost of the investment. To the 
man who needs the product and 
can use it to advantage, price isa 
secondary consideration. 

4. Teach your salesman _ the 
right way to make the price seem 
small. Why does a real estate 
salesman say, “The price of this 
house is twelve-five,” leaving out 
the word “thousand” and the word 
“dollars” in the price? A casual 
method of quoting a price makes 
it seem reasonable. 

The principal thought behind 
the quoting of prices is the right 
inflection of voice. Make it sound 
as though it is worth the amount 
of money you ask, and the tone 
in which the price is quoted rather 
casual. 

5. Show your men that your 
prices are right. Teach your sales- 
man to radiate confidence and to 
have him express surprise that the 
customer should doubt the cor- 
rectness of the price. Usually, the 
buyer is merely trying to get a 
lower price, and the salesman who 
does not appear confused is the 
man who is most likely to get the 
price—and the order. 


6. Help your salesman build 
confidence with the names of 
users. It is well for your men to 
carry a list of customers of the 
various lines they are _ selling. 
Nothing convinces a_ prospect 
more quickly than to know that 
others have purchased; thus his 
confidence in a line is increased. 

7. Emphasize the dangers of 
low priced offers. The woods are 
full of examples of products made 
to sell purely at a price, and usu- 
ally they are worth even less than 
their low price figure. 

If possible, find some instances 
where friends you know have been 
greatly disappointed at some ex- 
amples of the price-cutting art. 
Offer the most telling illustration. 
It may come from a different line, 
but anything that will carry home 
the thought that cheap prices 
may be expensive in the end will 
help sell the product. 

8. Divide the original price to 
show the unit cost. Teach your 
salesmen to figure how little an 
item costs the customer when di- 
vided over a reasonable number 
of years of usage. Instead of 
thinking only of the first cost 
which must be paid at once, let 
the buyer be led to see the ad- 
vantages to be gained over a pe- 
riod of years of usage as against 
the original outlay. It is remark- 
able to find how inexpensive an 
article proves to be when figured 
by the week or month. 

9. Dramatize the product. Some- 
times it is possible to dramatize 
an article; the method depending 
upon whether it be filing equip- 
ment, desks, loose leaf, fountain 
pens, etc. This is an effective way 
of breaking down price objections. 

10. Teach your salesmen the 
value of productive hours. An im- 
portant thought in this connec- 
tion is preparation. The important 
battles in the wars of history have 
not been won on the battlefield, 
but in General Headquarters, due 
to proper planning. So many 
times a salesman leaves his estab- 
lishment unprepared, and wonders 
where he will go first. 

Teach the salesman to plan his 
calls to avoid waste of time in 
criss-crossing his territory, or in 
waiting too long for a buyer who 
may be engaged in conference. 
He can make other calls instead 
of waiting, and come back at a 
more opportune time. 

The salesman should be taught 











ITH officials and committee chairmen con- 

fident of an attendance in excess of 500, final 
plans are being completed for the Thirteenth 
Annual Convention of the National Typewriter 
& Office Machine Dealers Association, July 25, 
26 and 27, Hotel New Yorker, New York City. 

The officers, headed by President Lamont 
Wood, have created a constructive program of 
interest and value to the industry. Committees 
in New York have worked assiduously to prepare 
a program of entertainment equal in the field 
of recreation to the excellent features of the 
business sessions. 

Prominent speakers will be on hand to deliver 
timely messages on subjects pertinent to the 
trade. Each will speak to the assembled dele- 
gates in dealers language, and each will attempt 


NEW YORK TO BE HOST AT 13th TYPEWRITER ASSEMBLY 


sincerely to send the delegates home with work- 
able ideas for the local business. 

A point stressed by Mr. Wood and his asso- 
ciates as a reason for attending the conclave is 
the capital opportunity afforded dealers and 
manufacturers to get together and work for a 
100 per cent cooperation between themselves. 

Tentative plans for the visitors entertainment 
denote a program replete with novel ideas. 
Some of the highlights are: A preview of the 
1939 World’s Fair, a day at Jones Beach, a night 
at a famous New York nightclub, and a gala 
banquet with a fine floor show and dancing. 
Still other plans of entertainment for the ladies 
will have been completed by the time the con- 
vention officially opens. 











the importance of the _ buyer’s 
time. If he will prepare his pres- 
entation, boiling it down to the 
fewest possible moments, incorpo- 
rating every selling factor at his 
command, and make the pres- 
entation interesting, he will have 
a greater chance of selling. 


Sales Meetings 


May I stress the importance of 
sales meetings. There are many 
schools of thought on this subject. 
Some argue that a long evening 
meeting once a month is best; 
others favor a meeting Saturday 
afternoons, or twice a month; 
others believe in short meetings. 
One of the most successful dealers 
holds a short meeting of one hour, 
between 8:30 and 9:30 every Sat- 
urday morning. He makes the 
meetings snappy, and no time is 
wasted. 

My suggestion is to plan your 
meetings according to the most 
Suitable time, and a time when 
you can get your salesmen’s best 
attention. Sometimes an evening 
meeting is advisable when a fac- 
tory representative visits and spe- 
cial attention is given to this rep- 
resentative. Meetings are impor- 
tant; they get the boys together, 
permitting them to exchange 
ideas and keeping them freshened 
up on lines. 


Check Your Salesmen 


It is assumed that your house 
is progressing—its ambition is 
broadening. Be sure that your 
salesmen keep up with this ex- 
pansion. There is usually one out- 
standing salesman in every firm 
—sometimes more. Find these 
men, analyze their success and 


use the results of your analysis. 

Tell your salesmen the place to 
discuss any trouble is at head- 
quarters; to keep their problems 
from their customers or from out- 
side interests, and to be loyal to 
the house. 

Furnish your salesmen with all 
the equipment they can make use 
of—catalogues and literature. 

Try to teach your salesmen to 
get in tune with those in the 
organization who are directing the 
business, making them realize 
that there is no more difficult 
position than that of the sales 
manager or “the boss.” Encourage 
your salesmen to take part in 
sales meetings, and ask them to 
have something to contribute to 
the welfare of the business. 


Teach them to read trade mag- 
azines regularly, and to absorb 
knowledge of the various indus- 
tries they are representing. Tech- 
nique in selling is just as impor- 
tant as technique in music; faulty 
technique in music is improved 
only by constant practice, and the 
same holds true in selling. 

As time is valuable, be sure you 
are talking to the right man be- 
fore you start to tell your story. 

A green salesman fumbles into 
a situation, showing that he hopes 
for an order. An _ experienced 
salesman radiates confidence, and 
by every word and action indi- 
cates that he expects to do busi- 
ness. 

Teach your salesmen to ask cus- 
tomers questions, rather than try 
to do all the talking. Sometimes a 
customer sells himself. 


Running into difficult situations 
without preparation, and trusting 


to luck, is heroic, but seldom ac- 
complishes the desired results. 

The test of a good salesman is 
that his associates like him, his 
customers trust him, and his house 
is proud of him. 

Sn tite cent EE 
THIS SUMMER—DON’T LET UP! 
KEY UP! 

(Continued from page 17) 
formance with factory rebuilt 
typewriters such as those which 
we calry. 

“Special incentives will be 
offered to our salesmen for mov- 
ing certain items. These are al- 
ways aids in selling. I have never 
been a believer in contests, how- 
ever, although I know this is a 
debatable question. 

“Our windows will display the 
very lowest price merchandise ob- 
tainable. The most costly opera- 
tion in the office equipment busi- 
ness is contacting some one who 
is interested in your goods. 
Salesmen plug the sidewalks and 
pull door-knobs all day to find 
some one interested in what they 
have to sell. 

“Low priced merchandise in a 
market like this will bring cus- 
tomers into your store. Proper 
sales efforts, once they are inside, 
will raise a large percentage of 
them into the better class goods. 

“In this locality we have never 
had much trouble in getting sales- 
men to maintain a satisfactory 
volume during the summer 
months. The answer to this is 
‘it is always cool in San Fran- 
cisco.’ We know, however, this is 
not true in most parts of the 
country.” 

So, let’s pass the word along. 
Don’t let up! Key up! 
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What About Inks and Adhesives? 


Bice experience of our company 
has shown the value of regular 
and conscientious sales discussions 
and meetings, and we have found 
that only a single commodity 
should be featured in our discus- 
sions. The results following our 
session on “Inks and Adhesives” 
were outstanding. 

A meeting on “sugar” items such 
as these, may seem strange or 
needless. We learned a lot, how- 
ever, and discovered that we had 
taken the obvious for granted. We 
found out that ink was something 
more than a colored liquid used to 
fill fountain pens, and adhesives 
have a further significance than 
merely serving as the agency for 
sticking two pieces of paper to- 
gether. 

With the thought that others 
might be benefited, a brief outline 
of the theme and thoughts of our 
sales meeting on “Inks and Adhe- 
sives,” is presented in the follow- 
ing paragraphs: 


Facts About Writing Inks 


There are a great many varieties 
of writing inks, the three principal 
groups being logwood, aniline and 
irongall. The first group is made 
of a dye called logwood, which is 
extracted from the bark of the 
logwood tree, a native of Central 
and South America. The bark is 
ground up and dried and forms 
the color of the ink made from it, 
with the addition of the acids and 
water. It is rather old fashioned 
now, however, and very little of 
it is used. 

Aniline inks are made from 
chemicals compounded with ani- 
line colors, which are by-products 
of coal tar. 

Neither of the above inks can be 
called strictly permanent. The only 
kind of ink which should be used 
for records is made from gallo- 
tannic acid and iron salts. The 
gallo-tannic is obtained from nut 
galls which grow in China, Turkey 
and other Asiatic countries. 

The tannin distilled from the 
galls with the proper percentage 
of iron salts and water will pro- 
duce ink, but this would be prac- 
tically useless as a writing fluid. 
In the first place, a simple solution 
of tannin, iron salts and water will 
not adhere to any pen point. In 
fact one could not write more than 
a few words at a time with such a 
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fluid, unless there was gum arabic, 
a product of the acacia tree, com- 
ing from India or Arabia, which 
when mixed in proper proportion 
with the basic ink solution, gives 
the required viscosity, or in other 
words, makes it possible to dip a 
little globule of fluid from the ink- 
well which will adhere to the pen 
point and yet flow freely when the 
pen is placed in contact with the 
paper. A solution of tannin, iron, 
water, gum arabic and acids is 
practically colorless. Therefore, 
coloring matter in the form of 
aniline dyes is added. The most 
popular and pleasing color is blue. 
The blue dye eventually fades out 
and leaves a combination of pene- 
trating and preservative acids 
which oxidize on exposure to the 
air, making the permanency which 
is the outstanding characteristic 
of blue black ink. 

We impress our customer with 
the value of record protection, by 
bringing out every point possible 
on the necessity of protection. 
Unless records are written with a 
guaranteed standard brand of per- 
manent ink, all of the precautions 
taken might prove useless. A cus- 
tomer may never have a fire, al- 
though he will spend large sums 
for protection, but there is one 
element none can side step, and 
that is time. The only way to se- 
cure protection against the rav- 
ages of time is by using the best 
paper obtainable and guaranteed 


blue-black ink which will last as 
long as the paper on which it is 
written. 


Adhesives and Their Uses 


Paste, mucilage, glue and special 
adhesives are intended to be used 
for a variety of purposes. They 
are all satisfactory when used 
properly. Glue represents a very 
small part of the stationery busi- 
ness. It is largely intended for 
mending purposes and woodwork. 
Paste can be divided into two dis- 
tinct classes, library paste and 
semi-liquid paste. Semi-liquid 
paste is an ideal adhesive for a 
user who is likely to have a jar 
of paste on his desk for six months 
or longer. 

Library paste is the ideal adhe- 
sive for those who prefer a white 
paste. It is the quickest sticker 
known. It will stick ordinary paper 
together in less than ten seconds. 
Library paste is the finest adhesive 
for crepe paper and photographs, 
without fear of discoloration. This 
makes it the proper adhesive to 
sell to those who require speed 
and are using ordinary weight 
paper. It never stains and is the 
most economical variety of paste. 
It spreads smoothly and evenly 
and it never sours. To the large 
user requiring these features in an 
adhesive, always Sell library paste. 

Mucilage is one of the oldest 
forms of adhesive in the station- 
ery business and its constantly in- 
creasing consumption proves that 
it has its definite place. Mucilage 
is a vegetable product, produced 
from gum, such as gum arabic, 
which, next to glue, is one of the 
most powerful adhesives known. 
Such an adhesive is recommended 
for sticking heavy papers, such as 
bonds and coupons, stock certifi- 
cates, insurance policies and all 
bank and office work. 

A fourth classification may be 
called special adhesives, which in- 
clude paper cements, made with a 
white rubber base, and especially 
for paper sticking. It will not 
wrinkle or crackle even thinnest 
tissues, and is indispensable for 
layout work and scrap books. Any 
excess cement is easily removed 
from the paper. When used on 
non-absorbent paper and applied 
to one surface, movable sticking 
is possible. 

Cements quick drying, light 
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weight, transparent, flexible, water- 
proof adhesives or the cellulose 
type. They are used in mending 
glass, china, etc. They will perma- 
nently stick leather, wood, metal 
and practically all other materials. 

The terms paste, mucilage, and 
glue are often misused by custo- 
mers and it is important to de- 


termine what results are desired 
so that they may be sold the 
proper product. 

Other than the conversational 
strategy of a sale, the most impor- 
tant phase of the sales problem is 
a knowledge of both the product 
and the market. No salesman has 


cod 
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a moral right to solicit a prospect 
without fully preparing himself 
for a business conference. “Get to 
know your customers’ needs, and 
what you have to meet them.” By 
giving the prospect or customer 
interesting, constructive answers, 
his confidence in you is better es- 
tablished. 


Potential Markets for 
Marking Devices 


_—— potentialities for 
helping to increase the efficiency 
of the office, shop, and laboratory 
invite aggressive merchandising 
activity on the part of dealers in 
marking devices. There is a fruit- 
ful marketing opportunity in this 
field for the commercial stationer, 
office supplier, and marking device 
dealer who is willing to step out 
and do a creative selling job. 

The use of marking devices is 
increasing and their applications 
are expanding. Yet, according to 
the research of manufacturers in 
this industry, despite the great 
usage of these products there are 
thousands of jobs that marking 
devices can do to which they are 
not being applied. Many busi- 
nesses are unaware of the great 
versatility of marking devices. The 
average business executive is 
mindful only of the standard de- 
vices; such as the band dater, the 
numbering machine, the signature 
stamp, and a few others. 

There are marking devices that 
serve to organize and expedite 
work and decrease error; that 
supply the time or date, authen- 
ticate and give evidential value to 
papers and records. Devices which 
indicate performance and action 
upon office and factory records, 
forms and books of accounting. 
There are marking devices that 
facilitate production by indicating 
inspection, grading, and progress 
of work, aiding in assembly and 
record keeping, providing instruc- 
tions and cautions. Other marking 
devices impose trade-marks on 
products and their containers, es- 
tablish ownership and insure iden- 
tification, and provide markings 
for shipping containers. 

The stationer who makes a spe- 
cialty of this line can develop his 


Many Uses for These Prod- 


ucts Offer an Extensive 


Field for Developing New 
Business by Specializing 


marking device department from 
one handling goods mostly on the 
customer accommodation basis to 
a department of significance, 
which creates and attracts a size- 
able volume of profitable business. 
Since marking devices are used by 
all of his customers and prospec- 
tive customers in some of their 
standard or modified forms, there 
is wisdom in cultivating this busi- 
ness more intensely. 

The fact that purchasing agents 
and others usually limit their or- 
ders to the devices with which 
they and their organizations are 
familiar,—when they might profit- 
ably use additional marking equip- 
ment in the broader and more 
specialized uses,—should encour- 
age the stationer to acquire a 
specialized knowledge of marking 
devices and their uses in the par- 
ticular lines which it is practical 
for him to handle. In turn, he 
might well assign this specialty 
line to one of his salesmen to con- 
centrate upon. The _ procedure 
would fit into the program of 
many dealers who assign at least 
one specialty to each of their full- 
line salesmen. 

Since the commercial stationer 
is not equipped to manufacture, he 
will handle the ready made mark- 
ing devices, inks, and supplies, and 
also go after some business for 
made-to-order products adapted 
to meet specific needs. While 


some marking device dealers are 
in the same category, many do 
manufacture part of their goods. 
Nonetheless, the opportunity for 
more educational selling is recog- 
nized by the entire marking de- 
vice industry. 


An Extensive Line 


The stationer may be prepared 
to feature such items as rubber 
stamps and type, band and die 
plate daters, numberers and num- 
bering machines, time stamps with 
rubber or brass dies, price mark- 
ers, stencils, marking device inks 
and pads, steel letters and figures, 
seals, metal signs, some checks 
and badges, and marking device 
sundries and accessories. 

In each of the foregoing class- 
ifications various styles and com- 
binations are available. The lines 
are so extensive that careful study 
of the manufacturers’ catalogues 
is necessary to be informed upon 
the variety of products which can 
be offered or developed for the 
customer. 


Study Applications 


The marking device salesman 
will also find it profitable to study 
the use of these products in dif- 
ferent fields of business. In so 
doing he will become equipped to 
recommend the products to pros- 
pective customers. Through his 
understanding of potential uses, 
he will be in a position to work 
out adaptations to cut needless 
waste of time and energy spent in 
hand operations, and to obtain 
other effective results. 

Take numberers, for instance. 
Accountants use them for num- 
bering ledger sheets, statements, 
deposit slips, pay envelopes, 

(Turn to page 35, please) 
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WOOD & STEEL 








A Good Installation Is a Service 
as Well as a Sale 


Hemy successful in promoting 
the sale of office furniture for 
Perry & Buckley Company, office 
supplies dealers, New Orleans, La., 
has been the careful planning and 
plan drawing, for new equipment, 
carried out while the sale is being 
negotiated. 

In many instances, the firm 
makes a study of the customer’s 
needs, and, before any equipment 
is sold, draws up a floor plan, or 
plans of several floor arrange- 
ments, showing placement of the 
proposed equipment, for submis- 
sion to the customer, John D. Han- 
son, vice-president, reported. 

That the method renders a dis- 
tinct service to the customer is 
shown in many instances of sales 
during the past year or so. It is 
not a difficult method to apply. 
The furniture salesman negotiat- 


THE EQUIPMENT INSTALLED AS 
PLANNED.—Following the layout they 
had suggested, Perry & Buckley Com- 
pany equipped this office for the Dry- 
ades Building & Loan Association in 
New Orleans, La. All of the steel desks 
and files were made by the Yawman 
and Erbe Manufacturing Company. 


Study of Customers' Needs 
Increases the Size of the 


Unit of Sale 


By DWIGHT ABBOTT 


ing the sale makes rough draw- 
ings; unless the sale is a large 
one, these will often serve the 
purpose as well as the finished 
blue print. 

If the sale is a major, however, 
Mr. Hanson has found it profitable 
to have a draughtsman draw up 
blue prints, and these are passed 
on to customers. Often, in arrang- 
ing furniture on the face of the 
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diagram, it is possible to make 
cut-outs representing desks, filing 
cases, etc., and place them in vari- 
ous positions until the right plan 
is hit upon, as one customer re- 
ported doing recently. 

An instance in which a sale was 
arranged with considerable ad- 
vantage to the firm and the cus- 
tomer, was that of the Dryades 
Building & Loan Association of 
New Orleans, recently completed. 

This firm was about to change 
location. Its officials had several 
locations in mind; they wanted to 
clarify the conditions of their 
choice by a preliminary study of 
equipment arrangements, before 
deciding upon the new location. 

The Perry & Buckley Company 
drew up plans for two locations, 
and submitted them to the cus- 
tomer. Actual choice of location 
took into careful consideration the 
plans for equipment placement. 
The choice made was the one 
which could be most easily fur- 
nished by the office supplies firm. 

Planning these offices was done 
after a survey and analysis of 
equipment needs had been com- 
pleted, Mr. Hanson explained. “We 
then laid out the counter and 
counter equipment, and office 
desks in the plans, in positions 
we thought most suited to the de- 
mands of the business. 


“The floor plans enabled the 
customer to visualize the best fea- 
tures of each location, and the 
office selected from the floor plan 
was actually the one with the less 
floor space, of the two locations. 
This saving in floor space reduced 
the cost of the annual rental to an 
extent that the saving during the 
term of the lease will pay for a 
large part of the cost of the equip- 
ment.” 


Office Completely Standardized 


Equipment of this office meant 
standardization throughout, from 
steel desks to counterheight filing 
equipment. So efficiently was the 
new plan worked out that con- 
servation in wall space, won by 
placing files under the counter, 
allowed more than enough space 
for additional office help, and the 
office wasn’t overcrowded— in spite 
of the fact that the new office al- 
lowed less overall space than the 
old. 

Even the visible filing system 
used by the customer was given 
an under-counter position, leaving 
a considerable amount of floor 
space, which might otherwise have 
been required, for it, free. 

Seven steel desks, all of a stand- 
ard size and of the same dimen- 
sions, were placed in the new of- 
fice. They also meant a material 
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saving not only in space, but in 
clerical effort, since they were or- 
ganized and custom fitted to the 
needs of each of their users. 

The office is not an elaborate 
one, but its appearance is very at- 
tractive to the public, and com- 
ments from patrons have been very 
favorable. The counter is fronted 
by chromium and glass “friendly 
type” screen, with mahogany 
paneling along the front of the 
counter. 

Space under the counter is also 
provided with shelves for small 
accessories needed in office work, 
such as scales, binders, etc. This 
enables the clerks to have clean 
desk tops. 

Officials of the company re- 
ported the arrangement “perfect,” 
after a few months’ trial. Pro- 
vision was made for any future 
business expansion, both in the 
ample visible filing space, and in 
the extra window over the counter, 
so that the firm could do “half 
again” as much business as is now 
being done, without need of addi- 
tional space or equipment, its of- 
ficials reported. 

Careful preliminary planning 
used by Perry & Buckley con- 
tributed materially to the substan- 
tial increase in the sale of office 
furniture during the past year, 
Mr. Hanson reported. 


Complete Engineering and Decorative 


Facilities Win Satisfied Customers 


We om J. DUNCAN, Inc., De- 
troit, Mich., has to its credit many 
fine office furniture installations 
in Detroit, both in wood and steel. 
The firm takes a justifiable pride 
in the type of service rendered to 
its customers. In addition to stock- 
ing a diversified line of equipment, 
it is able to furnish a complete en- 
gineering and interior decoration 
service, which has proved genu- 
inely satisfactory to customers and 
profitable to the dealer. 

How the Duncan service func- 
tions is effectively portrayed in a 
recent installation in the new 
Detroit offices of the United States 
Fidelity & Guaranty Company. The 
pictures on page 30 indicate the 
kind of results prospective cus- 


Detroit Dealer Emphasizes 
Importance of Compre- 


hensive Service 


tomers may expect if they employ 
the Duncan staff. 

A distinctive harmony was 
achieved in equipment and the 
general decorative scheme of all 
the offices on the three floors oc- 
cupied by the insurance company. 
Commenting upon the offices, an 
insurance publication says, “The 


entire matter of selecting the spe- 
cially designed equipment, both 
from an artistic and practical 
standpoint, the harmonious align- 
ment and arrangement of desks, 
files and furniture of each depart- 
ment to develop the maximum in 
beauty and efficiency, the blending 
of colors and decorative features, 
all represent the study and appli- 
cation of skilled technicians.” 

All the desks in the installation 
are of genuine walnut. Each was 
especially designed in drawer ar- 
rangements to fit individual re- 
quirements. Matching chairs in 
solid walnut are upholstered with 
full top grain blue leather. They 
are of the posture type and are 
fitted with ball bearing casters or 








BEAUTY JOINS UTILITY.—In the accom- 
panying pictures of some of the offices 
of the United States Fidelity & Guar- 
anty Company, Detroit, fine appearance 
goes hand-in-hand with efficiency. At 
the top is an executive office and con- 
ference room. The center picture is a 
ground floor view of the underwriting 
departments and the service counters. 
The claim department on the mezzanine 
floor is revealed in the remaining pic- 
ture. All the office furniture was in- 
stalled by Walter J. Duncan, Inc. 


special glides to reduce noise while 
in use. Color harmony is effec- 
tively maintained by the use of 
blue leather desk pads, matching 
the upholstery of the chairs and 
the lobby benches. 

The private office of the resident 
vice-president of the insurance 
firm, and the adjoining conference 
room have wood panelled walls at- 
tractively offset with balsam green 
floor covering. Rust colored doe- 
skin velvet draperies contrast 
nicely with Venetian blinds of a 
lighter shade. The private office 
desk is Georgian in pattern and 
is made of burl walnut. A down 
filled, leather covered club chair 
completes the furnishings en- 
semble. 

All steel equipment, including 
filing cabinets in a wide variety of 
sizes, was custom built. Each 
piece was finished in a walnut 
grain, blending into the general 
design motif. 

Other extensive installations 
made by the Duncan organization 
include steel furniture for the 
Wolverine Tube Company; Great 
Lakes Steel Company, Stran Steel 
Division; the Detroit Insurance 
Agency, and the Detroit Steel 
Corporation. 

Walter J. Duncan, Inc., has been 
operating for less than three years. 
It was organized in September, 
1935, by Walter J. Duncan, who 
has had twenty years experience 
in the retail office furniture in 
Detroit and was formerly president 
of Duncan & Smith Company. 
Later he was manager of the De- 
troit branch store of the Macey 
Company. Associated with Mr. 
Duncan is Howard L. Welshofer, 
for many years affiliated with the 
Art Metal Construction Company 
in Detroit. A third member of the 
firm is Edwin Stahl, formerly man- 
ager of the Union building, Mich- 
igan State Normal College, Ypsi- 
lanti, Mich 
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Among the Recent Installations 





SIKES FURNITURE FOR TENNESSEE SUPREME COURT 


record in equipping the House of Representatives Office Build- 
ing at Washington, New Jersey Supreme Court, and Rhode 
Island State Courthouse, carried considerable weight in the 
Judges’ decision on the award. The new building and its 
furniture is considered one of the finest in the entire South. 
Architects were Marr & Holman of Nashville. 


Part of a substantial installation of Sikes furniture recently 
made by Marshall & Bruce Company, Sikes dealers in Nash- 
ville, Tenn., for the Tennessee Supreme Court. The chairs were 
designed in a classic modern motif with elaborate hand-carv- 
ing. The greater part of the leather was of oxidized copper 
shade in full top grain. It is reported that The Sikes Company’s 















ANOTHER SHAW-WALKER INSTALLA- 
TION.—Skyscraper desks with their in- 
teriors organized to increase the produc- 
tiveness of each individual, provide 
modern working tools in the office of 
Lever Bros., Hammond, Ind. Illustrated 
is the accounting department. Sky- 
scraper desks, tables and matching 
chairs are standard equipment through- 
out the office. 


AN IMPRESSIVE AND EXTENSIVE 
ARRAY OF DESKS AND CHAIRS.—This 
installation of approximately 200 desks 
of the Jasper Desk Company, and 200 
Bank of England and posture chairs of 
the Jasper Chair Company was made in 
the offices of the Hartford Accident & 
Indemnity Company, Chicago, by the 
Geiser Office Furniture Company of the 
same city. The desks are of the Jasper 
Desk Company’s No. 400 line. 








EDITORIAL 


This Summer—Don't Let Up! Key Up! 
@¢ “This Summer, Don’t Let Up! Key Up!” 
Under this rallying title, on other pages of this 
issue are presented the substance of the plans 
of a number of leading stationers and office 
equipment dealers for avoiding summer slump 
this year. These dealers believe that their com- 
panies can do a good business this summer by 
definitely planning their selling effort for the 
next three months and fighting harder for busi- 
ness, instead of letting up. With this, undoubt- 
edly there are many others who will agree. 

After all, don’t we do a good bit ourselves to 
bring about summer dullness in business? We 
think of summer as vacation time,—and it is 
right that everyone should have a vacation. But 
business never goes on a vacation. All of the 
instrumentalities for facilitating business are 
functioning just the same. In fact, in many lines 
and places they are in greater use during the 
summer than in other seasons. The seasonal 
upturn for these industries signals the office 
supplier to key up and go after them for orders. 

This summer, don’t let up. Let’s key up! 


Bintan 
=v? 





"Look for It" 

# A new club for business men was formed 
last month, with a motto of three little words 
embodying an idea powerful enough to stimu- 
late business for those who put it into practice. 
Anybody is eligible to membership if he will 
pledge himself to stop talking gloomily about 
business and will go out and “look for it.”’ 

Based upon the proposition that there is busi- 
ness to be had and that the salesman who 
searches for it will be rewarded, the slogan, 
“Look for It,” was coined by E. H. Knapp, New 
England representative of the Victor Safe & 
Equipment Company, in a sales meeting of the 
Heinrich-Seibold Stationery Company at Roches- 
ter, N. Y. 

Mr. Knapp asserted that the dictum, “Seek and 
Ye shall find,” propounded in the ‘good old book’ 
has its application today. And that the modern 
saw, “Everything comes to him who waits, if he 
hustles while he waits,” suggests the positive 
type of thinking and action which results in 
business success despite adverse conditions. So, 
he set forth the slogan, “Look for It,” as today’s 
prosperity technique for finding business. More- 
over, he proposed “Look for It” as the answer to 
the frequently asked question. “How do you find 
business?” The answer combines a note of wit- 
ticism and seriousness, which also serves a pur- 
pose. For, its author declared, you can get more 
out of a laugh than a tear any time. 

The thought took hold, and Kenneth C. Hein- 


rich and William J. Seibold joined with Mr. 
Knapp in forming the “Look for It” Club. There 
are no fees, no dues, no records to be kept. The 
only requirement for membership is that stated 
above. 

For distribution to “members,” the founders 
had the three words emblazoned in black type 
on orange buttons. The ‘Look for It” buttons 
are worn under the coat lapel, to be flipped into 
sight at the opportune moment. City-wide at- 
tention was given the club in the Rochester 
press, and “Look for It” may well be passed 
along to other cities. 

Whatever the means to implant the can-be- 
done attitude in the minds of defeatists—what- 
ever the precepts in a sound approach to the 
psychological problem of creating business con- 
fidence—their value will be reflected in results 
secured. 

a 
Remington Rand Workers Protest 

# Following the recent refusal of the United 
States Supreme Court to review the order of the 
National Labor Relations Board instructing 
Remington Rand, Inc., to reinstate 4,000 former 
employes who went on a strike in 1936, the mem- 
bers of the associations of present Remington 
Rand employes raised their voices in protest. 
Joseph Murray, chairman of the joint council 
of Remington Rand Employes Associations, says, 
“We are satisfied with our employer, Mr. James 
H. Rand, Jr., and we plan to fight to hold our 
jobs.” Workers at the Elmira, N. Y., plant passed 
a resolution declaring that the “refusal of the 
Supreme Court to hear the employes’ petition 
spelled doom to 4,000 employes who will be re- 
placed by the strikers, pursuant to the order of 
the National Labor Relations Board.” 

Strict adherence to the letter of the law would 
seem to result in injustice to the 4,000 present 
employes who will be replaced. An equitable 
solution to the problem is difficult to discern. 


Include the Convention 

# In arranging your summer vacation, take 
into account the stationers’ convention to be 
held in September. The dates are 26 to 29. 
Again Chicago will be the center of the industry 
for a week devoted to problems of business in 
all its phases. Outstanding achievements of 
many leaders in the trade will be revealed in 
the discussions, offering innumerable sugges- 
tions which may be applied in improvement of 
your own operations and in the stimulation of 
sales as well. 

Early reports indicate that all exposition space 
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has been sold, assuring an exhibition of an ex- 
tensive variety of the industry’s manufactures. 

You will enjoy the friendliness of the N. S. A. 
conventionites, the entertainment provided by 
the association, and the hospitality of Chicago. 


HERE AND THERE 


ED. LITTLE TURNS MINSTREL 


When the Goose Pond Minstrels 
a clever and inspired troupe of 
amateurs headed by B. M. Little, 
brother of Ed. L. Little of Wabash 
Cabinet fame, staged two shows re- 
cently, they marked the twenty-fifth 
consecutive year of appearance. 
And they presented an added spe- 
cial attraction when they prevailed 
upon Ed. Little to join the cast for 
the two shows and mystify delighted 
audiences with feats of legerdemain 
for which he is noted. 


The performances were given at 
Lexington, Mo., home town of the 
performers, and Concordia, Mo., 
where the blackface gentlemen set 
a record by playing to an audience 
of 900 in a town of 2000—almost 
half the population. In the two 
shows were seven who have taken 
part in every performance since 
the Goose Pond Minstrels came into 
being in 1913. 

The minstrels began presenting 
their shows twenty-five years ago 
solely for the benefit of some worthy 
civic enterprise. They received no 
pay whatever. Each year the de 
mand for their appearance grew, 
and each year the cast increased 
until today the organization num 
bers 70 persons with a talented 
troupe of 42 artists, a fine band 
numbering 16 pieces and a group 
of technicians and specialty men 
upon whose efficiency depends 
much of the success of the show 
given by the 50 under the spotlight. 

Twenty-five years ago Goose Pond 
in Lexington was a stagnant pool 
in a ravine at the edge of town. 
The citizens banded together to 
make it a beauty spot. Townspeople 
and nearby farmers brought teams 
and graders and volunteers among 


MIGHTY NIMRODS OF THE NORTH- 
WEST.—Gene Naegle of the Naegle 
Printing Company, Helena, Mont., (at 
the left) and Jack Ellis of the F. S. 
Webster Company boast “softly” about 
their skill as hunters. Accoutred in the 
recommended regalia, Jack (Two Gun) 
Ellis is revealed in the picture at the 
right, proudly standing next to a truck 
load of “game” bagged by the outdoors- 
men at a local taxidermist’s shop. (Yes, 
the boys really went hunting, but that’s 
another story.) 


gates. 


business men went to work with pick 
and shovel. Local newspaper: 

ported the project with publicity. 
The mayor set aside certain days for 
the rehabilitation. Finally, when con 
tributed funds had been exhausted 
the group of men planned a minstrel 
show. It made a great hit. The next 
year there was a demand for reap 
pearance. With that flying start, 


the Goose Pond Minstrels added to 
their reputation year after year, the 
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For Chicago knows how and likes to entertain. 
Year after year it is host to more than ten mil- 
lion vacationists, tourists, and convention dele- 
Plan to round out your vacation at the 
N.S. A. convention in Chicago! 


of civic organizations. Membership 
includes men in wide variety of pro- 
fessions and businesses. Attorneys, 
newspaper men, farmers, teachers, 
insurance men, oil men, county offi- 
cials, bank employes, police and 
traffic officers, doctors, dentists, 
garage mechanics, merchants, etc. 
For several years there has been a 
waiting list. The Goose Pond 
Minstrels occupy an important place 
in the community's yearly entertain- 


ment. 


proceeds being used for the benefit 





CEREMONY AT THE PLANTING OF THE NSA TREE IN CALIF. LAST SPRING.— 
The accompanying photograph was taken at Ed Wobber’s estate in Woodside, 
near San Francisco on April 5. The National Stationers Association officers and 
the leading local stationers were present to dedicate the NSA tree. The local 
representatives of the industry have promised to care for the tree so that future 
generations of stationers will be able to sit under its spreading boughs and be 
aware of those stalwarts of the industry who have contributed to its advancement. 
Left to right in the picture are Harold J. Hampton, NSA president and president of 
the Indianapolis Office Supply Co.; W. L. Jaques, president of Jaques & Co., New 
York City; F. H. Caswell, sales manager, F. W. Webster Co.; William F. Block, 
president, Victor Safe & Equipment Co.; Charles P. Garvin, general NSA manager 
and E. H. Wobber, Wobber, Inc., San Francisco, and vice-president and chairman 
of the distributors division of NSA. In the background are the two laborers who 
did the hard work before and after the dedication ceremonies. 
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LEOPOLD COMPANY HOLDS ENTHUSIASTIC 
DEALER CONFERENCE 


A well conducted sales conference of Leopold dealers 
was held June 3 and 4 at the Leopold factory in 
Burlington, Iowa. It was attended by dealers and 
dealers’ salesmen from many cities. It included a trip 
through the factory in which all processes of manu- 
facture were shown, helpful talks on sales procedure, 
a preview of advertising plans the company has de- 
veloped, and entertainment. One of the high points 
was an address, “The Values in Office Interior Dec- 
orating,’ by John L. Kolle, one of the best interior 
decorators in the country and connected with J. L. 
Hudson Company, Detroit. 

After an informal gathering in the Leopold display 
room the meeting was called to order and Carl S. 
Leopold, president of the company, delivered a hearty 
address of welcome. He turned the meeting over to 
Sterling Lord, secretary and sales manager of the 
company, who arranged the program. Mr. Lord recited 
briefly the company’s sixty-two years’ experience, its 
dealer relations, and commented on the company’s 
slogan, “Built on Honor.” 


Frederic Leopold’s Address 


Frederic Leopold, vice-president of the company, 
spoke on “Leopold’s Manufacturing Processes.” He told 
of excellent relations between company and employes 
which have their effect in uniform and reliable prod- 
ucts. Seventy-two per cent of the employes have been 
with the company five years or longer, fifty-nine per 
cent more than ten years. He told of advantages such 
as location, most modern equipment, a story of lum- 
ber used in Leopold products and of making their own 
plywood so as to control quality, appearance and de- 
livery. He showed a desk pedestal with the side cut 
out to show details of construction. 

After luncheon served at the plant, Lawrence Hed- 
man of McClain & Hedman Company, St. Paul, gave 
an address entitled “Selling the Effect Rather Than the 
Furniture.” You must have something interesting, he 
said, to show the buyer. Better results are obtained 
by selling a complete job and the effect it will pro- 
duce in an office. The proposal, he said, should be a 
single figure with nothing itemized. The new desk, he 
said, represents the best improvement in design since 
the full pedestal gave way to the sanitary pedestal. 

Carl Leopold spoke on “Leopold Suites and Lines.” 
He told of new Leopold products and emphasized that 
the dealer should read the manufacturer’s literature 
carefully. The company intends to push the new 
Streamline desk. Dealers were asked to make good 
use of circulars for improvements in the line and for 
opinions of new features adopted or contemplated. 

Although not on the printed program, James D. 
Headley of the James D. Headley Company, Seattle, 
was called on for an impromptu talk on “Finding 
Prospects.” Dealers, he said, should sell service and 
make every effort to satisfy. Word of mouth adver- 
tising from satisfied users he found is best source 
of prospects. 

Advertising Aids 

Mr. Lord spoke on “Dealers’ Helps,” which the com- 
pany produces to help its dealers sell. As aids in sell- 
ing he showed the Leopold catalogue, the office plan 
chart, considered an excellent money maker for Leo- 
pold dealers, photographs, an office plan layout cabinet, 
folders on all numbers, processing boards showing 
steps in finishing, decalcomania signs and an excellent 
window display. 

The telephone as a sales factor was the subject of 
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a talk illustrated with several skits given by P. E. Fader 
of the Northwestern Bell Telephone Company, assisted 
by several associates. 

At the opening of the second day Carl Leopold spoke 
on present suites and lines and made some comment 
upon the competitive situation. He was followed by 
N. A. Winter of N. A. Winter Advertising Agency. 
Comments on Mr. Winter’s talk will appear next 
month. 

Dan S. Hansen of Carlson Brothers, Moline, Ill., spoke 
on “Dealers’ Advertising.” He recommended at least 





SOME OF THOSE WHO ATTENDED THE LEOPOLD DEALERS MEET- 
ING.—(Top) Walton A. Keller, Walton A. Keller Co., Cedar Rapids, Ia.; 
Mrs. Keller; D. P. Chindblom, Horder’s, Chicago; C. H. Wolfert, Office 
Equipment Co., Toledo; O. D. Mann, Leopold Co. (Center) Frederic 
Leopold, Carl Leopold, The Leopold Co.; Frank Mayer, Merchandising 
Institute. (Lower) Seated: Dan Hansen, Carlson Bros. Co., Moline, 
Ill.; Ralph Baum, Cast Office Supplies, Inc., Wichita; Bob Fleming, 
Leopold Co.; Paul R. Carlson, Carlson Bros. Co.; Bob Valleau, Leopold 
Co. (Standing): Dwight Steele, Verstegen Printing Co., Sioux City; 
©. D. Mann and George Heris, Leopold Co.; Harold Switzer, Yelland 
& Hanes. Mason City, Ia.; Lawrence Hedman, R. Haag, McClain & 
Hedman Co., St. Paul. Other pictures too late for this issue will appear 
next month with additional comment on conference talks. 


two inches in the classified telephone directory. His 
own company uses the display line “Better Business 
Furniture.” Additional remarks will follow next month. 


Mayer Closes Program 


The serious part of the convention was closed with 
an address by Frank D. Mayer, president of Merchan- 
dising Institute, Chicago, whose topic was “There Is a 
New Tempo in Selling.” There is a great opportunity, 
he said, for young men who will think. The average 
person uses ten per cent of his mental capacity. The 
Leopold Company is thinking. Streamline desks are a 
step in adjustment to the new tempo. When you have 
an idea to sell, be sure to sell it as an idea and let the 
furniture be the vehicle for the sale. An ordinary 
salesman gets business when the prospect is ready to 
buy. The creative salesman gets business when the 
prospect has not made up his mind to buy. All big 
business is built by the personality of some one man. 
Build for store loyalty. Many buyers are shoppers. 
Store loyalty is disappearing in many cases. Develop 
your own personality so that the business man will 
want to do business with you. 

Following the program the party adjourned to a 
park for a Saturday afternoon picnic and dinner, with 
everyone having an enjoyable time. 
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POTENTIAL MARKET FOR 
MARKING DEVICES 


(Continued from page 27) 
vouchers, cost tickets, invoice 
sneets, and a variety of accounting 
forms. Bankers use them for num- 
b2ring check books, pass books, 
accounts, financial ratings, ledgers 
and bookkeeping forms of all 
kinds—where legibility, speed, and 
accuracy are needed. Druggists 
use them to number and date their 
prescriptions. Other merchants, 
wholesalers, and manufacturers 
employ them to indicate prices, 
code numbers, sizes, dates, initials, 
yardage, and other information. 

Factories use numbering devices 
to number order forms, job re- 
ports, inspection slips, and many 
products ranging from fabrics, 
fibre, and wood, to cellophane. 
Filing clerks and others in charge 
of organizing and systematizing 
the handling of correspondence, 
orders, documents, and records, 
find them an invaluable aid to 
speed and accuracy. General of- 
fices reduce errors and increase 
efficiency by numbering orders, 


salesmen’s reports, and numerous 
other forms. Shipping clerks use 
them, with other marking imple- 
ments on packing cases of all 
kinds. 

Each of the other types of mark- 
ing devices likewise has its many 
places of present and potential 
performance. 

Marking inks are also specialties 
of which a knowledge is im- 
portant. Scores of special mark- 
ing device inks have been devel- 
oped for different purposes and 
conditions of use. The following 
are among the variable factors 
which determine the right ink for 
a given purpose: the permanence 
required, surface to be marked, the 
marking conditions, the marking 
instrument, color wanted, form of 
the ink, and the container. 

Executives to be contacted in 
making sales of marking devices 
are those responsible for purchas- 
ing, planning, organizing, super- 
vision, and production. Sales 
managers and technicians may 
also be interviewed in connection 
with the adoption of marking 
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improve methods and product ap- 
pearance. Office supply salesmen, 
however, without being highly 
trained specialists in all forms of 
marking devices will exercise 
discretion in the extent to which 
they attempt to serve the manu- 
facturing departments of plants 
requiring such things as brass and 
steel stamps and dies and brand- 
ing equipment. 

————— 2 
MODERN STORE LAYOUT 
EXEMPLIFIED 
(Continued from page 21) 
divisions between some of the de- 

partments under the balcony. 
The main furniture showroom 
handsomely displays a complete 
line of executive furniture in a 
wide variety of designs to appeal 
to all tastes. Tables, chairs, lamps, 
and accessories are included in 
groupings to aid the buyer in 
visualizing the units as they would 
appear in his own office. Filing 
equipment also has a sizeable sec- 
tion of its own. Additional furni- 
ture lines are displayed in exten- 
sive space in the basement of the 


index cards, catalogues, proofs, 


equipment to reduce costs, and to 


furniture store. 





WILLIAM PITT WITH WILSON-JONES COMPANY 


William Pitt, one of the founders and long president 
of the Irving-Pitt Company, Kansas City, which was 
merged a few years ago with the Wilson-Jones Com- 
pany, Chicago, bringing together the country’s two 
largest loose leaf manufacturing companies in one 
corporation, has been appointed vice-president of the 











WILLIAM PITT 





Wilson-Jones Company, in charge of the eastern divi- 
sion at the company’s Elizabeth, N. J., plant. 

To his new connection William Pitt brings a wealth 
of experience and a fine enthusiasm for all that is 
signified by the term “loose leaf.” His studies of 
mechanisms, systems and their applications have made 
him a specialist. His many friends throughout the 
country will read with pleasure of his more active 
connection with the industry. 

Fred Bevans, factory superintendent of the Eliza- 
beth, N. J., plant of the Wilson-Jones Company, has 
also been appointed a vice-president. 


“CRANE” AND “HALL” JOIN MANUFACTURING 
DEPARTMENTS 


By Which Hall Lithographing Company’s Plant 

Becomes one of the Largest and Most Efficient 

in the Midwest. Other Departments of Each 
Company not Affected. 


On June 2, announcement was made of the merger 
of the manufacturing departments of Crane & Com- 
pany and The Hall Lithographing Company of Topeka, 
Kan. Effective July 1, the entire manufacturing equip- 
ment of Crane & Company will be removed to the plant 
of The Hall Lithographing Company. Owners of Crane 
& Company will be stockholders in The Hall Litho- 
graphing Company and Frank S. Crane will become a 
member of the board of directors. 

All other departments and management of business 
of the two companies are in nowise affected, and will 
be operated in their present locations. The Hall Sta- 
tionery Company also continues under its same man- 
agement at its present location. 

Removal of the Crane machinery from the Crane 
building provides space for expansion of other depart- 
ments. 

The “Crane” and “Hall” companies have long been 
leaders in the industry in their section of the country. 
Their business extends over the midwest and southwest 
and to parts of old Mexico and parts of California, all 
of which territory is covered by their representatives. 
All orders taken by Crane & Company for its former 
manufacturing department will be handled through 
The Hall Lithographing Company. 

Both companies are pioneers. Crane & Company is 
now in its seventieth year and The Hall Company in 
its fifty-first. Both have made substantial contribu- 
tion to development of the printing, lithographing, 
stationery and office equipment industries in the west. 
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THE GUEST BOOK 

H. C. Currier of Currier Manufacturing Company, 
Minneapolis, signed the Guest Book May 6. After 
spending a brief vacation in the South he was on 
his way back home, stopping at several important 
cities, including St. Louis and Chicago, for calls upon 
the trade on the way. A salesman by nature, wherever 
he goes Mr. Currier manages to do business. 

Marshall Love of Louisville, Ky., signed his name in 
the Guest Book May 11. Mr. Love will be known to 
many readers of this journal for his fifteen years expe- 
rience as a retailer in Bowling Green, Ky., and about 
four years office specialty connections in Texas. He is 
serving now as a manufacturers’ representative, calling 
upon dealers in Kentucky and Indiana. He represents 
W. K. Kerr Pen Company of Tulsa and Wolber Manu- 
facturing Company, Chicago. While in Chicago he 
called upon several manufacturers and was a guest at 
the May 13 meeting of the Wis-Ill Club. 

Paul Cheney, sales manager of the Southworth Com- 
pany, West Springfield, Mass., pulled our latch string 
on May 16. In town for a short stay to make some 
new arrangements in the company’s Chicago head- 
quarters. Pleasant visit. Stimulant to our pep. 

A. Q. deFlines of Blikman & Sartorius, Amsterdam, 
Netherland, son of the late Jan deFlines, on his first 
trip to the United States, affixed his signature to the 
Guest Book on May 17. Seventeen years ago his father 
signed a similar book on his first trip to this country. 
Having had relations with B & S for thirty years or 
more, and having received from the late chief fine 
commendations for the journal made it a special 
pleasure to greet our visitor who remained a week in 
Chicago, whence he went to Grand Rapids and a stop 
in Detroit planned on the way to New York. En route 
west he had an interesting day in Jamestown, N. Y., 
meeting Art Metal and Postindex officials and seeing 
the factories. He was looking forward with special in- 
terest to a trip to Washington, with a stop at Philadel- 
phia. 

The Blikman & Sartorius business has a continuous 
record of more than two hundred years, in which long 
period it has ever kept in commercial step and tempo 
with the times. It now consists of an office equipment 
division for which branches are maintained in sev- 
eral cities, a wholesale stationery division supplying the 
Netherland trade, a retail stationery store in Amster- 
dam and an extensive printing plant with which is 
connected the factory for the production of the loose 
leaf line and other paper specialties. 

The major part of the equipment division is built 
around U. S. lines, which include the Royal typewriter 
(a thirty years’ agency), Art Metal, Postindex, Elliott 
addressing machine, Victor adding machine, Varityper, 
the Bates lines, the Acco lines, McMillan books and 
the Eversharp. More than twenty-five years ago the 
company purchased the Proudfit loose leaf patents 
which they control for Europe. The Original Odhner 
machines and Rotoprint are also featured. 

Mr. deFlines is a careful observer. From his con- 
ferences with officials of the various companies upon 
whom he has called and from several visits to whole- 
sale and retail establishments, he has accumulated 
voluminous notes. He considers his trip of great value 
and assures us he has met with no disappointments. 
He was much impressed with the business systems he 
had the privilege of observing and particularly im- 
pressed with the courtesies he received at all places 
of call. 

Our conversations covered some subjects aside from 
business. By which we increased our information. 
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Mr. deFlines, as was his father, is a reserve officer 
of the Dutch army. For a short time they served to- 
gether. He sailed for home on June 11. 

C. A. Netzhammer, Northwestern Furniture Com- 
pany, Milwaukee, Wis., affixed his signature to the 
Guest Book on May 25 en route home from the Sales 
Management Association meeting at Dallas, Tex. En- 
thusiastic over the experience. Mr. Netzhammer always 
gets something of value from such business meetings, 
because he always takes something of value to them. 
He is keen on practical ideas for sales promotion. 

Dr. Bernard Mendel of Bogota, Colombia, afforded 
us a pleasant hour on May 27. Dr. Mendel oper- 
ates an office equipment distributing business in 
Colombia, representing several well known manufac- 
turers of the United States and European countries. 
His purpose in visiting this country was to make per- 
sonal contact with manufacturers whose lines are not 
now represented in Colombia. He spoke interestingly 
and enthusiastically about business in his country, 
pointing out the opportunities that exist for developing 
the market far beyond its present position. 

Mr. Bent Olsen of Aktiebolaget Chr. Olsen Skriv- 
material, Copenhagen, Denmark, with branches at 
Stockholm, Sweden and Helsingfors, Finland, and Mr. 
Henry Germark, managing director of the Stockholm 
branch, gave us the pleasure of a call on June 1. In 
the United States to visit the following companies for 
which Aktiebolaget Chr. Olsen Skrivmaterial is agent 
in the countries mentioned: Ace Fastener Corporation; 
Automatic Pencil Sharpener Company; Binney & 
Smith Company; R. Esterbrook &, Company; Eber- 
hard Faber Pencil Company; Parker Pen Company; 
Trussell Manufacturing Company and Tyer Rubber 
Company. Also to cast about for some other lines in 
which they may be interested. A particular visit to 
which Mr. Bent Olsen was looking forward with special 
pleasure was that to the Parker Pen Company of 
Janesville, Wis., where he once spent a year in various 
departments acquainting himself with the line and 
manufacturing processes. The visitors brought an 
interesting form of hanging calendar, the invention 
of Mr. Germark. The calendar is in loose card form 
exposing the numerals for each day of the months. 
The cards are hung on a loose leaf metal and when 
turned up display on their reverse side pictures of any 
product for which the calendar might be used for 
advertising. Thus a different picture is shown for each 
day. The sheets are contained in a fibre board frame 
of attractive design which affords surface for the ad- 
vertisement. Rights for production and sale over here 
will be offered. Our visitors spoke interestingly of the 
general conditions and trade practices of the countries 
in which they operate and in each of which they 
supply the retail trade. Because of unprofitable experi- 
ence through price cutting some years ago, fair prices 
are maintained by agreement and have the support 
of retail associations where organizations exists. After 
the Janesville trip, the vistors will return east to com- 
plete their calls there and sail for home toward the 
end of the month. 

Glenn J. Barrett, Syracuse, N. Y., looked in upon us 
on June 2. In Chicago with Mrs. Barrett for a short 
visit with relatives. For the past forty years, Glenn 
Barrett has been interested in typewriter and adding 
machine mechanisms. Two adding machines of his in- 
vention have been on the market for several years. 
In his experimental shop he is developing another 
with added function which will probably take form 
by the end of the year. A call from Mr. Barrett brings 
pleasant reminiscence of the earlier days when the 
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office equipment industry was first taking form as 
such. 


W. E. Block of London, director of Block & Ander- 
son, Ltd., affixed his signature to the Guest Book on 
June 4th. Ten years have gone by since it was there 
recorded. It was pleasant to review some of the events 
of the interim, during which Mr. Block’s business has 
been considerably expanded. He launched it as a 
Brunsviga agency in 1922 with a staff consisting of one 
clerk and one mechanic. Ten years later it became 
Block & Anderson, Ltd., and the staff has increased 
to two hundred. Eleven branches are maintained in 
market centers of the British Isles. All divisions of 
mechanical accounting are covered with the Brunsviga, 
Mercedes, Facit and Victor machines. The company 
is also agent for the Ormig spirit duplicator and 
Bircher letter sealers and openers. A substantial busi- 
ness is built around the Langa-press, a portable print- 
ing machine of their own manufacture for overprint- 
ing, of which their are special models for printing on 
paper, wood, metal, gummed rolls, etc. It was inter- 
esting to see views of the spacious and attractive 
quarters occupied by the company. The display room 
is particularly impressive. The same progressive note 
is shown in the company’s catalogue and booklets. 
They are outstanding in design, colors and typography. 

Mr. Block came over for visits with the manufac- 
turers represented by the company, to survey the mar- 
ket and to study developments, and possibly to make 
some new connections. He is an alert observer and 
careful student. He arrived on twenty-third of 
May and spent several days in the east. He remained 
a week in Chicago, principally with the Victor Adding 
Machine Company. A day or so was spent in Dayton 
and enroute east he stopped at Rochester for his visit 
with The Bircher Company. He will sail for England 
June 22. 

Mr. Block is the third generation of a family long 
engaged in the office equipment field. His grandfather 
introduced the Remington typewriter in Russia. Also 
the Fairbanks scales and the Columbia phonograph. 
We have the impression that he also introduced the 
Singer sewing machine there. Mr. Block’s father gave 
the office equipment part of the business its great de- 


velopment. 
————— 


J. ADAMS KEENE OF LONDON U. S. VISITOR 


Among the S.S. Aquitania’s distinguished guests in 
her June First trip to England was J. Adams Keene, 
chairman of the National Loose Leaf, Ltd., London, 
England, who had just completed a month’s sojourn 
in the United States. 

To regular readers of OFFICE APPLIANCES, Mr. Keene 
needs no introduction for he has long been prom- 
inently identified with British association activities. 
Being a past president of the British Stationers 
Association and now chairman of the Office Appliance 
Section of the London Chamber of Commerce and 
vice-president of the International Union of Office 
Appliance Trade Associations, Mr. Keene is steeped in 
the traditions and keenly interested in the welfare of 
the industry. Talking with him (as was your re- 
porter’s good fortune shortly before he stepped aboard 
the steamship) one immediately recognized him as a 
man who knows whereof he speaks—a knowledge one 
shortly realizes as gained through personal experience 
and contact—a gentleman of poise, charm and gra- 
ciousness. A fellow worker who is willing to devote his 
time and energy to any forward movement which will 
benefit the industry and its constituents. 
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Mr. Keene appeared impressed with the strides the 
loose leaf industry had made in this country. He com- 
mented upon the large stocks handled by stationers. 
He indicated by way of comparison that the average 
British stationer’s inventory of loose leaf was about 
one-third that of the stationer here. 

Asked about the general condition of the industry in 
his country, Mr. Keene said that all the reports he had 
seen on business this year indicate that it had held 
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its own and perhaps even forged ahead slightly. Re- 
calling to mind the conservatism of the English, he 
reminded that they were not subject to the rapid 
fluctuations we have experienced here. “We build 
slowly but soundly” was the way he phrased it. 

One important contributing factor to the present 
stability of the stationery business Mr. Keene at- 
tributes to the “Protected List” now enjoying universal 
acceptance by British stationers and manufacturers. 
The “Protected List,” Mr. Keene explained, is a uni- 
form list of retail and wholesale prices to which all 
dealers and manufacturers conform. In his opinion 
this has been a tremendous boost to the industry— 
especially to the stationers. Under this system in- 
ventory always has an exact value. Even when (or if) 
a manufacturer sells direct (as in municipal business, 
an instance cited) the manufacturer must sell at a 
definite price, the same price to which the stationer 
must adhere and which allows a fair profit to the 
stationer. This has brought about more pleasant busi- 
ness relations between the stationer and the manu- 
facturer who now work together and not at cross 
purposes. 

Mr. Keene spoke very highly of the splendid work 
done by Federation of Typewriter Dealers in London. 
They have succeeded in establishing a mutuality of 
interest and a cohesion in their efforts which has 
brought great benefit to the industry at large and to 
the individual members. 

While in the United States, Mr. Keene went as far 
west as Chicago. He was present at the regional con- 
vention at Cleveland (a record of his remarks there 
appears elsewhere in this issue). Much of his time was 
spent in Holyoke as guest of the Towne family and 
the National Blank Book Company. His stay he char- 
acterized as extremely pleasant (marred only by a 
cold which confined him to the hospital for several 
days). He expressed sincere pleasure and gratification 
in the opportunity to renew many friendships here. 

Mr. Keene returns to London in time for the meeting 
of the International Union of Office Appliance Trades 
Associations in London on June 10, taking with him 
the good wishes of all he has contacted here. 











CORONA SPEEDLINE MODELS 

L. C. Smith & Corona Typewriters Inc., Syracuse, 
N. Y., last month announced its new Corona Speedline 
models. Pronounced changes have been made in the 
design of the three floating shift models—Silent, 
Sterling and Standard, while the Junior model S is 
unchanged in appearance or principal features. 

On Corona models equipped with floating shift (a 
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feature exclusive to Corona) are the following fea- 


tures: 

New paper bail—can be lifted from paper without 
effort for erasing and automatically returns to the first 
raised position where the type will clear it and thus 
locates the bail out of the way for writing at the ex- 
treme top edge of the paper. 

New line space lever on Silent and Sterling—simpli- 
fied, one piece, more conveniently shaped and located. 
Designed so that it cannot scrape on top plate. Shorter 
operating reach from keyboard to line space lever. 

Platen knobs—larger, appearance improved by the 
finer knurling, also give firmer grip. 

Escapement throw-out or carriage centering catch 
this more conveniently located, more easily operated 
and more positive in action. 

Both automatic and manual ribbon reverse—one way 
pull reverse ribbon in either direction. More con- 
veniently located and absolutely positive in action. 
Ribbon color change lever now located more nearly as 
a part of the keyboard—because it works on a diagonal 
line instead of straight vertical, it is much more 
accessible. 


Top deck—the new design of the top deck eliminates 
the name plate and four other parts, allowing a great 
deal more finger room on the top row keys and also 
makes the type and mechanism more accessible for 
ribbon changes, cleaning and inspection. It has an 
automatic gravity operating catch and is more rigidly 
constructed, thus preventing damage in transit and 
reduces possibility of finish cracking. 

Casing or outer frame—complete redesigned, clean- 
lined—closed and mechanism protected from dust and 
injury. Radius of edges and corners considerably in- 
creased for “modern trend” appearance and to reduce 
wear and peeling of paint. New deadeners have in- 
creased sound absorbent qualities. 

General appearance — advance streamline, more 
clean-cut appearance, smooth sides with no panels, 
much sturdier construction, appearance of greater 
weight and solidity. 

Case—Composition has been improved. Lifting plate 
in case for finger piece of line space lever has been 
eliminated in Silent and Sterling models. 

——. 
“OFFICIAL” POCKET SEAL 

Meyer & Wenthe, 30 South Jefferson streei, Chicago, 

last month announced a new type of pocket seal which 





DIE OF THE “OFFICIAL” SEAL 


has been named the “Official,” and is furnished in a 
leatherette pocket case. 

The “Official” comes in three sizes for every possible 
use and is nickel plated throughout. Sizes one, two 





THE “OFFICIAL” POCKET SEAL 


and three have 15g, 134 and 2-inch dies, respectively. 
The seal is modern in every particular, is attractive 
and is capable of pressure high enough to emboss 
heavy bond or legal papers. 
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ACME CARD PRODUCES VISIBLE ATLAS 

The Acme Card System Company, 8 South Michigan 
avenue, Chicago, has produced an atlas equipped with 
a visible system which visualizes and makes instantly 
available all important information contained in the 
maps. 

The user of the atlas need only refer to the visible 
index of states to immediately find any state map 
showing 1: counties, county seats and towns of over 
250 population; 2: alphabetical list of counties and 
towns of over 250 with key to their location on state 
map; 3: a large map of the United States showing all 
states and principal cities. 

The visible atlas is compact, attractive and durable. 
It will be of great value to sales executives who desire 
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VISIBLE ATLAS IN USE 


to save time while locating territories, assigning in- 
quiries, routing salesmen and directing sales effort. A 
folder describing the new number is available. 

ee 


SHEAFFER PRODUCES NEW THIN PENCIL LEAD 

The W. A. Sheaffer Pen Company, Fort Madison, 
Iowa, last month announced the production of a new 
thin pencil lead which has been named the Fineline. 
This lead is being manufactured for the Sheaffer or- 
ganization by the Joseph Dixon Crucible Company. 

At the same time it was announced that a new line 
of Automatic pencils is being manufactured to “fit” 
the Fineline lead, which is of a thinness never before 
produced but with the necessary strength to stand 
up under all writing operations. It is said to result in 
smooth, effortless and accurate writing on the part of 
the user. 

Production of the Thinline lead involves a complete 
revision of lead manufacturing which in turn produces 
a new physical lead structure so that in attaining the 
thinness required strength is in no wise sacrificed. 

The Fineline pencil, made to take the double length 
Fineline lead, is available in several price ranges and is 
equipped with a large capped and concealed eraser 
which feeds forward as used. 
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GF ANNOUNCES THE DeLUXE COUPLET CHAIR 

Two new numbers were recently added to the Good- 
form aluminum chair line as announced by The Gen- 
eral Fireproofing Company, Youngstown, Ohio. These 





GENERAL FIREPROOFING DE LUXE COUPLET MODELS 
chairs are known as the DeLuxe Couplet and are of the 
executive type. In size they are imposing, yet being 
aluminum the dead weight is eliminated. Their design 
and ready mobility are strictly in line with modern 
streamlining. 

The upholstery is of the new GF air-cooled type con- 
sists of a cushioning of porous foamed rubber over 
a perforated metal form, and covered with one hun- 
dred per cent mohair fabric. 

The swivel chair is equipped with a Bassick Flotilt 
mechanism and Bassick Diamond Arrow ball-bearing 
casters. 

_—~>- 
MONROE PRODUCES MACHINE DESK 

The Monroe Calculating Machine Company, Orange, 
N. J., has recently developed a new type of desk for 





MONROE BOOKKEEPING MACHINE DESK 


machine operation which has been named the Monroe 
bookkeeping machine and desk. 

Twenty-six inches has been set as the ideal working 
height with the Monroe placed on the right hand side 
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SHEAFFER'S FINELINE LEAD PENCIL 
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of the desk. On the left there is plenty of room for 
working papers and a check shelf, or holder, for 
records. 

A ledger tray rests on a support and because it is 
set at a definitely related angle to the worker facili- 
tates the rapid selection and replacement of forms. 

In operation the worker starts with the original rec- 
ords, selects the ledger form, inserts it in the machine, 
makes the keyboard set-up and replaces the form in 
the tray to go on with the next posting. 

ee 
BARKLEY’S STA-GUIDE ANNOUNCED 

A new Sta-Guide for vertical filing has recently been 
announced by C. L. Barkley & Company, 517 South 
Jefferson street, Chicago. 

The Sta-Guide is made of a substantial high grade 
pressboard thirty pt. thick and is attached to a heavy 
steel stamped rod projection as illustrated. The pro- 
jection is slotted to fit any file drawer equipped with 














BARKLEY’S STA-GUIDE 


a follow rod and is designed to tilt only fifteen degrees 
each way to form a convenient working space for easy 
removal or insertion of folders or records. 


Barkley Sta-Guides will fill a long felt requirement 
for a vertical file guide that will remain upright and 
properly support records without the necessity of 
undue follow block compression. Tabs in this manner 
are always visible and prevent the possibility of mis- 
filing. 

Because folders and records are easily accessible the 
necessity of pulling and cramming is eliminated pre- 
venting the possibility of tabs breaking and the soiled 
and dog-eared condition of folders and records. 

The regular follow-block can be removed or placed 
way to the back of the file drawer as no compression 
is required to keep Sta-Guides upright. In this manner 
every filing inch in the drawer is available to the filing 
department. 

Sta-Guides are made in letter and legal size and can 
be furnished with various sizes of Metal Tabs in any 
subdivision required. 

ee 

SKYWAY FURNITURE GROUP ANNOUNCED BY 

EVANSVILLE 

The Skyway Group, No. 1200 Series of desks and 
tables is now being introduced by the Evansville Desk 
Company, Evansville, Ind. This new line of wood office 
desks and tables follows a distinctively modern style 
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trend and offers improvements in design that make a 
strong appeal to the prospect’s sense of logical desk 
construction. A noteworthy attribute of the design is 
the absence of legs, the desks being supported on 
recessed bases which provide more foot room, eliminate 





ONE OF EVANSVILLE “SKYWAY” GROUP DESKS 


leg interference and facilitate mopping and sweeping 
around the desks. 

The Skyway Group is furnished in combination wal- 
nut, with wood or linoleum tops. All corners and‘ top 
edges are smoothly rounded and there are no ledges 
to catch dust. The drawers are trimmed with cast 
brass handles of symmetrical design, providing a com- 
fortable hand grip and the drawer interiors are fin- 
ished. A pen tray is provided in the knee drawer and 
the desks are fitted with automatic -drawer locking 
devices. Four nickled glides under each pedestal offer 
protection to floors. 

The Skyway Group includes 60”x32” and 54”x30” 
flat top desks, 60”x32” pedestal typewriter desk and 
60”x32” table. The fact that this group is offered in 
a medium priced range makes it attractive not only 
as executive office furniture but for the complete 
equipment of large corporation offices. 

ee ae 
VICTOR’S “VELVET CUSHION” TYPEWRITER KEYS 

Described as the company’s latest addition to its 
line of business time savers, the Victor Safe & Equip- 
ment Company, North Tonawanda, N. Y., recently 
announced the Velvet Cushion rubber typewriter keys. 

The new keys are made of the finest crepe rubber 
so constructed as to form a pneumatic cushion which 
greatly lessens the fatigue of constant typewriting by 






Victor 
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AVOUES TYPEWRITER KEY 


owe ae 





VELVET CUSHION TYPEWRITER KEYS 


absorbing finger tip shock. The keys are attractively 
packed, one set in a cellophane-wrapped box printed 
in orange and green. Each set is accompanied by a 
one-year guarantee against defects and the Sets are 
available in a variety of colors to fit all standard 


makes of typewriter, in either convex or concave 
styles. 
The new line also includes Victor Velvet Cushion 


rubber twirler rings for typewriters, which are packed 





JUNE, 1938 


twelve pairs in a folding display carton. Details as to 
additional merchandising aids available to dealers 
will be supplied on request. 
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INDIANA DESK OFFERS LOUIS XVI PATTERN 
The accompanying illustration reveals the No. 1013 
desk manufactured by the Indiana Desk Company, 
Jasper, Ind. It is Louis XVI in design and is described 





INDIANA DESK COMPANY’S NO. 1013 LOUIS XVI DESK 


as particularly attractive to men because of its pro- 
portions and balance. The desk is sturdily constructed 
and well designed, with all corners rounded. It is 
priced at a figure to be within the reach of the 
average buyer. 

All of the models in the 1000 series are now ready 
for distribution. 


—- ee 


SAFETY MAILING ENVELOPE BY QUALITY PARK 


Equipped with the new, patented “Crumble-Flap” 
seal, a safety mailing envelope has just been intro- 
duced to the trade by the Quality Park Envelope Com- 
pany, Merchandise Mart, Chicago. 

The envelope seals by merely moistening the flap 
as the crumble seals, which form the safety factor, 
are embodied in the flap and are an integral part 
of it. The name comes from the fact that the actual 
fibers of the paper in the crumble seals are broken 
down to a degree of strength so that the seals will 
crumble in case of attempted pilfering. Thus the 
envelope offers self seal protection from tampering 
or from any curious or unauthorized person opening 
the flap in order to review the contents and resealing. 











QUALITY PARK SAFETY ENVELOPE 


The envelope has double folds top and bottom and 
is made from the finest grade substance thirty-two 
Kraft stock. It is available in the following sizes: 
5x11, 5x1114, 5144x1114 and 6x12. 
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MILO HARDING PRESENTS TEMPO SURPRINTING 
STENCILS 

The Milo Harding Company, Ltd. of Los Angeles, 
Calif. and Pittsburgh, Penna., is marketing a new 
Tempo stencil under the descriptive name “Sur- 
printed.” The new stencil has margins and scale lines 
printed directly on the stencil sheet, a feature which 
tends to eliminate eyestrain and operator fatigue. 
Time and energy for preliminary planning are reduced 
by having the margins and scales easily visible. The 
error-quotient is decreased and worry is removed from 
the operator’s mind. 

For complete information on the new Surprinting 





TEMPO SURPRINTING STENCIL 


stencil line, communications should be addressed to 
the eastern division of Milo Harding Company, Ltd., 
617 Commonwealth Annex, Pittsburgh, Penna. 


2 
HARTER INTRODUCES TWO STEEL CHAIRS 
Illustrated here are two new steel chairs for offices 


recently announced by the Harter Corporation, Sturgis, 
Mich. They are from the recently-created Columbian 





1960 
TWO HARTER COLUMBIAN CHAIRS 


suite of which the remaining two numbers are the 
side chair and swivel chair without arms. 

The new Columbian chairs are smartly styled and 
have been designed and built with comfort the para- 
mount consideration closely followed by utility and 
long life. They are finely upholstered and finished 
with a dignity and simplicity which fit them for use 
in the most modern type of business office. 

Further details will be furnished by the Harter 
organization on demand. 
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R. C. ALLEN CASH REGISTERING MACHINE and opens flat. There are five full-length pockets (two 
Harmonizing with the most luxurious store fixtures gusseted and three flat) and two half-length flat 
in department stores, specialty shops, beauty parlors, pockets. The unusual design of the case places two 
etc., is the R. C. Allen all chromium adding machine Of the pockets opening towards the center, the bottoms 
being equipped with snap fasteners so that they may 
be opened wide to insert a ring-binder or index file, 
then buttoned down to give a practical encased binder 
or file. The two inverted pockets are useful as con- 
cealed pockets for papers when not in use to hold a 
ring binder or file. The remaining pockets provide 





R. C. ALLEN CHROMIUM ADDING MACHINE 


mounted on an all steel cash drawer, finished in 


black with chromium trim. A wood drawer may be 
had, if desired. The new equipment is offered to meet 
the demand for a combination cash register and add- 
ing machine. Chromium finish is available for a small 


additional cost. Folder CD-22 containing a complete 
description and illustration will be sent on dealers’ 
requests addressed to Allen Calculators, Inc., 22 East 
Fortieth Street, New York, N. Y. 


<->? 
LOGAN CO. OFFERS AERO CUP 


A new paper drinking cup listed as the Aero has 
been placed on the market by the Logan Drinking Cup 





Company, Div., 68 Prescott street, Worcester, Mass. DOPPELT’S “ALL-PURPOSE” ZIPPER CASE 
With the new item goes an improved Bakelite dispenser 
ideal for office use. ample space for catalogues, papers, books, etc. Disap- 


pearing handles are standard equipment, and the case 
is entirely of leather with no artificial lining to wear 
out or crack. 


The cup is made of a crisp white paper stock with a 
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MURPHY ADDS NEW CHAIR TO LINE 


Listed as the No. 8299, a new de luxe executive chair 
has just been produced and announced to the trade 





THE AERO AND AJAX. DRINKING CUPS MANUFACTURED 
BY THE LOGAN DRINKING CUP COMPANY. 


tightly rolled rim and a locked bottom. It is packed in 
cartons of 100 with twenty-five or fifty cartons in each 
shipping case. 

A rigid steel back panel holds the new dispenser flat 
against the wall. It is also made of steel octagonal in 
shape and is available in silver or golden bronze. This 
type is attached by a spring lug which automatically 
locks it in place. Special colors are available in manu- 
facturing quantities. 

The company also manufactures the Ajax drinking 
cup which is illustrated here with the new Aero cup. 





an 
DOPPELT’S AMBASSADOR ZIPPER LINE 
The Ambassador “All-Purpose” portfolio is a new MURPHY’S NO. 8299 CHAIR 


zipper case recently created by Charles Doppelt & 

Company, 412 Orleans street, Chicago, as a member Of py the Murphy Chair Company, Inc., Owensboro, Ky. 

its Ambassador line. Possessing many new features in design and com- 
The All-Purpose has a talon zipper on three sides fort, the new chair combines dignity and attractiveness. 
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ADJUSTABLE STOOL BY KEWAUNEE 

Listed as the Ever-Hold, a new office stool which is 
featured by an automatic adjustment has been an- 
nounced by the Kewaunee Manufacturing Company, 
Kewaunee, Wis., and Adrian, Mich. 

The stool is one of a series made to meet every re- 
quirement of offices and office workers. The desired 
height is obtained merely by raising or lowering the 





EVER-HOLD OFFICE 
STOOL 


seat top with one finger. The stool illustrated is the 
No. E-1824 which adjusts from eighteen to twenty-four 
inches. It has a full swivel seat of heavy concave metal 
and may be equipped with the company’s Body Form 
back rest at a small additional charge. A rubberslip- 
on cover, a thirteen-inch hardwood seat and a foot- 
rest may also be added if desired. 
ce 
ROYAL METAL PRODUCES FOLDING CHAIR 

Featured by a weatherproof construction which 
makes it adaptable for outdoors if desired, a new type 
of folding chair has been developed by the Royal Metal 





ROYAL METAL’S FOLDING CHAIR 


Manufacturing Company, 1138-40 South Michigan ave- 
nue, Chicago. 

The new chair is equipped with a seat of tempered 
masonite and for this reason will not warp, peel or 
develop rough edges. This is the weatherproof feature 
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which was developed with economy in mind in that 
the seat is easily and quickly replaceable at a nominal 
cost. 

Roll shaped and extra deep for comfort the Royal 
folding chair also has non-marring, non-wearing glider 
feet and its metal construction is guaranteed for ten 
years. 

a os 
NEW ZEPHYR DESK BY JASPER FURNITURE CO. 

Marked by several new and special features a new 
line of desks, named the Zephyr, has been announced 
by the Jasper Furniture Company, Jasper, Ind. 

The desk has rounded corners and a full panel back 
with center panel inset. There are no dust-catching 
moldings and the base is so designed that it is possible 
to sweep or mop without marring the desk legs, lower 
edge or rails. Ample foot room is provided by the 
elimination of six or eight-leg construction and the 
inside corners of the legs are deeply chamfered, giv- 
ing one and one-half inches additional clearance for 
a chair. The arrangement of the bases; the foot rest; 
the double file drawer located in the upper left-hand 
pedestal combine to add to the comfort of the user. 

An exclusive and patented method of supporting 
the drawers makes for easy operation and the drawers 
cannot stick through swelling. They are self-lubricat- 





JASPER FURNITURE COMPANY'S ZEPHYR DESK 


ing, will not wear and need no attention. Stops are 
provided to prevent accidental complete withdrawal. 
The double file drawer is mounted on a combination 
ball bearing and slide, as a result of which the drawer 
does not droop nor does it require “lifting” for its 
opening or closing. The locking system is so arranged 
that pedestal drawers remain unlocked so long as the 
center drawer is unlocked, but they may be locked by 
pushing them to the closed position after the center 
drawer has been locked. Sound-deadening felt buffers 
eliminate noise. 

Single pedestal desks have a wing end built with a 
narrow compartment for overshoes, umbrella, etc. 
One and one-half inch oval glides permit the desk to 
set level and solid at all times and will not scratch the 
floor. Full mortise and tenon construction is used 
throughout, while the drawer bearers are mortised into 
the legs and are glued to the panels. The desk is fin- 
ished in best quality lacquer, hand rubbed to a smooth 
surface. Mahogany finish is furnished on special order 
and is on walnut wood. Oak. desks are in quartered 
oak with light office oak or School brown color. 


New Machines and Devices Section 
Continued on Page 122 
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Fifth District Greets President 
Hampton 


J. Adams Keene Is Honored Guest at Regional 
Meeting in Cleveland, Ohio 


TATIONERS and manufacturers’ representatives 
turned out in good numbers to participate in the Fifth 
District meeting held May 20 and 21 at the Carter 
hotel, Cleveland. In doing so they paid tribute to 
Harold Hampton who stepped from the governership 
of the district last September to become president 
of the national association. Eighty-eight dealers and 
eighty-eight manufacturers representatives were regis- 
tered. In addition many of the dealers’ salesmen 
attended the final session which had to do largely 
with meeting sales problems. 

An interested visitor was J. Adams Keene, managing 
director of National Loose Leaf Company, Ltd., London. 
Mr. Keene is the immediate past president of the Sta- 
tioners Association of Great Britain and Ireland on 
behalf of which he extended greetings to the dealers 
and manufacturers assembled. 

The choice for governor next year to succeed Ken- 
neth Boyer of Toledo is William Kelly of the Office 
Equipment Company, Louisville. In addition to se- 
lecting a Louisville man, Louisville was chosen for next 
year’s convention. 

The meeting was opened by Regional Governor 
Boyer who introduced B. E. Trautman of The Brooks 
Company, president of the Cleveland Stationers Club. 
Mr. Trautman introduced Frank Wallene, director of 
utilities for the City of Cleveland, who gave a hearty 
address of welcome. He was followed by Mark Egan, 





l. J. C. Oom, Economy Office Supply Co., Grand Rapids. Mich.; R. A. 
Macdonald, Seemann & Peters, Renton. 

. Hands across the sea. President Harold Hampton; J. Adams Keene, 
London; General Manager Charles P. Garvin. 

. Edwin I. Baer, Baers, Canton, Ohio; C. W. ‘‘Neal’’ Leonard, Leonard 
& Co., Detroit. 

. William Kelly, Office Equipment Co., Louisville. Ky.. governor elect; 
William F. Block, The Victor Safe & Equipment Co. 
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executive vice-president of Cleveland Convention and 
Visitors Bureau, who added his welcome to that of Mr. 
Wallene and then gave a first-class sales talk. Re- 
ferring to Charles P. Garvin’s letters from Washington, 
he remarked that they were the most succinct expres- 
sions of conditions he ever hears or reads. Using hotel 
rooms, shoes and washing machines for examples, he 
explained that the customers’ requirements could be 
taken care of at any number of places and that what 
he called gratuitous service will cause a person to 
buy from some particular business instead of another 
with a product just as good. Gratuitous service, he 
said, is the thing that causes men to do civic, asso- 
ciation and church work. Think in terms of your own 
town. Leaders in civic matters, he stated, are suc- 
cessful in business, and that is not accidental. There 
is direct connection between gratuitous service and 
business success. 

Mr. Hampton gave his address, “Gross Profits Versus 
Gross Sales,” and was followed by Mr. Garvin who 
gave a summary of “What We Have Learned from 
1938 Regional Meetings.” 

J. Adams Keene Addresses Convention 

At this point Mr. Keene was introduced as a surprise 
speaker. After delivering greetings from the other 
side he told briefly of the methods employed by his 
association to prevent price cutting. The dealers were 
impressed with the splendid results reported. 

The first afternoon was a closed meeting for dealers 
only, the principal subject discussed being that of fair 
trade. ; 

Mr. Boyer in opening up the second day’s program 
called upon Harry Balch of Quality Park Envelope Com- 
pany who spoke for the Wis-Ill Club of which he is 
president, and Charles Consodine of Wallace Pencil 


5. Seated at registration desk: Bob Vojta. Frank Mashek & Co.; Betty 
Landers and Peg Garland, Cleveland Convention and Visitors Bureau. 
Standing: Harry Tehan, Chas. M. Higgins & Co.; B. E. Trautman, 
The Brooks Co., Cleveland; J. B. Holmes, Frank Mashek & Co.; 
Steve Stout, Boorum & Pease Co. 

6. The long and short of it: George Long, The Globe-Wernicke Co., 
Harry Short, Columbian Art Works and Oakville Co. 
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AMONG THOSE PRESENT AT THE CLEVELAND MEETING OF THE N. S. A. FIFTH DISTRICT 


C. E. Reynell, Oxford Filing Supply Co.; Harry Nichols, Weis Mtg. 
Co.; Ed. L. Little, Wabash Cabinet Co. 

Mark Egan, executive vice-president Cleveland Convention and 
Visitors Bureau; B. E. Trautman, The Brooks Co., Cleveland, general 
chairman of convention committee; Wayne Stetson, assistant man- 
ager convention bureau. 


- William E. “‘Bill’’ Smith, Ace Fastener Co.; Parle Cooley, Bates 


Mfg. Co.; Bill Wallace, Bainbridge, Kimpton & Haupt. 


. H. C. Dick, Redeker & Dick, Cincinnati; E. C. Hurst, Write, Inc.; 


Frank Willenborg, Willenborg Sta. Co., Cincinnati; Ed Perry. Trus- 
sell Mig. Co. 


. Harry Koehn, Gregory, Mayer & Thom Co., Detroit; Mrs. Koehn, 


Jack Langer, Langer Prtg. & Sta. Co., Detroit; Mrs. Dan MacDougall. 


. C. G. Gregory, Gregory Ink Co.; Jerry McEvoy and John Dwyer, 


Acco Products, Inc.; Charlie Ramsey, Ever Ready Calendar Mfg. Co. 


. R. V. Bishop, Office Supply & Prtg. Co., Cleveland; John C. Coates, 


Burrows Brothers Co., Cleveland; R. L. Sanford, The Brooks Co., 
Cleveland, E. A. ‘‘Bill’’ Nichols, The Daniels Co., Muskegon, Mich. 


. Con Veit, The Veit Co.; Harry Shockley, Bramwood Press, Indianap- 


olis; O. D. Morrill, Ann Arbor, Mich. 


- Bill Weber, Ace Fastener Co.; Herbert Walsh, The Southworth Co.; 


Harry Koehn, Gregory, Mayer & Thom Co., Detroit; F. O. Wagner, 
Burrows Brothers Co., Cleveland; Paul Cheney, The Southworth Co. 
A. C. Van Horn, Eberhard Faber Pencil Mfg. Co.; H. C. Dick, 
agg & Dick, Cincinnati; Dixie Carroll, Eberhard Faber Pencil 
g. Co. 
R. A. Maish, Dennison Mfg. Co.; C. E. Vieth, A. W. Faber, Inc.; 
Elmer Kral, Buckeye Office Supply Co.; Tom Riendl, Peerless Key- 
Imperial Mig. Co.; Jack Kuresman, Pounsford Sta. Co., Cincinnati; 


12. 


13. 
14. 


15. 
16. 


17. 


18. 


19. 


Gene Donahue, Yawman and Erbe Mig. Co. 

Steve Channon, Wirtshafter’s, Cleveland; J. Adams Keene, National 

Loose Leaf Co., Ltd., London; Jim Campbell, National Blank Book 
o. 

Clarence B. Clarke, S. Barker's Sons Co., Cleveland; Harry Balch, 

Quality Park Envelope Co. 

John Tamany, Steve Stout, Pete Reitzel, Oakley Law and A. C. 

Harper—all Boorum & Pease Co. 

W. R. Kane and John Wirtz, F. W. Roberts Co., Cleveland. 
General Manager Charles P.*Garvin; J. 3. Sprott, The Globe-Wer- 

nicke Co.; R. M. Tussing, York Safe & Lock Co.; H. E. Hawkins, 

Stationers Loose Leaf Co. 

A convention group with two Stapletons as end men. George 

Stapleton, The General Fireproofing Co.; Ken L. Boyer, Newel B. 

Newton Co., Toledo, and regional governor; Claude Allen, The 

General Fireproofing Co.; W. F. Thomas, Findlay Ptg. & Supply 

Co., Findlay, Ohio; Ronald Tope, Tope Book & Office Supply Co., 

New Philadelphia, Ohio; Jack Fecho. Burrows Brothers Co., Cleve- 

land; Ben Stapleton, Transylvania Ptg. Co., Lexington, Ky. 


R. F. Douglass, W. H. Gunlocke Chair Co.; Bob Fleming, The 
Leopold Co.; C. N. Karmire, Shelbyville Desk Co.; Howard W. 
Gunlocke, W. H. Gunlocke Chair Co.; Howard Maley and R. N. 
Thomas, The B. L. Marble Chair Co.; W. F. Lindner, Shelbyviile 
Desk Co.; H. V. Boswell, The Macey Co. 

Harry Nichols, Weis Mfg. Co.; S. M. Saunders, Office Supply & 
Ptg. Co., Cleveland; R. H. Milne, Buckeye Office Supply Co.: tack 
Fecho, Burrows Brothers Co., Cleveland; W. C. Lipner. Koh-I-Noor 
Pencil Co.; Albert McLane, Spencerian Pen Co.; Jack Johnstone. 
Neva-Clog Products, Inc.; John Kroupa, Ohio Legal Blank Co. 
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Company who put in a boost for N.S. A. of which he 
is a vice-president. 

C. W. (Neal) Leonard, president of the Michigan 
Stationers Association, demonstrated the salesman’s 
catalog which is used in his business. It is a visible 
record ring book in a zipper cover. The book was left 
at the speakers’ table so that after the meeting all 
stationers who cared to do so might examine it. Be- 
sides the ring book his salesmen are equipped with 
auxiliary cases used for manufacturers’ catalogs. 


The subject “He Is in the Stationery Business” was 
covered most effectively by E. R. Kohheiser of The 
Charles Ritter Company, Mansfield, Ohio. If a man is 
in the stationery business, he said, he owns an octopus. 
He either masters the octopus or the octopus masters 
him. The stationer, he stated, must know the func- 
tions of the goods he sells, must carry a representative 
stock, have initiative and creativeness, have a knowl- 
edge of costs, know the difference between gross 
profits and net profits, give service, go out and solicit 
business. The stationer’s cost of unit sale, he reported, 
is highest with one exception. The stationer is ex- 
pected to have a reservoir of information. He must 
have an organization. The potentialities are un- 
limited as to resourcefulness. He and his men must 
be able to sense users’ needs upon entering an office. 
The dealer and manufacturer should get together 
to iron out problems. Dangers of long discounts 
were cited. He approved grading of steel files and 
suggested grading in other products. The stationer 
must look forward to a growing volume with lower 
profit and should provide greater margin on slow 
movers. 

“Stock Control’ was covered by Jack Kuresman of 
the Pounsford Stationery Company, Cincinnati. He 
told of the system used by his own company, with 
blow-ups of several pages for illustrations. All prod- 
ucts are listed and classified in books, seventeen books 
being required. Related items are recorded together. 
It is simple to tell which are moving items and which 
are not. The system has enabled the company to 
eliminate some slow movers. For example, Pounsford’s 
reduced ink from many lines to three, after which one 
was added. To operate the system, he stated, required 
just a small part of each day during the first half of 
each month. It shows previous years’ buying, dates 
of purchases, amount on hand, back orders, pick-ups, 
monthly sales, etc. 


George Stapleton of The General Fireproofing Com- 


‘is 
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BANQUETEERS AT THE FIFTH REGIONAL CONVENTION ANNUAL DINNER 
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pany covered the subject “Buying Samples.” He started 
with charts showing percentages of business handled 
by dealers in different size classifications. By means 
of charts he showed the flow of goods through whole- 
saler and retailer, and direct from manufacturer to 
retailer, thence to user. He showed the three essen- 
tials in retailing to be management, buying and sell- 
ing. One chart showed the customer as the founda- 
tion of the business structure with volume and profit 
the superstructure. 

The address “Business Control” was given by William 
F. Block, president of the Victor Safe & Equipment 
Company. His talk, which was very well received, has 
been reported in connection with earlier meetings. It 
was followed by a skit put on by Mr. Hampton and 
Mr. Garvin covering planned selling and training men 
to sell from the profit viewpoint. 

At the annual banquet there were no speeches. Gov- 
ernor Boyer thanked B. E. Trautman, general chair- 
man of the convention committee, for their good work 
in arranging for the convention. Mr. Trautman in 
turn called upon many of his helpers and sub-com- 
mittee chairmen expressing appreciation for their 
assistance. Mr. Kelly, the governor-elect, Mr. Hampton 
and Mr. Keene made brief remarks. The Wis-IIl Club 
was commended for its assistance. It helped with 
the registration and in supplying entertainment. 

pi A 
CONNECTICUT STATIONERS HEAR MEADE 


Eddie Meade, Wilson-Jones Company, was _ the 
speaker of the evening at a meeting of the Connecti- 
cut Valley Stationers Association, held May 10 at the 
Hotel Kimball, Springfield, Mass. 

Mr. Meade gave his listeners an interesting and 
educational talk on equipment and supplies necessary 
for machine bookkeeping and drew upon his many 
years of experience to furnish the assembled sta- 
tioners with valuable information along that line. 

A special feature of the meeting was an invitation 
extended by the National Blank Book Company to 
the association members to visit its plant at Holyoke 
in connection with the meeting. 

a ae 

PHILADELPHIA STATIONER RETAINS OFFICE 

The Institute of Bank Stationers held its annual 
convention at White Sulphur Springs, Va., in May. 
William Mann Prizer was re-elected president. Mr. 
Prizer is president of the William Mann Company, 
Philadelphia, Penn. 
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CELEBRITIES AT FOURTH REGIONAL MEETING 


L. to R.: Mae S. Godwin, president, Birmingham Stationers As- 
sociation; John L. Griffith, Halsey & Griffith, West Palm Beach, 
Fla.; Paul Bumbarger, Bumbarger’s, Hickory, N. C.; Henry I. 
Coleman, new governor, Savannah, Ga.; Mrs. Paul Bumbarger; 


Fourth Regional Meeting Held 


Fourth Region Greets Henry |. Coleman as 
Governor-Elect; Ivan Allen is guest and speaker 
at annual meeting; Harolson head of local club. 


The fourth regional district convention of The Na- 
tional Stationers Association was held at Birmingham, 
Ala., on May 26 and 27 with a record-breaking crowd 
in attendance to see Henry Coleman, of the Nathan I. 
Coleman Company, elected governor of the district for 
the current year. 

One of the highlights of the meeting was the ap- 
pearance of Ivan Allen, Sr., Ivan Allen-Marshall Com- 
pany, who engrossed the assembled delegates with an 
intensely interesting address on “Taxes at Home and 
Abroad.” His speech was lively and entertaining and 
was received with enthusiastic applause. 

Headed by Charles P. Garvin, general manager of 
the NSA, The National Stationers Association lecture 
troupe was on hand to deliver the addresses they have 
presented at previous regional meetings. These in- 
cluded NSA President Harold J. Hampton, “Live With 
and Not Off the Country”; Mr. Garvin, “What’s Ahead 
for Business and Business Men”; and “Business Con- 
trol and Its Requirements”; J. S. Sprott, president, The 
Globe-Wernicke Co., “Prison Competition”; E. A. Keel- 
ing, vice-president, Art Metal Construction Company, 
“Selling Metal Furniture”; Frank M. Weeks, Columbia 
Ribbon & Carbon Manufacturing Company, “Training 
Men to Sell from the Profit Viewpoint.” 

In addition to an address on “Modern Trends of 
Business” by Dr. E. Q. Hawk, Birmingham-Southern 
College, the delegates were also entertained by a dis- 
cussion of the fair trade situation in District Four by 
Harold G. Carithers, Carithers-Wallace-Courtenay 
Company; James A. Head, James A. Head, Inc., and 
Leo Gassenheimer, Mercantile Paper Company. 

The election of Mr. Coleman was unanimously ap- 
proved by the delegates, who know of his outstanding 
work during the past year as president of the Georgia 


Ivan Allén, Ivan Allen-Marshall Company, Atlanta, Ga.; Na- 

tional President Harold J. Hampton. (Inset) President Hampton 

and General Manager Charles P. Garvin putting on their sales 
skit which won hearty applause. 


stationers group. He will carry on the good work of 
Retiring Co-Governors Paul W. Bumbarger and John 
L. Griffith. 

The Birmingham Country Club was the scene of the 
annual golf tournament, where officers and members 
of the local association played host to the visitors. 
Several fine prizes were awarded when the day came 
to an end. 

Prior to the opening of the convention the Southern 
Travelers Club held a meeting at which Jesse Harolson 
was elected president for the current year. 
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FIRST DISTRICT PREPARES FOR BIG MEETING 

A report from Edgar M. Berry, president of Loring, 
Short & Harmon, Portland, Me., and in charge of 
publicity for the annual convention of the N. S. A. 
first district, sends an enthusiastic report about the 
convention to be held in Poland Springs, Me., June 
24 and 25. Over 100 hotel reservations had been made 
a month prior to the event. 

On the evening before the convention proper, a 
social gathering will be held in the hotel with the 
program calling for early retirement. Friday morn- 
ing will be featured by addresses of several promi- 
nent men in the industry. The sales school, which 
has met with such favor at the other regional meet- 
ings, will be staged Friday afternoon. Saturday morn- 
ing is scheduled for an executive meeting of dealers, 
manufacturers and travelers. 

Entertainment facilities are extensive. The pro- 
gram calls for a cocktail hour on Friday night which is 
designated as Maine Night. A feature will be a 
special performance by Chief Needahbeh, of the 
Penobscot Indians. Herb Walsh will demonstrate fly 
casting and others will reveal the intricacies of sharp- 
shooting, archery, etc. A clambake will follow, which 
in turn will be followed by an old-fashioned barn 
dance. 

Saturday afternoon will be devoted to golf and 
Saturday evening to the annual banquet. 

Special entertainment for the ladies will include 
musicals, auction bridge parties, a trip to the Shaker 
village and several trips to the mountains and lakes. 
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A BUSINESS FAMILY’S LETTER TO ITS CHIEF 
(See Frontispiece) 

The National Blank Book Company family of em- 
ployees, being keenly aware of the fifty years of leader- 
ship given them by their chief, Frank B. Towne, desired 
to express their sentiment in a particular way upon 
the fiftieth anniversary of his election as treasurer. So 
they wrote “An Open Letter From A Business Family to 
Its Chief,” put it in impressive printed form, read it at 
a “family” party and presented a specially bound copy 
to Mr. Towne. The “Open Letter” was designed for 
National Blank Book Company family reading only. 
Running through it is a strain of intimacy which re- 
veals the family spirit in the business. Privilege of 
this reference was granted upon request. It is given 
to but few to preside over a business for half a century. 
Those who have achieved the long term have done so 
not by business acumen alone, but by certain qualities 
of heart and hand. 

The booklet recites the history of the company from 
its inception nearly a hundred years ago. It records 
the trip of Mr. Towne’s father, a young printer follow- 
ing the gold rush to the Pacific Coast, where he estab- 
lished a printing and publishing business from which 
developed the wholesale paper business now known 
as Blake, Moffitt & Towne. In 1878 he returned to New 
England as a representative of his California business, 
contacting mills for the purchase of paper. Out of 
the visitations he developed an enduring friendship 
with some of the famous paper makers of his time, 
one of them being William Whiting, Sr. 

Mr. Whiting had become an involuntary part owner 
of the blank book company that J. G. Shaw had started 
in Brooklyn in 1843. Because of indebtedness to the paper 
makers, the business was taken over by Mr. Whiting and 
L. L. Brown. In 1880 the plant was moved to Holyoke, 
Mass., and the business reorganized under the name of 
the National Blank Book Company. Seven years later 
Mr. Towne’s father purchased control of the business. 

At the age of sixteen, the “Open Letter” reveals, Mr. 
Towne left school to take employment with the Syms 
& Dudley Paper Company. A year later he was func- 
tioning efficiently as paymaster. On January 16, 1888, 
he was made treasurer of the National Blank Book 
Company. He has held the same 
position for fifty years. Others in 
the National Family have risen 
from mill boy to executive positions. 
Mr. Towne has always been treas- 
urer, but, as the booklet points out, 
“that is an old New England cus- 
tom. Here, by ancient tradition, the 
man who holds the _ pursestrings 
rules the roost.” 

Mr. Towne’s participation in the 
growth of the business was of a 
character that built esprit de corps, 
developed a comraderie that gave 


A FINE DISPLAY OF “BREAD AND BUT- 
TER” ITEMS SHOWN BY THE SCHWA- 
BACHER-FREY COMPANY, LOS ANGE- 
LES.—This novel window featured in its 
center products of the Columbia Ribbon 
& Carbon Company flanked symmetrical- 
ly on either side by “bread and butter” 
items and office gadgets including desk 
calendars, staples and fasteners, tele- 
phone indexes, scales, seals and moist- 
eners, daters, typewriter cushion keys, 
with typewriters and other larger items 
on the extreme edges of the window. 
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depth and meaning to the words “National Family.” 
A strong sense of unity came into being. Answering its 
own inquiry as to how such a feeling arises, the “Open 
Letter” says, “The answer lies in the man at the head 
of the business. He creates it—by what he is, no less 
than by what he does. You (Mr. Towne) built that 
spirit in us.” 

Paul Buckwalter, head of the National New York 
office, read the “Open Letter” to Mr. Towne at the 
celebration held by the National Family at Holyoke 
on January 16, 1938. Mr. Towne replied informally, 
pointing out that “Paul” had stolen his subject. “I 
had most of the facts that Paul told about the history 
of the company noted on this slip of paper,” he re- 
marked. “In the main what he has said about our 
history is true. Of course there are lots of exaggera- 
tions, but most of these are in the remarks about me. 

. . He makes a man out to be a combination of a 
hero and an angel. I never was either.” 


Mr. Towne commented humorously about having “no 
authority at all now.” He referred to Eddie Cramer, 
one of the National Family who no longer lives, 
wishing that he could have been at the celebration, 
“after his fifty-six years of service. He once told me— 
‘You can fire me if you like, but I’ll be back at work 
in the morning.” 


Striking a serious note, in words that indicate the 
significance of the family spirit in the National organ- 
ization, Mr. Towne said, “I am not the ‘boss’ of this 
business. I never have been. We need no boss around 
here. We all have one boss, and that is the success of 
our business. That success has been and should be the 
only real boss for every one of us.” 


Among his concluding remarks, Mr. Towne men- 
tioned the tremendous value of “good will.” “It is the 
measure of years of effort, experience and tradition,” 
he said. “Plants and merchandise can be built in a 
relatively short time, but good will requires years. 
The good will we have is attested by many fine, 
friendly letters we get from the trade. They are a 
great tribute to the soundness of our policies and to 
our honesty in trying to carry them out. Our policies 
are not apt to change.” 
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UNDERWOOD ELLIOTT FISHER’S NEW CHICAGO HOME 


1. A group meeting in Branch Manager H. T. McBrien’s office (L to R) 
R. L. Schramm, E. A. Heberg, F. G. Schuelke, Mr. McBrien, F. C. 
Snow, western district manager; H. H. Hynes, N. J. Van Dyne. 

2. The training school maintained by UEF for the purpose of making 
available competent operators of its machines. 

3. The display room in which is shown every machine manufactured 


OPEN NEW UEF CHICAGO OFFICE 

Marked by three days of celebration carried out on 
a scale seldom before attempted, the formal opening 
of the new Chicago office of the Underwood Elliott 
Fisher Company was held last month. 

Every member of the UEF Chicago organization was 
pressed into service and enthusiastically played the 
part of host to hundreds of visitors who came to visit 
the huge quarters in the Bankers building. Headed by 
Western District Manager F. C. Snow and Branch 
Manager H. T. McBrien, the staff fulfilled their duties 
splendidly and it is to their credit that the entire 
three-day program rolled smoothly on without a single 
hitch. 

Friday, May 6, saw the beginning of the celebration 
and was designated as “Bankers Building Get-Ac- 
quainted Day.” All of the 165 other tenants of the 
building had received invitations to visit the UEF 
quarters and all of them took advantage of the oppor- 
tunity. Under the guidance of their hosts these visitors 
were taken through the entire floor occupied by the 
company. They were shown the sales department, 
clerical offices, file vault and drafting room, then on 
to the employment department, operator’s school and 
service department, including the dispatch room, 
which is devoted to the handling of customers’ calls 
and the dispatching of outside service men. 





by UEF. 

4. The sales department allotted to the twenty-five salesmen assigned 
to the Chicago territory. 

5. The service department where a corps of expert workmen, equipped 
with the most modern tools and working material, are employed by 
the company. 


From there the guides led their charges through the 
stockroom and shipping room, the fine sales meeting 
room, the supply department and the display room. 
The latter was the most beautiful room in the entire 
set-up, and its natural attractiveness was enhanced 
by a display of twenty-two giant baskets of flowers 
sent to the formal opening by friends of UEF in the 
Chicago district. 

The second day of celebration was Monday, May 9, 
when members of the sales department acted as hosts 
to employes of all other departments and their fam- 
ilies. This was truly a gala occasion, with formality 
dispensed with and everyone becoming acquainted 
with everybody else. Refreshments were purchased 
from treasury funds of the Sales Club (the sales de- 
partment’s own organization) and served to the vis- 
itors. 

Tuesday, May 10, was “Customer’s Day,” when Mr. 
Snow and his aides welcomed the biggest crowd of all. 
From noon to five o’clock more than 1000 visitors and 
well-wishers crowded the large quarters while approxi- 
mately 500 guests were served a buffet luncheon. 
Among the guests were a number of members of the 
Chicago Typewriter Dealers Association headed by 
President E. A. Hug. The association as a whole pre- 
sented a large and beautiful basket of flowers which 
was appreciated by the entire UEF organization. 
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CHARLES EDISON RECEIVES FIRST ANTI-GLARE 
LAMP 


At Washington, D. C., on May 17, the Hon. Charles 
Edison, assistant secretary of the Navy and son of 
the late Thomas A. Edison, the “Wizard of Menlo 
Park,” was presented with the first Polaroid* lighting 
unit, a light free from glaring reflection, at a luncheon 
in his honor at the Mayflower hotel. The lamp, praised 
by speakers as heralding a great advance in artificial 
illumination, employs the regulation incandescent light 
source as perfected by the late Mr. Edison but passes 
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A PIONEER OF ITS KIND.—Charles Edi- 
son receives the first Polaroid lighting 
unit from George W. Wheelwright III 
at Washington presentation on May 17. 


the light through a sheet of the new light-controlling 
material, Polaroid, described in detail in May OFFICE 
APPLIANCES to remove the light waves responsible for 
reflected glare, one of the worst visual hazards of illu- 
mination. 

In receiving the new lamp, Mr. Edison congratu- 
lated the inventor of Polaroid, Edwin H. Land, and 
George W. Wheelwright, III, who made the presenta- 
tion and who collaborated with Mr. Land in the de- 
velopment of Polaroid. The assistant secretary ex- 
pressed the belief that many of the aspects of artificial 
illumination would be revolutionized by the invention 
of Polaroid and its successful application to this field. 

“The first application of Polaroid in this field,” said 
Mr. Wheelwright in his presentation address, “has 
been to a desk lamp as symbolized in this first unit 





*Polaroid Lighting, Inc., is presenting a series of lectures 
and demonstrations in various cities around the country for 
the purpose of disseminating accurate information about 
Polaroid. The lectures are given by George W. Wheel- 
wright III of the Land-Wheelwright Laboratories, develop- 
ers of Polaroid. While the schedule was not entirely com- 
pleted at the time this was written, the following lectures 
were arranged under the auspices of local utilities or elec- 
trical leagues: June 6, Cincinnati, in the auditorium of the 
Cincinnati Gas and Electric Company at 7:30 P. M.; June 7, 
St. Louis, at the Electrical Board of Trade luncheon, 12:00 
noon; June 10, Omaha, at the Omaha Electrical League at 
7:30 P. M.; June 15, Minneapolis, at the auditorium of the 
Minneapolis General Electric Company at 7:30 P. M.; July 5, 
6 and 7, Denver, at the Electric Institute of the Public 
Service Company of Colorado at 7:30 P. M. each day; July 8, 
Salt Lake City, at the Electrical League of Utah at 7:30 P. M. 

Several other cities are on the schedule but the time and 
place have not been definitely confirmed. Mr. Wheelwright 
has talked in Chicago, Pittsburgh, Buffalo, Cleveland, At- 
lanta, Birmingham, New Orleans, Houston, Kansas City and 
Dallas. 
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presented to the Hon. Charles Edison. That lamp 
will be available to the public shortly through various 
manufacturers. Other lighting problems such as paint- 
ing exhibits, hospital illumination, and fields where 
glaring reflection is a serious problem have been in- 
vestigated and practical solutions have been tenta- 
tively established with Polaroid. Just what the event- 
ual scope of Polaroid in illumination will be is 
problematical but that it will go far in advancing the 
cause of better light for improved vision seems as- 
sured.” 

A plaque mounted on the presentation lamp carries 
the following statement: “First Polaroid lighting unit, 
presented to the Hon. Charles Edison in recognition of 
the great contribution of his late father Thomas A. 
Edison to the development of artificial illumination 
May 17, 1938.” 
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“CESCO” KEEPS PACE WiTH THE 20TH CENTURY 


The career of the C. E. Sheppard Company, Long 
Island City, N. Y., began thirty-eight years ago, just 
after the Twentieth Century came into existence. In 
celebration of the progress made during the years, the 
associates of C. E. Sheppard staged an interesting 
event on May 23, which is also Mr. Sheppard’s sixty- 
third birthday. 

The festivities were held in the general offices of the 
company and participated in by all the employees. So 
that all could attend, factory and office activities were 
suspended early in the afternoon. Refreshments were 
served and dancing continued on.through the late 
evening. Among those present to pay tribute to Mr. 

















C. E. SHEPPARD 


Sheppard were a large number of customers who have 
been dealing with the company for many years. 

The Sheppard Company occupies its own modern 
concrete building. During the past year much new 
and improved types of manufacturing equipment has 
been installed. Branch sales offices are maintained in 
Philadelphia, Boston, Newark, Atlanta, Cleveland, 
Pittsburgh, and Lynchburg, Va. 
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BELGRAD GOES TO NATIONAL BRIEF CASE 


Herman J. Belgrad, for two years a West Coast rep- 
resentative of a large sporting goods house, last 


month joined the sales force of the National Brief Case 
Manufacturing Company, 
Chicago. 

Mr. Belgrad, who is a graduate of the University 
of California, will cover a territory consisting of 
Michigan, Wisconsin, Indiana, Ohio, Pennsylvania, Illi- 
nois, Iowa and Kentucky. 


512 South Peoria street, 








JUNE, 1938 


mL 





BOOTHS AT THE INDUSTRIAL COMPANY'S 10TH ANNUAL BUSINESS SHOW 
4. Sanford Manufacturing Company. 
5. McMillan Book Company. 


6. Postindex Company. 
7. Art Metal Construction Company, and Weis Manufacturing Company. 


1. Weldon Roberts Rubber Company and Old Dutch Carbon & Ribbon 
Company. 

2. Industrial Printing & Stationery Company, sponsors of the show. 

3. L. C. Smith & Corona Typewriters Inc.; Speed-O-Print Corporation, 
and Allen-Wales Adding Machine Corporation. 


INDUSTRIAL PRINTING AND STATIONERY SHOW 


The Industrial Printing and Stationery Company of 
Huntington Park and Los Angeles held a week’s busi- 
ness show last month which proved to be a brilliant 
affair. Many of the principal office equipment manu- 
facturers were represented. The decorations were of 
a high order of excellence. 

Companies and lines represented included the fol- 
lowing: Lietz engineering supplies, Reliance Pencil 
Company, Sanford Manufacturing Company, McMillan 
Book Company, Dixie-Vortex cups, Sengbusch Self- 
Closing Inkstand Company, Speed-O-Print Corpora- 
tion, showing its line of duplicators; L. C. Smith & 
Corona Typewriters Inc.; Direct duplicators, Com- 
mander duplicators, Allen-Wales adding and calcu- 
lating machines, Carrier portable air-conditioners, Art 
Metal Construction Company, Postindex, Weldon Rob- 
erts Rubber Company, Old Dutch ribbons and carbons, 
Mel-O-Phone interoffice communicating systems, 
Harter chairs, Zundel Seating Company, Los Angeles; 
Walco accounting forms. 

Among the prominent visitors to the various booths 
were Charlie Harris of L. C. Smith & Corona; Harry 
Morgan of the Stationers’ Corporation; Francis Scott of 
Haywood-Wakefield Company; Rush Polgrean of the 
Art Metal Construction Company; Richard Pickering of 
the Allen-Wales Company; George Nelson of the 
Weldon Roberts Rubber Company, Frank Binney, Bill 
Auketell, Bart Reed, Arthur Weidman, and W. W. 
Harrington, the last five being associated with the 
Stockwell and Binney Company of San Bernadino; 
Frank King of the Art Metal Construction Company; 
and Curlie Roberts and Ed Hunting, both of the Harter 
Chair Company. 

The entire downstairs portion of the store, embracing 
seventy-five hundred square feet, was devoted to the 
show. Among the educational features presented was 
a section showing by movies how Hammermill paper 
is made. 

The Sanford Ink Co., Art Metal Construction Co., 
Zellerbach Paper Co., and Allen-Wales Co. donated 
flowers. Prizes given included a Corona silent portable, 





Speed-O-Print Duplicator, Zundel five piece overstuffed 
bridge set, three fountain pen sets, and eight Seng- 
busch handy pens. The Sengbusch people were repre- 
sented by J. De Merritt. 
The show was under the management of Edgar 
Broad, sales manager of the Industrial. 
a os 


MILWAUKEE VISITS NICHOLS BUSINESS SHOW 

Business men and office workers of Milwaukee last 
month were treated to a capital display of the latest in 
office machines, equipment and supplies when John 
Nichols, Inc., 739 North Broadway, held its 1938 Mil- 
waukee Business Show at the company establishment. 

Officials of the well-known firm headed by John M. 
H. Nichols, were enthusiastic over the reception given 
the event by the business world of the thriving Wis- 
consin city. They reported nearly 500 principal execu- 
tives of the larger manufacturing and commercial or- 
ganizations attended the show and spent hours visiting 
the exhibits. Admission was by ticket only and Mr. 
Nichols reported that the exclusion of the general 
public resulted in an excellent calibre of attendance 
without the usual crowding of the displays and ex- 
hibits. 

Among the companies which exhibited their prod- 
ucts in attractively arranged booths were the fol- 
lowing: 

A. B. Dick-Wisconsin Company, the branch office 
of A. B. Dick Co. Chicago, American Automatic 
Typewriter Company, Automatic File & Index Com- 
pany, Burroughs Adding Machine Company, Dicta- 
phone Sales Corporation, Electrofile, Inc., Hamilton 
Autographic Register Company, Hunter-Electro-Copy- 
ist, Inc., International Business Machines Corporation, 
John Nichols, Inc., Monroe Calculating Machine Com- 
pany, Multigraph Sales Company, Postage Meter Com- 
pany, Rotary Printing Company, Underwood Elliott 
Fisher Company, Ralph C. Coxhead Company, Schol- 
field Service, Inc. 

An interesting and educational showing of Bircher 
Lightning letter openers, Ormig duplicating machines, 
Savasort rotary sorters and two Vandex models and 
panels completed the exhibition. 








wal 
ho 








IN 


OIPTR 








LANDS 


Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 


of this journal their headquarters. 


The staff at the main office, 20 North Wacker Drive, Chicago and the staff at 


the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 


York, will be happy to be of any possible service. 


While the facilities at New York are not so many as at Chicago, 


there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mr. Vincent Jackson 


United States manufacturers traveling to London are cordially invited to call 

upon Vincent Jackson at 22 St. Andrew street, Holburn Circus, London EC4. 

Mr. Jackson’s contacts with the trade and its organizations afford him informa- 
tion valuable to those desiring to cultivate the British market. 


London, May 5, 1938. 

Quite a number of important members of our indus- 
try are paying a visit to your country. There is Mr. 
J. Adams Keene, chairman of the National Loose Leaf 
Company, Ltd., who is at the time of writing in the 
U. S. A. Then one of the directors of Copeland-Chat- 
terson Company, Ltd., namely Mr. Albert Mann, is 
leaving shortly, and amongst other interests, is anxious 
to get in touch with manufacturers of continuous sta- 
tionery machines. 

Then my friend Mr. W. E. Block, director of Block 
& Anderson, Ltd., is leaving shortly. Mr. Block’s prime 
purpose is to pay a visit to the Victor Adding Machine 
Company in Chicago, and the Bircher Company in 
Rochester. At the same time Mr. Block would be glad 
to meet any manufacturers who feel they have a prod- 
uct of interest to the English market. 

Perhaps a word or two on this subject of distribution 
in England might not be out of place. From time to 
time I receive letters from manufacturers in the U.S. A. 
anxious to place their products in this country. As far 
as possible I naturally do my best to help them, but 
your readers will appreciate that apart from one or 
two outstanding companies who market several pro- 
prietary lines, the most important American machines 
are marketed by a subsidiary company. Except for 
such small items as, for example, stapling machines, 
it is essential that a comprehensive sales service is 
organized in the main centers of this country if any 
success is to be attained. To revert to the stapling 
machine, here is a product which can be distributed 
through stationers’ shops, who would also carry the 
necessary supplies or refills, but a duplicator, adding 
machine, or addressing machine must be backed up 
with a national service scheme. 


On my recent visit to the U. S. A., I realized the 
difficulty of getting into touch with suitable and reli- 
able agents and distributors. Like good salesmen, they 
are few and far between. Moreover it must be appre- 
ciated that many continental manufacturers are after 
the English market. 

* * * 

Considerable interest is being shown in the thir- 
teenth annual meeting of the International Union of 
Office Appliance Trades Association, which is being 
held in London for, I believe, the first time since the 
conception of the Union. 

Proceedings are opening on Friday, June 10, with a 
reception, and a fairly full programme of meetings and 
social events has been arranged for the following 
week-end. The English association have arranged to 
hold their summer outing to co-incide with the Union 
meeting, so it looks as if their numbers will swell con- 
siderably by the influx of friends from abroad. The 
outing is rather an ambitious one, and takes the form 
of a visit to the Aldershot Tattoo which is a marvellous 
spectacle, starting about 10 o’clock at night. Inciden- 
tally the Typewriters Trade Federation are co-operat- 
ing with the Office Appliance Trades Association in the 
entertainment of our Foreign guests. 

+ * ” 

It is possible that the fame of the Empire Exhibition 
being held at Glasgow in Scotland, has reached the 
States. As distances go in your country it is not very 
far from London—a matter of about 400 miles. So it 
may seem strange to you that Glasgow, to Londoners, 
seems remote, and except that we have seen the adver- 
tising and listened to the broadcast of His Majesty the 
King at the opening, we Londoners are not exactly 
familiar with this Exhibition. Reports however show 
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MANY HAPPY RETURNS! — 
This large crowd of happy 
workers recently helped cele- 
brate the fifteenth anniversary 
of the Elliott-Fisher Organiza- 
tion Company at Brussels, Bel- 
gium, of which C. van Schaar- 
denburgh is the head. 


that it is a really marvellous show. When I see a cata- 
logue or have the pleasure of visiting it I will be able 
to confirm what members of the trade are exhibiting, 
but I do hear that Remington are in the Canadian 
section and that Imperial Typewriters and British 
Typewriters are also showing.—VEJ 


ADREMA CELEBRATES 25TH BIRTHDAY 
Adrema G. m. b. H., Berlin, Germany, manufacturer 
of addressing machines, recently celebrated its twenty- 
fifth anniversary. All of the 1000 men and women em- 

ployed by the large firm took part in the event. 
Adrema manufactures addressing machines of prac- 
tically every type for every purpose. Its products are 
used by large utility concerns all over the country and 
a special type has been developed which is used for 
notifying voters of coming elections, each registered 
voter having an addressing plate on file in his or her 
precinct. Still another model is employed by the Ger- 

man post office and its various branches.—ERB 
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BRUSSELS UEF ORGANIZATION IN 15TH YEAR 
The Elliott-Fisher Organization Company, S. A., of 
Brussels, Belgium, and its branches in Anvers, Liege, 
Gand, Charleroi, Luxembourg and Elizabethville in 
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the Belgian Congo recently celebrated its fifteenth 
anniversary with appropriate festivities. 

The organization was founded in 1932 by C. van 
Schaardenburgh who began his business career 
twenty-seven years ago in his native Holland as a 
salesman for Ruy’s Handelsvereeniging. Mr. van 
Schaardenburgh met many serious and difficult ob- 
stacles during the period that his business has been 
in existence. But he overcame them all and with 
characteristic thoroughness the march of progress was 
never halted and today the Elliott-Fisher Organization 
Company, S. A., stands high in the Underwood Elliott 
Fisher organization. 
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PELIKAN-WERKE HOUSE ORGAN 


Featuring an impressive typographical artistry in 
its makeup and containing many illustrations of the 
firm’s lines of pen and pencil sets, typewriter ribbons 
and other office requisites, a capital house organ 
named the “Pelikan Blatter” has been published by 
Pelikan-Werke, Hannover, Germany. 

In addition to its cover the brochure was enclosed 
in a black-bordered folder in memory of Fritz Bein- 
dorff, Jr., an executive of the company whose passing 
is reported elsewhere in this issue—ERB 





HOW THEY ADVERTISE ROYALS IN ARGENTINA.—(Left) 
Window of Cia La Camona, well-known office equipment 
house at Buenos Aires which featured the Royal typewriter 
model HM standing in front of a streamlined train indi- 
cating progress. At right is shown a batch of sixty-five 


Royals sold to the Direccion General de Suministros de la 


Provincia de Buenos Aires. From left to right are J. C. 
Hussey, assistant sales manager of Royal’s foreign de- 
partment; Frank Hesse, president of Cia Camona; George 
H. French, managing director; D. A. French, secretary. 
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REMINGTON RAND CHICAGO BRANCH SETTLED IN 
IMPRESSIVE NEW QUARTERS 

On Saturday, April 30, the Chicago offices of Rem- 
ington Rand, Inc., were located at 214 West Monroe 
street. Monday morning, May 2, the branch was open 
for business at 309 West Jackson boulevard. When it 
is realized that the removal involved 310 employes, all 
their office and shop equipment, and the extensive 
stock of Remington Rand products, ranging from office 
machines and furniture to filing equipment and sup- 
plies, full appreciation will be extended to H. Z. Schin- 
dler, office manager, who organized and superintended 
the entire moving job. 

The new offices are efficiently arranged for smooth 
and rapid work flow. A unique feature of the situation 
is that a general layout scheme was developed first 
and then a building sought that would accommodate 
the offices as laid out with a minimum of change. The 
building at 309 West Jackson boulevard proved nearly 
ideal. 

In addition to occupying the entire fourth and fifth 
floors, the new quarters include space for an employ- 
ment office on the second floor and a retail store on 
the ground floor. The square feet aggregate is 32,000. 

A tour of the new location under the guidance of 
V. E. Logan, systems division manager; D. S. Pickrell, 
tabulating machine division manager; and H. F. 
Ronan, typewriter division manager, was an interest- 
ing and pleasant experience. It is regretted that C. P. 
Thompson, accounting machine division manager, was 
out of town. 

Each of the division managers has his private office 
in one of the four corners of the fifth floor, facing the 
salesmen on his staff. Each division has its own service 
department. A central filing department serves all 
divisions. 

Starting on the fifth floor, the first department a 
visitor encounters is the cashier’s cage, where all pay- 
ments on accounts are received. At the left is an auto- 
matic telephone switchboard which handles only in- 
coming calls. All outgoing calls are dialed individually 
by the person making the call. Straight ahead and to 
the right is the general office clerical staff, under the 
direction of Mr. Schindler. All the clerical work of the 
entire branch is handled here with the exception of 
billing, which is done by the home office in Buffalo. 

The first private office visited was that of Tabulating 
Machine Division Manager Pickrell. Like the other 
private offices it is spacious and effectively furnished. 
The walls are finished with wood grained paper, com- 
pleting an attractive ensemble. In the following order, 
the offices and departments of Accounting Machine 
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Division Manager Thompson, Systems Division Man- 
ager Logan, and Typewriter Division Manager Ronan 
were visited. 

Descent to the fourth floor revealed a beautiful dis- 
play room, sufficiently extensive to offer adequate 
space to show all the products in the Remington Rand 
line. Besides the displays of typewriters, desks, visible 
record equipment, accounting machines, adding ma- 
chines, insulated cabinets and desk trays, filing equip- 
ment and safes, wood and steel desks, library equip- 
ment and supplies, etc., there is a private room for 
accounting machines demonstrations. Like all other 
demonstration rooms and the school room for Reming- 
ton machine operators, it is sound-proofed. The tabu- 
lating machine demonstration room is equipped with 
fourteen electrical outlets for both direct and alternat- 
ing current. 

Throughout the entire fourth and fifth floors the 
offices are equipped with indirect lighting fixtures. On 
average summer days little artificial light is needed 
because windows on all four sides admit plenty of 
daylight. All walls in the general offices, display room 
and shops are attractively finished in a light green. 

On the fourth floor are the stockrooms and the 
service and repair departments for typewriters, ac- 
counting and adding machines, tabulating machines 
and photographic record machines. All the repair and 
maintenance departments are provided with forced 
draft ventilation. The shipping department and gen- 
eral stockroom are also on the fourth floor. 


MARSHALL-JACKSON PARTICIPATE IN NATIONAL 
AIR MAIL WEEK 

When general announcement was given to the fact 
that National Air Mail week would be celebrated from 
May 16 to 21, Eric Behmer, store manager for the 
Marshall-Jackson Company, Chicago, felt that it would 
be a good merchandising scheme to hook up products 
with the publicity. The result was a special window 
display which included Handy Roll air mail labels 
and tape, Airliner pens, Eaton’s line of papeteries for 
air mail, air mail envelopes, etc. Appropriate signs, 
airplane models and cutouts, and appropriate red, 
white and blue decorations enhanced the attractive- 
ness of the display. 

Inside the store, the same products were shown as 
in the window display. In addition, through the co- 
operation of the Chicago office of the United Airlines, 
each store salesman was dressed in white overall uni- 
forms, (monkey suits) on the back of which were 
stitched the words “United Airlines.” 
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VIEWS AT THE MARSHALL-JACKSON STORE DURING NATIONAL AIR MAIL WEEK 


At the left is a group of M-J men lined up in front of a 
picture of a pretty United Airlines stewardess. The men are 
left to right: Eric H. Behmer, store manager; Ralph Swanson, 


and E. B. Vogt. The center picture reveals Eric Behmer at 
the cash register. At the right, Miss Joan Hall, manager of 
the fountain pen department, is aided by Ralph Swanson. 
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Window Display Service Intro- 
duced by Associated Stationers 
Supply Company 


= commercial stationer who frequently is unable 
to enjoy his evening’s recreation at the movie because 
his mind is occupied with the perplexing question as 
to how he will trim his store window the next day can 
now settle down and enjoy his entertainment without 
that worry. For, in this age of packaging and extended 
services, the day has come when the stationer can get 
his window display plans and materials—and even a 
photograph of how the finished job will look—all done 
up in a package two weeks before it is to be set. 
Moreover, he can have a different one every week. 

The service has been launched by the Associated 
Stationers Supply Company, Inc., 229 South Jefferson 
Street, Chicago. The plan is based on the company’s 
desire to render its customers a service which will 
not only save them considerable time in deciding the 
recurrent question of what to show in their windows, 
how to dress them, and when to put them in, but 
also provide the dealers with high-class, sales-pulling 
windows, planned by experts and backed by 36 years 
of experience in the business. 

Following a favorable reaction expressed by twenty 
to thirty dealers when the idea was presented last 
December, the “Associated” Window Display Plan was 
first offered to the trade in January, with the organ- 
ized service actually starting in April. The idea is 
creating much discussion and interest and excellent 
sales results are being reported by stationers already 
using the service. ; 

This service is sold on a subscription contract basis 
for twelve consecutive months. According to A. R. 
Skibbe, sales manager of the Associated Stationers 
Supply Company, all of the subscribers are high-class 
store-keeping stationers. 

The window display plan provides the dealer with 
four different windows a month, each dealer receiving 
the same material. The displays are seasonal and of 
timely interest to those of the public concerned with 
office supplies and commercial stationery. For ex- 
ample, during the first week in May everyone had 
a moving week window display, featuring things used 
in connection with moving and spring cleaning. 


The subscriber receives two sets of plans and mate- 


ONE OF THE “ASSOCIATED” WINDOW 
DISPLAYS—Each month stationers sub- 
scribing to the window display plan 
service supplied by the Associated Sta- 
tioners Supply Company, Chicago, re- 
ceive photos of four different window 
displays, with complete instructions for 
setting up similar windows in their own 
stores. Price cards and descriptive signs 
are also provided. The windows are 
timely to the seasons and uses of sta- 
tionery and office supplies. The material 
is delivered at least two weeks before 
the window is to be installed. 
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rial at a time, on or about the first and fifteenth of 
each month. The contract stipulates that he is to 
receive the following window display photographs, 
plans, materials, and information: 

1. Two photographs, size 8 by 10 inches, of mer- 
chandise window displays consisting of office supplies 
and commercial stationery. Each photo is accompanied 
by outline sketches indicating the styles, types and 
kinds of goods used in the window display photo- 
graphed. Also instructions are given as to window 
display standards or other equipment that should be 
used in connection with each display. 

2. One complete set of price and display cards and 
master signs appearing in each of the two displays 
which are photographed. The price cards state the 
price per each unit. For dealers wishing to insert their 
own prices, the service is available with the space 
for the price left blank on the price cards, the descrip- 
tive matter about the item being included, however. 
No brand names are mentioned on the cards and 
signs, thus permitting the stationer latitude in the 
particular brand of goods he chooses to feature. 

3. One complete inventory listing of all items used 
in each of the two window displays. The list gives 
complete specifications of the weights, sizes and qual- 
ities of the merchandise shown in the photographs. 
The list also includes the catalogue numbers of similar 
merchandise made by other manufacturers than those 
whose products are shown in the photograph. This 
is for the convenience of the dealer who may wish 
to substitute the particular brands which he carries, 
but in the equivalent grade, style and quality of those 
called for in the model displays. 

4. An outline sketch sheet showing placement of 
display fixtures, or other substitutes, for the back- 
ground and general build-up of the displays. This is 
accompanied by a floor plan sketch indicating the 
general arrangement of each window. 

5. Suggested dates for featuring the two current 
window displays. These dates are at least fifteen days 
ahead of the time the material is delivered. Thus, 
during the two weeks prior to the time the window 
is to be set, the stationer has ample time to check the 
inventory list and replenish his stocks if necessary, 
as well as obtain whatever manufacturers’ display 
cards may be desired. 

The displays have the virtue of flexibility, besides 
their attractiveness. Although they are planned for a 
window measuring 6 by 12 feet, each merchant can 
adapt them to fit his available space and if desired 
use his own ingenuity in adding minor embelishments. 


ATT 
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REPORT OF IMPORTANT EVENTS AND ACCOUNT OF NOTEWORTHY ACTIVI- 





TIES FOR THE MONTH 


IN EVERY DIVISION OF THE INDUSTRY 
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DANDIE TO HEAD EDISON CANADIAN OFFICE 


Walter Dandie, for fourteen years in charge of the 
company’s sales and advertising activities, last month 
was appointed general manager of the recently-cre- 
ated Toronto, Canada, office of Thomas A. Edison, Inc. 
The new organization is known as Thomas A. Edison 
of Canada, Ltd. 

Mr. Dandie takes with him a wealth of experience in 
selling and advertising. Until recently he was vice- 





WALTER DANDIE 


president of Ronalds Advertising Agency, Ltd., Toronto, 
and as such his activities extended both to Canada and 
the United States. 

In discussing plans of the new organization Mr. 
Dandie said: 

“The establishment of Thomas A. Edison of Canada, 
Ltd., will mean immediate employment of many Can- 
adians and, as our company continues to expand, 
more Canadians will be employed.” 

In addition to Ediphone sales and service divisions in 
Toronto the company will also maintain a storage 
battery division in Montreal. 


N. Y. WORLD’S FAIR ANNOUNCES ARTIST CONTEST 


A nation-wide plan whereby every artist-craftsman 
in America will be given an opportunity to contribute 
toward making the United States pavilion at the New 
York World’s Fair “the most beautiful in contemporary 
decorative art,” was announced last month. 


The announcement was made by Theodore T. Hayes, 
executive assistant commissioner of the fair commis- 
sion who said that, with the codperation of the Society 
of Designer-Craftsmen, invitations to enter the contest 
have been sent to 5000 wood and metal workers, silver- 
smiths, sculptors, tapestry designers, glass blowers and 
representatives of other allied arts. These craftsmen 
are asked to submit designs for specific phases of the 
interior decoration of the United States building, their 
individual offerings to be scanned by a jury composed 
of the standing committee chairman of each individ- 
ual craft of the Society of Designer-Craftsmen, the 
architect of the Federal building and the commissioner 
general of the United States World’s Fair Commission. 

The successful entrants will receive the gold medal 
of the society and will be afforded the opportunity of 
displaying without cost their completed and winning 
contributions as integral parts of the decorative 
scheme of the building. 
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SHEE ENDS WEST COAST VISIT 


Chick Shee, sales manager of the Oakville Company, 
Oakville, Conn., last month completed a trip to the 
West Coast, spending some time with the Charles R. 
Barry Company, San Francisco, and with Horace T. 
Hamilton, Oakville representative at Dallas, Texas. 

During his stay in Texas and his visits to the various 
towns therein Mr. Shee was highly impressed by Oak- 
ville window displays arranged by a number of promi- 
nent stationers, including the Paul Anderson Company, 
Maverick-Clarke Litho. Company, Wilson Stationery & 
Printing Company, Fulton Stationery Company, Stand- 
ard Printing & Litho. Company, The Cargill Company, 
D’Amico & Company, Vance K. Miller Company, The 
Dorsey Company, E. L. White Company and L. A. 
Barnes Company. 

Mr. Shee was accompanied by his wife, returning to 
the factory by way of New Orleans and Atlanta. 
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AUTOPOINT WINS HOWARD FORD AWARD 

The Autopoint Company, 1801 Foster avenue, Chi- 
cago, last month was named winner of the fourth 
Howard Ford award given by the Sales Managers 
Association of Philadelphia. 

These awards are given annually and are based on 
major contributions to and improvements in the 
science of sales management, reductions in distributing 
costs, etc. Judges of the contest were the Hon. Bruce 
Barton, Hugh E. Agnew, chairman of the department 
of marketing, New York University, and L. M. Boul- 
ware, vice-president and general manager of the Car- 
rier Corporation. 

C. N. Cahill is director of sales of the Autopoint 
Company. 
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VISITORS FROM ABROAD 

Among the European business men who arrived in 
United States last month were W. E. Block, director 
of Block & Anderson, Ltd., London, England; J. Adams 
Keene, chairman of the National Loose Leaf Company, 
Ltd., London; Albert Mann, director of Copeland & 
Chatterston; Henry Germark, managing director and 
Bent Olsen of Chr. Olsen, Copenhagen, Denmark. 

The firms with whom these men are connected all 
represent one or more American manufacturer of office 
equipment and supplies. The visits are for the purpose 
of making personal contact with the American fac- 
tories now represented and any others who are at 
present seeking distribution outlets in Europe. 
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BAILEY APPOINTED ROYAL MANAGER AT 
DES MOINES 

Recently M. E. Bailey was assigned the managership 
of the Des Moines, Iowa, office of the Royal Typewriter 
Company, Inc. 

Until his present appointment, Mr. Bailey was 
portable fieldman for Royal, contacting portable repre- 
sentatives in the St. Louis territory. Many years of 
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M. E. BAILEY 


experience in the typewriter industry and a reputation 
for merchandising and selling ability, have admirably 
suited him for his new duties. Mr. Bailey has been 
with the Royal Typewriter Company since 1925. 
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HAMILTON GIVES RADIO ADDRESS 

Clarence W. Hamilton, sales promotion manager of 
The Globe-Wernicke Co., Cincinnati, spoke over radio 
station WCKY Friday evening, May 27, on “What Is 
Advertising?” The talk is one of a series sponsored by 
the Advertising Federation of America and The Adver- 
tisers Club of Cincinnati, of which Mr. Hamilton is a 
member of the board of governors. 
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A. B. HOLMES RETURNS FROM EUROPE 

After a three months’ sojourn in Europe where he 
called upon the companies affiliated with the Colum- 
bia Ribbon & Carbon Manufacturing Company, Inc., 
A. B. Holmes, president of the firm returned to the 
United States last month. He was accompanied on 
his trip by Mrs. Holmes. 

Mr. Holmes spent considerable time in Italy where 
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the Columbia Company has a subsidiary factory op- 
erating under the name of Columbia Nastri E Carta 
Carbone, S.A. Travelling north through Switzerland 
and France, Mr. and Mrs. Holmes reached England in 
time for Mr. Holmes to hold the annual meeting of 
Columbia’s English affiliate, the Columbia Ribbon and 
Carbon Manufacturing Company, Limited, in London, 
of which he is chairman. In spite of unrest in a num- 
ber of European countries, Mr. Holmes reported that 
business was very good for Columbia; that their sales 
and organization were growing. He also ventured the 
opinion that European sales of the company would 
continue to be good at least for the balance of the year. 
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DALTON IS WITH BANKERS BOX 


In the May issue there was presented a picture of 
several men and women at the twelfth regional meet- 
ing at Los Angeles. In this picture W. J. (Bill) Dalton 
was incorrectly listed as being with the National Vul- 
canized Fibre Company instead of with the Bankers 
Box Company of Chicago, and the Noesting Pin Ticket 
Company, Mount Vernon, N. Y. We regret this error. 

$$ 
WRONG INSTALLATION ADDRESS 


On page 134 of the May issue appeared three pictures 
of a General Fireproofing Company installation. Due 
to an error in the information given us the installa- 
tion was reported made in the offices of the Travelers 
Insurance Company, Utica, N. Y. This was in error and 
should have read “Commercial Travelers Association of 
America, Utica, N. Y.” 

I 
WRONG PATENT NUMBER LISTED FOR 
“AIR-FLOW” CHAIRS 

In the May number of OFFICE APPLIANCES the Cramer 
“Air-Flow” all steel posture chair patent number was 
incorrectly published. The correct number is 2,054,557. 
The Air-Flow chair is a product of the Cramer Safe & 
Office Equipment Company, Kansas City, Mo. 








MEETINGS — CONVENTIONS — DINNERS 


NATIONAL BLANK BOOK HOST TO STATIONERS 

In connection with the regular monthly meeting of 
the Connecticut Valley Stationers Association, the Na- 
tional Blank Book Company, Holyoke, Mass., was the 
host at a luncheon given for fifteen members of the 
association on May 10. 

Following the luncheon the visitors were taken on 
a specially conducted tour of the loose leaf and bound 
book department of the National organization. R. P. 
Towne, who represented the company at the luncheon, 
received enthusiastic thanks of the stationers present. 

In the evening the members met for the meeting at 
the Hotel Kimball in Springfield where a total at- 
tendance of forty was recorded. President Otto 
Cavanaugh wielded the gavel and, as soon as the 
meeting was opened, introduced J. Adams Keene, of 
Great Britain who spoke briefly, bringing to the meet- 
ing the greetings of stationers in his country 

Following an address by E. Meade, Wilson-Jones 
Company, on “Stationers’ Sales for Machine Book- 
keeping” the meeting adjourned. 

ee Sc. 
ILL. CARBON AND RIBBON DEALERS MEET 

The Illinois Ribbon & Carbon Association held its 
monthly meeting on May 2 at the Atlantic hotel, 
Chicago. T. G. Roehm, Miller-Bryant-Pierce Com- 
pany, was the guest speaker and entertained his lLis- 
teners with a discussion of the various types of car- 
bonizing tissues used in the industry, with special 
emphasis on the relative merits of the domestic and 
imported grades. Twenty-five members attended the 
meeting and luncheon. 

Z — 
HARTER’S SALESMEN MEET AT STURGIS 

The members of the sales staff of the Harter Cor- 
poration, Sturgis, Mich., gathered for a conference 
at the home of Evan C. Harter, president of the 
company on April 18, 19, and 20. All of the sessions 
of the conference were held in the game room of the 
Harter home. 

Several new suites of steel chairs for fine offices 
were shown for the first time. New models of steel 
posture chairs were also displayed and explained, 
including the new Harter Self-Fitting posture chair. 
The men were enthusiastic about the sales possibilities 
of the new models. 





NEW YORK OFFICE MACHINE DEALERS MEET 


At the regular monthly meeting of the Office Ma- 
chine Dealers Association of New York in the Hotel 
New Yorker, May 12, Sam Hutter, Checkwriter Com- 
pany, Inc., chairman of the convention committee 
outlined various parts of the program being perfected 
for the coming national convention. Mr. Hutter and 
his committee have prepared a program which assures 
every conventionite of a busy, profitable, enjoyable 
stay. The membership voiced approval of the com- 
mittee’s efforts. 

President John Loser, Noiseless Writing Machine 
Service, was in the chair with Secretary A. H. Witte- 
kind at his right as Irving Richie, Adding & Bookkeep- 
ing Machine Company, chairman of the membership 
committee reported the applications and acceptance of 
three new members. This committee is to be congratu- 
lated on the splendid results obtained from their 
earnest efforts. 

The Fair Trade Act and its relation to the association 
efforts was discussed by Attorney Krauss. A general 
discussion by the membership followed. The meeting 
referred the question of appeal of their litigation to 
the executive committee, which at a later meeting 
decided to appeal the recent unfavorable finding of 


the lower court. 
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WIS-ILL CLUB HOLDS FIRST 1938 OUTING 


The Wis-Ill Club held a golf outing, May 11, at the 
Western Springs Country Club, a short distance south- 
west of Chicago. Among the guests were a number of 
Chicago stationers. A team of manufacturers’ repre- 
sentatives and one of stationers played for the Wis-Ill 
Club trophy which went to the travelers who had a total 
of 996 strokes against 1,004 for the stationers. Richard 
Vail of Vail Manufacturing Company, and Peyton 
Barkley of C. L. Barkley Company ued for low gross 
on the travelers’ team, and Mr. Vail was awarded cus- 
tody of the trophy for the manufacturers for the next 


six months. 

A number of attractive prizes were awarded. Clark 
Roland of Marshall-Jackson Company won first low 
gross, L. M. Rose of National Blank Book Company 
first low net, Irving Anderson of Chandlers’, Evanston, 
second low gross, Joe Pritchard of Pritchard Stationery 
Company, second low net. In addition to these prizes, 


HARTER SALESMEN AT THE HOME 
OF PRESIDENT EVEN C. HARTER, 
STURGIS, MICH.—Front row, left to 
right: J. A. Sweeney, Bayside, Long Is- 
land, N. Y.; A. J. Gillet, Milwaukee, Wis.; 
E. C. Harter, president, Sturgis, Mich. 
D. G. Hopkins, Sturgis, Mich. Back row, 
left to right: H. E. Montague, Sturgis, 
Mich.; W. K. Lamport, South Bend, Ind.; 
E. Stanton Harter, Los Angeles, Calif.; 
E. C. Drahmann, Cincinnati, Ohio; J. G. 
VanHorn, Sturgis, Mich.; J. W. Metcalfe, 
Seattle, Wash; R. W. Mick, Sturgis, 
Mich.; H. W. Dowd, Cleveland, Ohio; 
H. W. Lawrence, Chicago, Ill; R. M. 
Ford, St. Louis, Mo.; E. C. Roberts, Los 
Angeles, Calif.; N. R. Clifton, Boston, 
Mass.; A. A. Davis, Chicago, Ill. 
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WIS-ILL CLUBBERS ENJOYING ANNUAL OUTING 


1. Karl Castle. Weis Mfg. Co.; Tom Gillice, Rockwell-Barnes Co. 

2. Carl Lang, Binney & Smith Co.; Gordon Kickels, Globe-Wernicke 
Co.; John Hanley, Binney & Smith Co.; Ernie Lund, Englewood Blue 
Print Co. 

A aggro Consodine, Wallace Pencil Co.; Russell Carpenter, Sanford 

g. Co. 

- Gordon Westlake, Ajax Box Co.; R. J. Vojta, Frank Mashek & Co.; 
M. J. Wright, Ajax Box Co.; J. B. Holmes, Frank Mashek & Co. 

- Leonard Rose, National Blank Book Co. 

. Art Olson, Cless O. Burras Stationery Co. Inc., Oak Park: Harry 
Calvin, Wilson-Jones Co.; Eric Behmer, Marshall-Jackson Co.; G. O. 
Stevens, (with cigar pointed north) Stevens Maloney & Co.; George 
Cormack. Wilson-Jones Co. 

7. William C. Haiges, guest. 

8. A beautiful pastoral scene. Fred Fenne, Victor Safe & Equipment 
Co.. basking in a bosky dell while waiting for his partner for 
several hours. 

9. Cless O. Burras, Cless O. Burras Stationery Co. Inc., Oak Park. 
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three blind bogey prizes were awarded, first going 
to Mr. Barkley, the second to Fred Cook of Just & Son, 
the third to Dick Gingland of Esterbrook Steel Pen 
Manufacturing Company. Bob Vojta and Joe Holmes, 
both of Frank Mashek & Company, were tied for high 
gross. The low gross for guests went to Ray George of 
Tomahawk Craft Paper Company, the prize for non 
playing members to E. R. Manning. 


10. A. C. Holt. guest; Ben Powell, A. W. Faber, Inc.; John Smyth, 
Geyer’s Stationer; Ralph Maneval, A. W. Faber, Inc. 

11. Clark Roland, Marshall-Jackson Co.; Bill Schuster, National Blank 
Book Co.; Irving Anderson, Chandler's, Evanston. 

12. Eldon Just, Just & Son; Benny Allen, American Pencil Co.; Fred 
Cook, Just & Son. 

13. 4 — Service Steel Products So.; William Cox, Carter's 

°. 

14. Charles Underwood, Fulton Specialty Co.; Joe Pritchard, Pritchard 
Stationery Co.; William Boyd, Acco Products, Inc.; Harry Balch. 
Quality Park Envelope Co.; Dick Vail, Vail Mig. Co.; Dick Gingland. 
Esterbrook Steel Pen Mig. Co. . 

15. Elmer Krumwiede, G. J. Aigner Co. and Art Steel Co.; Homer Schu- 
lenberg. Horder’s. 

16. Ray George, Tomahawk Craft Paper Co.; Walter Snelling, Horder’s. 

17. Tom Scheer, Geyer’s Stationer; a A. Gilbert, Office Appliances; 
Hugh Bolles and D. S. Bell, Graver-Dearborn Corp. 

18. Fred Jones, Horder’s; Peyton Barkley, C. L. Barkley & Co. 


The chairman of the committee which arranged the 
outing is William Boyd of Acco Products, Inc. He com- 
plimented the other members of the committee: Gor- 
don Kickels of The Globe-Wernicke Co., and Russell 
Carpenter of the Sanford Manufacturing Company for 
their assistance; Ham Warnock of The Globe-Wernicke 
Co. for making arrangements with the club; Tom 
Gillice of Rockwell-Barnes Company and Ray Eichen- 
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laub of Service Steel Products Company for their help 
in handling the clerical work. The meeting finished 
with a rising vote of thanks to Mr. Boyd for the success 
of the event. 
os 
P. J. WIELANDY, SIXTY YEARS IN BUSINESS, 
HONORED AT BANQUET 

In 1878, when Paul J. Wielandy inaugurated his busi- 
ness career, things were different. His “territory” was 
largely an undeveloped country including the vast 
area within the borders of Missouri, Kansas, Nebraska, 
Oklahoma, Texas, New Mexico, Colorado, Wyoming, 
Utah and Arizona. Through all the sixty years that 
have slipped by, Mr. Wielandy participated actively in 
the rapid development of the country. It seemed ap- 
propriate to celebrate his three score years in busi- 
ness by a banquet in his honor. So one was held on 
April 26 at the Claridge hotel in St. Louis and was at- 
tended by all the directors and department heads of 
the Blackwell-Wielandy Company. It was a surprise 
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PAUL J. WIELANDY 





party, Mr. Wielandy being led to assume that he was 
going to attend a special meeting of the Municipal 
Opera Board. 

The feature of the evening was the presentation of 
a large picture, or more properly, a pictorial map 
measuring two by three feet in size and especially 
prepared for the occasion. The map was given to Mr. 
Wielandy as a memento of his early travels and 
showed the territory covered and the cities and towns 
he visited regularly during his early years as a sta- 
tionery salesman. Some of the special events of his 
career are sketched on the map at the points where 
the activity occurred. 

Mr. Wielandy was also the appreciative recipient 
of two leather-bound books, one containing the auto- 
graphs of the members of the Blackwell-Wielandy 
Company and sentiments of the Directors, and the 
other containing messages and autographs of a large 
number of friends from all parts of the country. Tele- 
grams of congratulations were read during the course 
of the evening. 

Appropriately the banquet table was decorated with 
a large center piece of beautiful spring flowers sur- 
mounted by the large numerals, “60.” A large cake, 
decorated and baked especially for the occasion, also 
graced the table. Quite naturally, the evening was 
largely devoted to the telling of anecdotes of Mr. Wie- 
landy’s career. Friends present used the map to serve 
as inspiration for their stories of “way back when.” 
Most of the reminiscences were of events which were 
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so impressively presented in the book published by the 
Blackwell-Wielandy Company in 1933, under the title 
“The Romance of an Industry.” 
Linh eaisiliedltinaas a 
STEEL EQUIPMENT COMPANY HOLDS SILVER 
ANNIVERSARY 

Featured by a delightful banquet and birthday party 
for 300 officials, employes and their families, and a 
special congratulatory section in a local newspaper, 
the Steel Equipment Company, Ltd., Pembroke and 
Ottawa, Canada, recently celebrated its twenty-fifth 
anniversary. 

It was a gala occasion in which practically every 
large industry in Ottawa took part by using the 
pages of the Pembroke Standard-Observer as a means 
of expressing congratulations to D. P. Cruikshank, 
president of the company, upon attaining its quarter- 
century mark. 

More than nine pages of the newspaper were de- 
voted entirely to the Steel Equipment Company and 
its celebration. There were stories of the company 
beginning, its growth through the years, its wonderful 
record as a munitions manufacturer during the days 
of 1914-18, and records of the business careers of 
Mr. Cruikshank and his son, Donald B. Cruikshank, 
who is treasurer of the company. 

The messages of congratulation in advertisement 
form represented a score of industries in Canada, not 
only in the office equipment field but many having no 
connection whatever with the industry. And a great 
number of these cheering messages came from other 
cities, including Montreal, Toronto, London, Wood- 
stock and New Hamburg. America was represented by 
an inspiring message from the Kilian Manufacturing 
Company, Syracuse, N. Y. 

Several photographs were included in the special 
section, chief among them being an eight-column 
illustration of three diplomas of merit won by the 
company in world wide competition and awarded for 
their exhibits at exhibitions held at Wembley, Buenos 
Aires and New Zealand. 

The big event of the celebration was the birthday 
party and banquet held in the company’s plant at 
Pembroke. With Factory Manager M. S. Fellowes pre- 
siding, the party opened with an address by President 
Cruikshank followed by brief speeches from Mayor 
A. E. Cockburn, who is a director of the company; 
Col. the Hon. G. V. White, vice-president, and a toast 
to the King by Donald Cruikshank. 

During the evening tribute was paid to six men who 
have been with the company since its inception. They 
were President Cruikshank, F. W. Bailey, superintend- 
ent; William D. Ingram, foreman; Duncan H. Jones, 
foreman; Charles E. McKnight, superintendent of in- 
stallation, and Wilfred F. McKinnon, toolmaker. 

Although Mr. Cruikshank attributes the success of 
the company to various causes, other executives freely 
give greater credit to his ability and business enter- 
prise. Of Scotch-American ancestry, Mr. Cruikshank 
was born in New York City on March 12, 1882. His 
early school years were spent at the Pottsville (Pa.) 
high school and, following his graduation from col- 
lege, he joined the Library Bureau, Boston. Following 
several promotions, he was eventually made general 
sales manager for Canada when the company estab- 
lished a branch at Ottawa. For six years he held this 
job with honor until 1913, when he founded the organ- 
ization he heads today. 

Although Mr. Cruikshank looks with pride upon the 
accomplishments of his company and the honorable 
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place it holds in the business world today, there is still 
another phase that holds the warmest place in his 
heart—the unqualified friendliness and affection that 
exists between executives and employes. In this con- 
nection he says: 

“To me, one of the most significant things about 
our happy industrial family is the fact that we have 
been in continuous operation for the twenty-five years 
(of the company’s existence) without a single shut- 
down except for legal holidays.” 

No better tribute can be paid to Mr. Cruikshank, his 
fellow executives and the company itself than the 
following, taken from an editorial in the April 28 issue 
of the Pembroke Standard-Observer: 

“This section of the Standard-Observer is devoted 
entirely to congratulating the Steel Equipment Com- 
pany, Ltd., upon the occasion of its 25th anniversary. 
It is a most important milestone, one which appeared 
somewhat distant in the beginning, but eventually it 
has been realized. The management alone knows of 
the spade work done in their early history, of the 
uphill work, of the enlargement of their plant upon 
different occasions, until the Steel Equipment Com- 
pany, Ltd., has become the largest exclusive manufac- 
turer of steel office furniture in the British Empire. 
Upon this anniversary occasion they look back at the 
initial struggles and worries with the satisfaction that 
these were overcome and they can look forward with 
the most unbounded optimism.” 

In addition to Mr. Cruikshank, his son and Mayor 
Cockburn, the other officials of the company are Sec- 
retary M. S. Fellowes, and Directors F. W. Cockburn 
and W. R. Beatty. 


o 


THE GANG’S ALL HERE.—Winners of 
the L. C. Smith & Corona Typewriters 
Inc., “Top O’ the Heap” contest recently 
ended are shown grouped for a photo- 
graph outside the company’s building 
during a three-day meeting in which 
they were guests of the organization 
and its executives. In center of the first 
standing row may be seen President 
H. W. Smith. 
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D. B. CRUIKSHANK 


to R.) M. S. 

Fellows, secretary; F. W. Cockburn; Hon. G. V. White, vice-president: 

D. P. Cruikshank, president; A. E. Cockburn, W. R. Beatty, D. B. Cruikshank, 
treasurer. 


CHICAGO TYPEWRITER MEN GUESTS OF 
MILWAUKEE GROUP 

At two o’clock Chicago daylight savings time on 
Tuesday, May 10, nineteen representatives of the Chi- 
cago Typewriter Dealers Association boarded a train 
for Milwaukee, spending a two hour riding time playing 
cards and settling world problems by conversation. A 
reception committee greeted the group at Milwaukee 
and shepherded them to the Schlitz Brewery for a tour 
of the plant. The next stop was the Milwaukee Public 
Museum where the Dietz Collection of typewriters was 
inspected with interest. Three years ago when the 
Chicago typewriter men visited Milwaukee in a body, 
the Dietz Collection was in temporary quarters and not 
nearly as extensive as it is today. Memories were stirred 
by the old machines on display, the old timers proudly 
referring to times when they “worked on those old 
babies.” 

Playing the role of hosts perfectly, the Milwaukee 
men provided dinner for the Chicago group at the 


Medford Hotel. 
nS ee 


SMITH-CORONA FETES CONTEST WINNERS 

Headed by President H. W. Smith, officials and ex- 
ecutives of L. C. Smith & Corona Typewriters Inc., 
last month played host to winners of the firm’s “Top 
o’ the Heap” sales contest winners at Syracuse. The 
event was held on May 25, 26 and 27. 

The meeting began at the Hotel Syracuse with 
an address of welcome by President Smith. Luncheon 
was served at noon and was followed by a visit to 
the company’s plant where guides escorted the visitors 
through every branch of the factory. 

The second day also included a short business meet- 


Wi Lome 
TOP 0 THE HEAPERS 
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1. Mrs. Fred Greenwood, Jack Greenwood and Fred Green- 
wood, Chicago. 

Ralph Maneval, A. W. Faber, Inc. 

Strickland Gillilan, noted humorist, conversing with Presi- 
dent J. Glenn McFarland. 

Don Brock, Chandler's, Inc., Evanston. 

Mrs. Dan Hansen, Moline, and Mrs. S. W. Beck, Elgin. 

. Elmer Krumwiede, G. J. Aigner Co., and Art Steel Co.; 
Jack Love and Will Harms, Business Equipment Co.; Bob 
Fleming, The Leopold Co.; Gene Crone, Business Equip- 
ment Co. 

Paul Svedlund, Chandler's, Inc., Evanston. 

Oscar Hug, F. S. Webster Co.; Charles F. Underwood, 
Fulton Specialty Co.; George Tynan, F. S. Webster Co.; 
Willis Mohn, Holden-Kahler Co., Cedar Rapids, Iowa; W. 
T. McFadden, Mac’s, Decatur. 


on 


Oe 
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ing after which the contest winners boarded busses 
for the Green Lake golf club where golf, baseball and 
hiking consumed the balance of the day. Busses made 
a return trip for the visitors after they ended an 
enjoyable day with an old-fashioned clambake. 

Visits to the company plants at Groton and Cort- 
land, N. Y., and a banquet completed the three-day 
meeting on Friday. 

Se 


ADDITIONAL COMMENTS ON ILLINOIS 
STATIONERS’ MEETING 

A preliminary report on the annual convention of 
the Illinois Booksellers and Stationers Association 
held at Peoria May 3 and 4, with pictures taken the 
first day, appears in the May number of this journal. 
Time and space did not permit a complete report of 
the proceedings. 

The annual convention of the Illinois group is an 
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SOME MORE SNAPSHOTS TAKEN AT THE ILLINOIS BOOK-SELLERS & STATIONERS PEORIA CONVENTION 


9. Bill Sahm, Eagle Pencil Co.; J. S. Carroll, Temple & Car- 
roll, Galesburg; C. W. Hamilton, The Globe-Wernicke Co.; 
Mrs. Carroll; Ray Eichenlaub, Service Steel Products Co.; 
William C. Nieson, Wilson-Jones Co. 

10. Harry McFarland, McFarland Office Equipment Co., Rock- 
ford; Jack Lenehan, Wilson-Jones Co. 

1l. John W. Miller, The Book Shop, Joliet; H. G. Landberg, 
Torit Mfg. Co.; John Burgess, Zion Institutions and Indus- 
tries; George Whitney, Do/More Chair Co. 

12. I. R. Cornish, Yawman and Erbe Mfg. Co., and Mrs. 
Cornish. 

13. The order keeper-uppers with persuaders. Harry Tehan, 
sentry; Matt Dillon, officer of the day, and Bill Small, 
corporal of the guard. 

14. T. L. Kornmann, Master-Craft Corp.; Mrs. Ben Hume; Karl 
Castle, Weis Mfg. Co.; Ben Hume, MacMillan Co. 


important event. It is well attended by the Illinois 
stationers. Special provisions always are made for 
the ladies. This year’s convention was the twenty- 
third, which is an excellent record for any associa- 
tion in the stationery and office equipment field. 

In his address, “Getting Better Results from Adver- 
tising,” which was the first address of the convention, 
C. W. Hamilton of The Globe-Wernicke Co., said adver- 
tising is teaching. It will not perform miracles but 
will increase sales. Good advertising stimulates inter- 
est in your store, develops a definite sense of value 
and induces customers to come back for other needs. 
Listing various forms, he recommended direct mail 
as most effective, letters second, newspapers third. 
Too many advertising pieces furnished by the manu- 
facturers which should have been mailed are on the 
dealers’ shelves. A good display window, he said, 
should be repeated after a reasonable period. Good 
mailing lists, he reminded them, were essential. They 
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Silver Topping, latest refinement of the Mimeograph 
stencil sheet, marks one more step toward perfec- 
tion of the Mimeograph Process. Users have long 
wanted it—a simple and scientific system of guide- 
lines and markings superimposed upon the face of 
the stencil sheet. Now, with hairline accuracy, the 

operator quickly and easily charts the placement of | 

typing, illustrations, form-rulings, graphs or diagrams. 

Silver Topping saves time, avoids waste, gives further 

assurance of handsome, precision prints. Cap-sheaf for 


Mimeotype, the Mimeograph stencil sheet that opened a 





new world of possibilities for duplication. One more re- 






minder that Mimeograph supplies are essential to the sur- 






| q ‘ ; 
| passing results obtainable only through the Mimeograph 
Process. For particulars write A. B. Dick Company, Chicago, 
or see your classified telephone directory for local address. 
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should be revised frequently and broken down for 
specific uses. Instead of using too many mailing pieces 
in one envelope, he remarked, write a letter on a 
special product and enclose a printed piece on that 
article. He quoted from the advertising policies of 
the late John H. Patterson, with whom he had been 
associated. He advised his hearers to give every- 
thing its place in windows at the proper season and 
to change displays frequently. They require human 
interest and should be made simple without crowding. 
He advocated that prices be displayed. 
| A. D. Flint of the Gibson Art Company followed, 
giving an excellent paper on greeting cards. They 
were extremely useful, he said, in attracting store 
traffic, this increased traffic resulting in increased 
sales in the stationer’s other lines. 
| The first afternoon and the second morning were 
| given over entirely to open discussion. On the second 
afternoon Russell Carpenter of the Sanford Manufac- 
turing Company delivered his address, “The Manufac- 
turer Believes in Illinois Dealers.” The dealer, he said, 
has helped the manufacturer to build his business. 
If the policies are not right, the dealer has a cure, for 
he can buy wherever he pleases. He said the manu- 
facturers will always try to keep the dealers’ interest 
foremost, and if policies become harmful they should 
| be changed. 
| M. T. Weingaertner of the Egyptian Stationery 
Company replied to Mr. Carpenter in his talk, “The 
Retailer Codperates with the Manufacturer.” He went 
on to say that whenever possible it was his practice 
a s | to deal with manufacturers whose policy is one of 
Th ad | 4 a x k | ES t dealer codperation, but that he preferred always to 
buy from manufacturers who did not also sell retail 
in his territory. Business for satisfactory results must 
be cooperative. 








line in the world is the line that runs 


from “Dear Sir” to “ Yours Sincerely.” ; 
: : j A departure from ordinary procedure was the 
Trains of thought are so easily broken. Especially : . : 
on flimsy ink tracks that are too often poorly laid and appointment of an Interstate Relations committee to 
cooperate with neighboring states for mutual problems 





never repaired. 

For you can't travel to your prospect's desk in your 
typewritten "train of thought" and replace a blurred 
word like a rotten railroad tie. You can't even explain 
to him what you meant to say. Explanations are al- 


such as fair trade matters, and others. Dan Hansen 
of Carlson Brothers, Moline, was appointed chairman. 
Other members are Harry Chumley of Woodworths 
Book Store, Chicago; Harry McFarland of McFarland 


ways too late. ; | Office Equipment Company, Rockford; G. O. Stevens 
And your a on can re — og’ of | of Stevens, Maloney & Company, Chicago; Jess Sutton 
ee ee ee | of Woodbury Book Store, Danville, and M. T. Wein- 

tracks, once your tracks have faded from the record. : ‘ : : 
Ilegible carbons are always discovered too late. gaertner of Egyptian Stationery Company, Belleville. 
Safeguard YOUR tracks whether on letter, or carbon, The annual banquet was an affair that will not be 
or invoice, statement, form letter or what-not. forgotten by any who participated, the outstanding 
feature being a talk by Strickland Géillilan, one of 


Switch to "The Line That Can't Be Matched." Every 
carbon paper, ribbon, can of duplicator ink is IDENTI- 
FIED, because every word and numeral in their tracks 

is just as easy of instant identification. 


America’s leading humorists. Each person attending 
the banquet was presented with an automobile road 
map atlas by Rand, McNally & Company and a book, 
“How to Enjoy an Evening,’ by Grosset and Dunlap. 


The manufacturers added much to the interest and 
A A hea A success of the meeting by exhibits of their merchan- 
dise. The exhibit halls were open morning, noon and 
evening when the convention was not in session. Sev- 
| eral manufacturers contributed by paying for space, 
although they did not display. This group includes 
Acco Products, Inc., Globe-Wernicke Co., The South- 
worth Company, Bradner Smith & Company, The 
Carbons oh Ribbons “The Line Paramount Lines, Boorum & Pease Company. 
That Can’t Manufacturers cooperated in still another way. They 
- wz, | donated hundreds of dollars’ worth of merchandise 
Duplicator Inks Be Matched which was given to manufacturers and dealers alike 
as “On Time” prizes. 
MANIFOLD SUPPLIES COMPANY Among the exhibitors were the following: Ace Fas- 
tener Corporation, J. G. Aigner Company, All-Steel- 
“Ask your PANAMA or BEAVER man’ Equip Company, American Crayon Company, Art Spe- 
188 THIRD AVENUE BROOKLYN, N. Y. | cialty Company, Associated Stationers Supply Com- 
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@ There is no economy in trying to use 
ae obsolete equipment for what competition is 
probably doing more quickly with modern 
equipment. To be modern is to make the 


best use of modern things. 


It takes an unusual office and an unusual 
man to be a 1938 success in an 1898 office. 
What better sales approach could there be 
to office modernization than the GF story 
of duty matched metal desks, each planned 
and built to aid the user in performing his 
particular duties quickly, efficiently and 


with profit to his company. 


Over forty duty matched metal desks, each 
built for a definite purpose, uniform in style 
and finish, and specific in application, make 
a GF representative welcome in every office 


concerned with speeding business transactions. 
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THE GENERAL FIREPROOFING CO., Youngstown, Ohio 


METAL BUSINESS EQUIPMENT: ALUMINUM CHAIRS © STEEL DESKS © TABLES « FILING EQUIPMENT * 
SUPPLIES * SAFES * STORAGE CABINETS « STEEL SHELVING «+ SPECIAL BUILT TO ORDER EQUIPMENT 
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pany, Automatic Pencil Sharpener Company, Binney | 


& Smith, Blue Ribbon Book, Cel-U-Dex Corporation, 
Champ Products Corporation, George F. Cram Com- 
pany, Dennison Manufacturing Company, Do-More 
Chair Company, Eaton Paper Corporation, Esterbrook 
Steel Pen Manufacturing Company, Finch & McCul- 
louch, Fulton Specialty Company, Garden City Publish- 
ing Company, General Lamp Company, Graham Paper 
Company, Greystone Press, Grosset & Dunlap, Hehn 


& Hath, Heyer Corporation, Chas. M. Higgins & Com- | 


pany, C. Howard Hunt Pen Company, Kingsley Gold 
Stamping Machine Company, Frank Mashek & Com- 
pany, A. C. McClurg & Company, Mitchell and Shuster, 
National Blank Book Company, Oxford Filing Supply 
Company, Parker Pen Company, Peerless Key-Imperial 
Manufacturing Company, Rand McNally & Company, 
Sanford Manufacturing Company, W.-A. Sheaffer Pen 
Company, Smead Manufacturing Company, S. K. Smith 
Company, Stationers Loose Leaf Company, Stein 
Brothers Manufacturing Company, Terry Penfiller 
Company, Torit Manufacturing Company, Underwood 
Elliott Fisher Company, U. S. Paper Corporation, Vic- 
tor Safe & Equipment Company, P. F. Volland Com- 
pany, The Wahl Company, Waters & Waters, Weis 
Manufacturing Company, Western News Company, 
White & Wyckoff, John C. Winston Company, Wilson- 
Jones Company, Yawman and Erbe Manufacturing 
Company. 
——————-o—___—— 


CHICAGO TYPEWRITER MEN TO PICNIC JUNE 18 


The annual all-day picnic of the Chicago typewriter | 


fraternity, sponsored by the Chicago Typewriter Deal- 
ers Association, is to be held in Linne woods, at Mor- 
ton Grove, Ill., Saturday, June 18. Happy Heigho, the 
clown, and a concertina player will be on hand all day 
long to entertain the typewriter men and their fam- 
ilies. An extensive list of prizes plus gifts and sou- 
venirs for every one are included in the special at- 
tractions. A professional orchestra will be on hand 
from 4:00 P. M. until 10:00 o’clock for those who desire 
to dance. Three soft ball games are scheduled, the 
featured fray being the tussle between the Royal Type- 
writer Company team and the International Type- 
writer Exchange aggregation at 2:00 P. M. 

Frank Marin of Typewriter Sales and Service and 
chairman of the picnic committee, says the event will 
be the biggest ever. 

gia a, 


CHANGE IN N. Y. STATIONERS GOLF SCHEDULE 


ANNOUNCED 


A change in the tournament schedule of the New | 


York Stationers Golf Association was announced last 


month by Secretary Fred G. Huber in a bulletin in | 
which he asked that the membership make a special | 


note of the switch in plans. 

According to the new set-up the game at Englewood 
will be played on June 9, and the game at Yountakah 
on August 9. Other games in the schedule will remain 
as previously arranged. 

At the game played at Oakland the standing for 
points on the seasons cups was as follows: Class A: 
J. W. Tamany, 5; N. Kremer, 5; W. D. Evans, 4; R. J. 
Urmston, 4; W. G. Gueglin, 2. Class B: H. Yager, 5; 


J. E. Neary, 5; L. J. Messina, 5; E. Payne, 3; J. | 


Petchesky, 2. 


a 
G.M.T. HOLDS GOLF OUTING 


The Gregory, Mayer & Thom organization of Detroit 
held an enthusiastic golf outing on May 21. Approxi- 


mately one hundred people participated, the attend- | 


THE BATES MFG. CO., Orange, N. J. 
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Bates 
MUN-KEE PADS 


build business for dealers 





Model 2A—A touch automatically opens the cover 


Here’s a quality item that you and 
your salesmen can demonstrate. Show 
the customer how easy it is to re-ink, 
how it will outlast any other pad; let 
him see how handsome it is, how 
quiet. This type of demonstration is 
the way to win confidence that leads 
to orders for other merchandise. 

And remember too, that the Bates 
Pad is the one that takes you out of 
competition with cheap tin box pads 
that are subject to a continual, prof- 
itless price war. 

You will be doing your customers 
a real service if you keep them 
stocked up on MUN-KEE ink. It is 
the best stamp pad ink 
that money can buy. It 







is now available in all 
popular sizes and colors 
in the newly designed 
can with silver label. 


Bates 


QUALITY PRODUCTS 


New York Office: 30 Vesey St. 


Makers of Bates Numbering Machines, Bates Staplers, Bates Indexes, 
Bates File Fasteners, Bates List Finders, Bates Eyeleters, etc. 
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No. 9000 CHAIR 


A wonderful chair for 
the price. Light, strong 
and comfortable. 












Used in offices, schools, 
cafeterias, and is a great 
chair for 
Waiting 
Rooms. 


Posture 
style 
seat. 


Stenog- 
raphers 
enjoy 
them. 


We also furnish the No. 9000-S made entirely of steel with 
perforated steel seat and steel back-rest. Also the No. 
9000-WS with wood seat and steel back-rest. 






No. 9000 
with wood seat and 
back-rest 


Cut at right | | 
shows No. 9000 | 
chair with arm- | 
rests. A very 
comfortable 
chair for those | 
who must be | 
seated for long 
periods. | i \ 

ASK FOR | | 

CATALOG sige 








No. 9000-A R 


Manufactured by 


THE TOLEDO METAL 
FURNITURE CO. 


1648 Hastings Street Toledo, Ohio 
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ance being restricted principally to members of the 
company. Prizes were furnished in sufficient number 
to provide one for every golfer. Frank H. Stevens, 
sales manager, and Jack Damp, in charge of the order 
department, had charge of the arrangements. 


The company issues a publication known as the 
G.M.T. Reporter, one of the principal objects of which 
is to create a better understanding of the application 
of the merchandise which it sells. This progressive in- 
stitution makes a thorough study of sales possibilities 
and frequently has manufacturers’ representatives ad- 
dress the members of its sales staff. The outing re- 
ferred to is one of the various means which keeps the 
organization working in smooth harmony. 


ee 


STATIONERS ATTEND SALES EXECUTIVES 
CONVENTION 


C. A. Netzhammer of Northwestern Furniture Com- 
pany, Milwaukee, Wis., and Otto Eisenlohr of the Dor- 
sey Company, Dallas, were among those present at the 
third annual convention of the National Federation 
of Sales Executives which was held in combination 
with the eighth annual Southwestern Sales Managers 
Conference in Dallas, Texas, May 19 to 21. 

Mr. Netzhammer, who reported the event during a 
stop over visit to Chicago on his way home, was en- 
thusiastic about the ideas presented at the conven- 
tion. He attended as official representative of the 
Sales Managers Association of Milwaukee. About 800 
registered, he said, 531 of whom were from outside of 
Dallas. 

The theme of the gathering was “Distribution at a 
Profit.” The speakers included well known sales man- 
agers and consultants who presented ideas and sug- 
gestions of intense practical value. Mr. Netzhammer is 
convinced that the stationery industry could profit 
greatly by participation in affairs sponsored by sales 
executives groups. 

en 


DIEHL’S CELEBRATE 29TH ANNIVERSARY 


On Thursday, May 12, the officers and board of direc- 
tors of the Diehl Office Equipment Company, Colum- 
bus, Ohio, entertained their employees and families 
with a banquet at the Columbus Athletic Club. The 
event was in celebration of the 29th anniversary of 
the founding of the business. 

During the course of the evening the following per- 
sonnel changes were announced: Leland Stanford for- 
merly of Utica, N. Y., was made manager of the store 
and Robert S. Bush was appointed manager of the 
Mimeograph department. William R. Diehl is presi- 
dent of the company and William R. Diehl Jr., vice- 
president. 
ee 
CHICAGO MANAGERS DISCUSS SUMMER BUSINESS 

AND PLAN OUTINGS 


The last business meeting of the season for the 
Office Appliance Managers Association of Chicago was 
held on the thirteenth of May at Medinah Athletic 
Club. Round table discussion included comment on 
special method of meeting summer business conditions. 
Sanford Cundall of Stromberg Electric Company was 
appointed chairman of the golf committee. He selected 
as members A. H. Foxcroft of L. C. Smith & Corona 
Typewriters Inc. who is president of the organization, 
and H.A. Tallquist of International Business Machines 
Corporation. It is expected that an outing will be held 
once a month through the summer. 





























Sell this fast-moving, 





Balanced Design line 






and increase your prof- 








its. There is a model 





and price to meet every 






requirement. 








Write for this 
FREE catalog 
containing in- 
formation about the 58 


_ sales points which will 
—about the new A-S-E line of NATIONALLY help you sell more files— 
ADVERTISED “BALANCED DESIGN” FILES oe Ly 








@ The A-S-E “Balanced Design” File Catalog contains complete 
information about an outstanding new line of files and its 58 sales- 
producing features. These features, never before obtainable, in 
total, in any one make or model, are all combined in every A-S-E \ll-Steel-Equip Company, incorporated 


’ , : 618 John Street. Aurora, Illinois 
Aurora file—a record-breaking achievement in engineering for sales. : : é f -_ 
Send me, without obligation, the new 72- 


we 


The improvements, contained in the “Balanced Design” line. page catalog of A-S-E Aurora “Balanced 


. —— : Jesign” Filing equipment. 
are such that every detail of construction, no matter how incon- | © it 


spicuous, is on a quality par with every other design feature and Vame 
mechanical part. There is no one feature you must sell to cover up {ddress saci 
the defects of other parts. City Ln ee 
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Our Duty to You, Sir! 


Everyone in the office furniture business has at 
various times in his experience done an especially 
good job. Perhaps it was selling something a little 
better than the prospect had intended to buy, but 
more suitable and economical for his purpose; 
possibly it was in laying out an office, recommending 
file equipment or in emphasizing the ability of his 

























organization in serving the user. 

Such actions and recommendations are the material 
from which success is made. The progress of the 
JASPER CHAIR CO. we believe is based on similar 
service. If we can put ourselves in the customer's 
place, if we can get his viewpoint—“‘If I were he, 
what would I want? What,” we inquire, “would be 
‘The Right Chair at the Right Price’) The right 
answer to that question, given in 
the designing of our chairs, the 
selection of materials, method of 
shaping, joining and finishing 
them, is, we believe, of positive 


assistance to our dealers 
in selling our chairs. 


JASPER CHAIR CO. lea her up- 
holstered chairs include many de- 
signs, provide choice of several 
grades and colors of leather and 
offer a price range that appeals to 
most of your trade. Consider them 


rt tb ae 


in connection with your sales efforts 
the coming season. We'll be glad to 





nol 


send you details and to have our 


oe 






representative call. 










Jasper Chair Co. 


JASPER, INDIANA 





Representatives: 


Geo. A. Litchfield, Sales Mer. R. J. Freeman, (Eastern 

505 Fifth Ave., New York, N. Y 
James S. Fowls, (Southern 
3414 Euclid Heights Blvd. S. H. MacDonald, (West 
Cleveland, Ohio Orpheum Bldg., Seattle, Wash 
E. W. Thomas, (Southwest) W. H. Brown, (Chicago-Mid west 
Box 3493 Peninsula Station 6708 Glenwood Ave., Chicago 
Daytona Beach, Fla Phone ROGers Park 3644 
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MID-WEST FILING CONFERENCE HELD 

With a number of prominent speakers in attendance 
and an enthusiastic crowd of delegates, the eighth 
annual mid-west filing conference was held in Audi- 
torium hotel, Chicago, on May 3 and 4. The convention 
was sponsored by the Chicago Bureau of Filing & 
Indexing. 

Morning and afternoon sessions were held the first 


day of the meeting and among the speakers who ad- 


dressed the assembled delegates were the following: 
Myron Hilb, W. A. Alexander Company, “Combining 
a Central Stenographic and Central File Department 
Under One Head”; J. N. Spencer, Montgomery-Ward 


Company, “Advantages and Disadvantages of Central- | 


ization of Files’; A. W. T. Ogilvie, Swanson, Ogilvie & 
McKenzie, “Physical Layout of the Files in an Organ- 
ization Occupying Several Floors’; Mrs. Isabelle Walker 
Kuehne, Edward Hines Lumber Company, “How We 
Handle Inter-branch Correspondence”; Mrs. Bernice 
Newman, Illinois State Employment Service, “The 


Value of Keeping Production Reports in a File Room”; | 


Miss Mary Quinn, Washburn Crosby Company, “Ad- 
vantages of Centralized Filing Control Over Derart- 
ment Files’; Miss Bernice Storm, Continental Can 
Company, “Cooperation Between the Files and Other 
Departments”; Miss Dorothy E. Wessel, Masonite Cor- 
poration, “Binding and Transferring of Records.” 


——_ 9-9 ——__ 


NORRIS TO HEAD INDIANAPOLIS STATIONERS 
At the annual election of officers of the Stationers 


Club of Indianapolis, held on May 10, the following 


were elected to govern the organization for the cur- 
rent year: 

President, Harold A. Norris, Levey Printing Com- 
pany; first vice-president, Harry Shockley, Bramwood 
Press; second vice-president, W. B. Brass, W. C. Brass 
& Associates; secretary, C. W. Harris, Hiller Office Sup- 
ply Company, and treasurer, M. L. Ober, Stationers, 


Inc. 
maa 


R. P. ANDREWS HONORED BY EMPLOYES 

Being aware that Ross P. Andrews, head of the R. P. 
Andrews Company, Washington, D. C., is this year 
celebrating his forty-fifth anniversary in business, 
the fifty-one employes of the R. P. Andrews Company 
entertained their ‘‘boss” at a dinner on April 27 at 
the Columbia Country Club, Washington, D. C. The 
occasion called for speeches by William N. Schaefer, 
O. P. Merryman and Francis Yates. 
himself and his fellow employes, Earl Bassett pre- 
sented a gift to Mr. Andrews. 


> 


HANSELL SALESMEN END TURKEY-BEAN SALES 
CONTEST 


Featured by a dinner at which losers were served 
beans and winners a turkey dinner, a spirited sales 
contest on Globe-Wernicke Co., files and supplies was 
recently brought to a conclusion by the sales staff of 
F. F. Hansell & Bro., Ltd., New Orleans, La. 

For purposes of the contest, which lasted nine weeks, 
the sales staff was divided into two baseball teams and 
told to go in and win. Each man was given a suitable 





In the name of | 


quota and credits were given by points, each of which | 
represented one per cent of the quota assigned. Spe- | 


cial sales meetings held during the contest permitted 
members of both teams to thoroughly discuss the 
products to be sold. 

Added amusement was given the turkey-bean dinner 
when each member of the losing team was required to 


| 


| 












BARKLEY STA-GUIDES 


owe 


OLD WAY 


POSSIBLE MISFILING 

LOSS OF FILING SPACE 
INDEX TABS ARE CONCEALED 
FOLDERS ARE RAGGED AND SLUMPED 
CONTENTS HARD TO REMOVE OR 


NEW WAY 


TABS PLAINLY VISIBLE 
CONTENTS EASILY ACCESSIBLE 
EVERY FILING INCH AVAILABLE 

TIME SAVED IN FILING AND FINDING 
FOLDERS AND GUIDES REMAIN UPRIGHT 


Barkley STA-GUIDES will fill a long needed requirement for 
a vertical file guide that will remain upright in the file and 
properly support filed records without compression. 

Because of their ingenious design STA-GUIDES will tilt only to 
the proper angle to form a convenient “V” working space for 
instant and easy removal of folders. They are economical because 
they will double the life of folders and filed records and permit 
full use of every available filing inch. 


CLEAR SPACE PERMITS 















SEND NOW... 


FOR COMPLETE INFORM- 
ATION .... AS PRACTI- 
CALLY EVERYONE OF 
YOUR CUSTOMERS WILL 
BE INTERESTED IN IN- 
SPECTING THIS NEW 
STA-GUIDE WHICH CAN 
BE USED TO REPLACE 
PRESENT TYPES OF VER- 
TICAL FILE GUIDES. 











C. L. BARKLEY & CO. 


ESTABLISHED 1921 


cManufacturers of £Filtng 


517 S. JEFFERSON STREET CHICAGO. ILI 
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present to a member of the winning team a present 
costing no more than fifty cents. 

A special guest of honor at the dinner was Conrad 
Netzhammer, Northwestern Furniture Company, Mil- 
waukee, who gave a brief but highly interesting talk 
on sales development. 

lla team 
SOUTH BEND COLLEGE OF COMMERCE HOLDS 
BUSINESS MACHINE SHOW 


Featured by a record-breaking attendance and the 
display of the latest in office machines, equipment and 
supplies, a three-day Business Machine Exposition was 
held last month by the South Bend College of Com- 
merce, South Bend, Ind. 

More than $100,000 worth of equipment was installed 
by the seventeen manufacturers who participated in 
the show according to John N. Hunter, president of 
the South Bend Association of Commerce who officially 
opened the first show of its kind the thriving Indiana 
city has ever seen. 

Admission was by ticket only, obtainable from the 
men in charge of booths maintained by the following 
companies: 

Addressograph-Multigraph Corporation, Burroughs 
Adding Machine Company, A. B. Dick Company, Dicta- 








THE OLD AND THE NEW.—Visitors at the South Bend Busi- 
ness Show made comparison between this new, streamlined 
Underwood typewriter, operated by Miss Marjorie M. Peder- 
sen (left) and the old Blickensderfer typewriter made many 
decades ago, being run by Mrs. John C. Ohnemus dressed 
in the garb of the gay nineties. Looking on (L to R) are 
Richard W. Seaman, veteran salesman, and E. B. Warner, 
owner of the Blickensderfer machine. (South Bend News- 
Times photo.) 





phone Sales Corporation, Forbes Typewriter Company, 
Indiana Bell Telephone Company, International Busi- 
ness Machines Corporation, Marchant Calculating Ma- 


THERE ARE NONE THAT COMPARE WITH 
chine Company, Monroe Calculating Machine Company, 


At J Remington Rand, Inc., Royal Typewriter Company, 


FE < Inc., Super Sales Company, Todd Sales Company, Un- 
S T A L } | t M A [ H I N E S derwood Elliott Fisher Company, Victor Adding Ma- 
chine Company. 

IN DEPENDABILITY AND LONG LIFE A special feature of the show and one which attracted 

For Standard Sta p lin g Re qu irements considerable attention was the display of a Blickens- 

derfer typewriter, made about 1890 and owned by the 

Warner Brothers farm implement store in South Bend 

which operated until 1915. The crowd also was at- 

tracted by Arthur R. Schwenk, South Bend blind inven- 

tor, who displayed his portable-silent Braille typewriter 
every part of which he made by hand. 








<2 


ACE FASTENER CORPORATION A. W. GILL & COMPANY a BUSINESS SHOW 


. The success of their first business show has led A. W. 
341 9 N. Ashland Ave., Chicago Gill & Company of Trenton, N. J., to recommend the 


Makers of nee oe patie stati ™ - ~— 
THE WORLD'S BEST STAPLING MACHINES staging of such an affair by stationers everywhere at 
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Model MA-7 Monroe Adding- 
Calculator. Equipped with 
Monroe Series 3 short-cut dials, 
electric shift, electric clear- 
ance, fully automatic division. 
And it is unbelievably quiet. 


Quality plus Service 


Monroe has always concentrated on designing rapid, easy, flexible 
machines for business figuring work. Every one is sturdily built of the 
finest materials and workmanship to meet the most exacting standards 
and to last a business lifetime. 


Moreover, from its beginning and for over twenty-five years, the 
Monroe Company has backed up its machines by providing the 
highest type of field facilities so that users of its equipment are 
assured of dependable service. The Monroe field organization con- 
sists of over 150 branch offices in the United States and representa- 
tives in all principal cities of the world. 


MONROE 


CALCULATING MACHINE COMPANY 
General Offices - Orange, New ype! J 
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“THE ACCEPTED 
STANDARD OF QUALITY” 





Bassick 


OFFICE CHAIR CASTERS 


The largest selling quality office chair casters 
in the world! 


Why — because of the patented two-level ball race design 
that gives greater efficiency and easier swiveling — because 


of guaranteed and proven satisfactory service in actual use. 


These casters and the complete line of BASSICK floor 





protection equipment are building good-will and profitable 


This BASSICK display will sell sales for leading office equipment dealers. 
QUALITY casters, and floor protec- 
tion equipment. It is available free to 
dealers stocking the Bassick line. 


CATALOG AND COMPLETE INFORMATION ON REQUEST 


THE BASSICK COMPANY °* BRIDGEPORT, CONNECTICUT 


STEWART-WARNER-ALEMITE CORPORATION OF CANADA, LTD., BELLEVILLE, ONTARIO 


Canadian Factory 
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some time during each year. Accompanying pictures 
reveal the interesting exhibit hall prepared by A. W. 
Gill & Company for visitors to inspect from April 
18 to 25. 

The show was conducted on the second floor of the 
Gill building and embraced displays of about twenty- 
five manufacturers. The participating firms included 
the following: Stationers Loose Leaf Co., Trussell 
Manufacturing Co., Boorum & Pease Co., Wilson-Jones 
Co., Acco Products Co., Wabash Cabinet Co., F. S. 
Webster Co., Diebold Safe & Lock Co., Security Steel 
Equipment Corp., Post-Index Corp., Do/More Chair Co., 
Inc., Parrott Speed Fastener Corp., Bankers Box Co., 
Sight Light Corp., Schlesinger Bros., Standard Mailing 
Machines Co., Schell Leather Goods Co., Stein Bros., 
J. K. Rishel Furniture Co., Sikes Chair Co., Stationers 
Guild of America, Vulcanized Fibre Co., Faultless 
Caster Co., A. B. Dick Co., Lockwood-Hazel Co., Gunn 
Furniture Co., Ralph C. Coxhead Corp. 

Attendance exceeded anticipation and the displays 
were particularly attractive. Many of the visitors were 
old customers and friends but a large group came who 
had never had previous contact with A. W. Gill & 
Company. The contact with the non-customers proved 
particularly valuable. 





a 


TWO VIEWS OF THE BUSINESS SHOW BOOTHS AT THE 
A. W. GILL & COMPANY EXHIBITION 


Careful planning preceeded the actual setting of 
the displays. Equipment and materials to be exhibited 
were divided into five general classifications as follows: 
Furniture, such as desks, commercial and executive; 
chairs; lamps; pads and pen sets; costumers; waste 
baskets. Filing Systems, such as steel files; wood files; 
safes; cabinets; folders and guides; cards. Loose Leaf, 
such as binders; forms; visible cabinets; visible 
binders; machine bookkeeping. Stationery, such as 
guild products; miscellaneous stationery; carbon 
paper; leather goods. Business Machines, such as 
A. B. Dick Mimeograph; checkwriters; mailing ma- 
chines; adding machines. 


Mr. Gill reports the departmentizing the show en- 
abled salesmen to handle the crowd and to station 
themselves in departments where their particular 


Many brands... many weights .. 
many colors ... many finishes .. . 
unified under our new general trade- 
mark, so that M & V experience and 
care are at once identified with what- 
ever sub-brand you may be pushing. 


THOUSAND-AND-FIVE PRODUCTS EXCEL! 


Write for Samples and Prices 


MITTAG & VOLGER,. Ine. 


Principal Office & Facteries: Park Ridge, New Jersey 


Sales Agencies in Leading Cities the World Over 











SUMMER 


The season of slow business—a good time to in- 
terest your customers in items they haven’t been 
using but which could be used to obvious advant- 
age. There is more time then to absorb sales 
talks and demonstrations. Here are a few items: 


Wabaco Storage Binders 














GPP inerate adhe 


if 


These items and many others which are described 
in our literature can be used profitably for sum- 
mer promotional effort. We'll gladly send you 
samples and descriptive material. 


(jhe Wabash Cabinet Co. 


Wabash~iIndiana. 
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training or interests lay. No direct attempts were made 
to secure orders. Demonstrations were made and prod- 
ucts application explained. Follow ups at the pros- 
pects places of business were made successfully after 
the show was over. 

—_—— rn 


DES MOINES BUSINESS SHOW HELD 
Featured by a number of fine display booths, record 
attendances, and a speed typing contest, the Des 
Moines (Iowa) Business Show was held from April 25 
to 28 inclusive. 
One of the principal displays shown at the exhibi- 
tion was that of the Storey-Kenworthy Company, 





A CREDIT TO UEF.—Miss Marian Lybert, who used her Un- 

derwood typewriter to reach a typist speed of eighty-four 

words per minute and carry off the first prize at the Des 
Moines Business Show. 


prominent stationery and office machine firm of Des 
Moines. This exhibit includes Leopold desks, DoMore 
chairs, National Blank Book Company supplies and the 
products of several other well-known companies. 

The Underwood Elliott Fisher Company was well 
represented when Miss Marian Lybert, an employe of 
the State University of Iowa, won a speed typing con- 





AT THE DES MOINES BUSINESS SHOW.—This capital booth 

was maintained by the Storey-Kenworthy Company where 

representatives of the firm played host to a large number of 

visitors who inspected Leopold desks, DoMore chairs, National 

Blank Book supplies and products of other companies in the 
stationery field. 


test on her Underwood typewriter by reaching a speed 
of eighty-four words per minute. 

Those to whom should go credit for arranging the 
show and contributing much of the success which it 
met are: Harry Russell, Office Equipment Company; 
A. P. Taylor, Dictaphone Sales Corporation; Edwin G. 
Ragsdale, Iowa Lithographing Company; C. R. Storey 
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nother ‘First’ by SHEAFFER'S 





\ 












@ Average 
User's Year's 
$3.50 (list)andup 
IN WORKING 
TOGS, (At left) $1. 
(list) with double 
length FINELINE 
lead and over- 
size, propel- 
ling, capped, 
\ reversible 

% eraser. 


(Triple the nickle ¥ 
lead unit-of-sale!) Yi 
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PENCILS AND THIN LEADS, DOUBLE LENGTH 
A NEW DEVELOPMENT THAT 


REVOLUTIONIZES 
PENCIL WRITING. 


If you can sense winners, you'll want to see this astounding new 
merchandise at the earliest possible moment— your Sheaffer 
representative will show you. 

FINELINE is a new experience in pencil writing—it is the first 
real, basic improvement in 23 years. 

The hitherto impossible thinness, and the crisp, velvet line 
made by FINELINE, mean a writing point of permanent pin- 
point sharpness — more legible carbon copies — greater ease 
in making between-line corrections. This has always been the 
goal of pencil makers, but writing pressures demand STRENGTH. 
Worked out in the laboratories of the Joseph Dixon Crucible 
Company, this STRENGTH has been achieved by a complete 
revision of manufacturing processes, and a complete change 
in the physical structure of the leads themselves. 

The result is another “first” for Sheaffer* and a great con- 
tribution to the ease of writing! 


WE SAY FINELINE WILL DO FOR PENCILS 
WHAT LIFETIME’ FEATHERTOUCH’ DID 
FOR PENS 


A great new market opens for you! More than ever, the FINE- 
LINE pencil becomes the fitting work-mate of the LIFETIME® pen. 
Surely— you can sell fine pencils at a good profit. But you 
have one more reason for selling pen and pencil sets instead 
of pens alone or pencils alone! Don't trade downward —trade 
UPWARD with FINELINE Double Length Leads and Pencils! 


NATIONAL FULL-PAGE SPECIAL POSITION ADVERTISING 


To increase the business of your pen department, capitalize 
NOW on this major pencil development. Ask your Sheaffer 
representative, or write, for full information, special FINELINE 
assortments. Don't wait! Ride the FINELINE tidal wave to greater 
pen department profits. 

W.A. SHEAFFER PEN CO., FORT MADISON, IOWA 


50 YEARS AGO —first imported mechanical pencil leads. Thick, coarse, for strength. 


23 YEARS A G O — Lead sizes come down. Progress, but not perfection. 





ie, N C) — Perfection! Sheaffer's Double Length FINELINE! THIN! ALWAYS SHARP! STRONG 


* License also granted by Joseph Dixon Crucible Co. to Rite-Rite Manufacturing Co. for industrial and commercial purposes. 
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Oxford Filing Supply Co., 340 Morgan Ave., Brooklyn, N. Y. 


Vol. 1, No. 6 





HOW TO MAKE AN EXTRA 
PROFIT ON FOLDER SALES 


Every sale of filing folders creates an 
opening for an additional sale—of Ox- 
ford Rol-labels! 


Follow it up—give it the old “one- 
two”—just don’t let that folder customer 





leave without knowing he needs Oxford 
Rol-labels to head up his folders! 


Give him a demonstration of how the 
Oxford Rol-label container sits on the 
typewriter platen while the action of the 
machine unwinds the roll. Explain how 
typed headings eliminate errors in filing, 


and speed up finding; suggest the possi- 
bilities of the seven colors for classifica- 
tion— 


—and if you have never handled this 
profitable item, send us your trial order 
today for a carton of 12 rolls, assorted 
3 each of No. R444 Buff, white, salmon, 
and blue. You’ll be surprised how many 





folcer sales can be “plussed” with Ox- 
ford rol-labels, and how often you'll be 
re-ordering. 





They Will Move 


From Your Counter 


Here is a complete file, pocket size, 
consisting of 
A sturdy red fiber expanding con- 
tainer 


60 3”x5” white ruled cards 
A set of A-Z buff guides 


All for 25c retail! That’s the 


OXFORD FILE-PAK No. 351 


size to retail at 
40c. Put up 
in counter 
display 
boxes of 
one dozen. 


Order a 
few boxes 
«, now,and put 
them out on 
your coun- 
ter. You 
can-t go 
wrong on 
this item. 


Also made in 4”x6” 





SYSTEM FOLDERS 


Stationers who know we have ’em 


sell ’em, and plenty of ’em! 


There are a half a dozen popular cor- 
respondence filing systems, and each 
system requires a folder of a special tab 
style. Many stationers are under the 
impression that these folders are sold 
only by representatives of the com- 
panies who sponsor the systems, or by 
(direct them- 


the companies sellers) 


selves. 


But not so. For if you will look on 
pages 5 and 6 of your Oxford Hand- 
book, you will see that Oxford makes 
folders for all the leading systems, at 


competitive prices. 


And if you should run across an odd 
tab folder that isn’t one of the standard 
numbers, we can always duplicate it at 


stock prices, from our line of ‘““Tabbed 





Keep These Filing 


Accessories Handy 









date-period 


\ folder sets 





Keep them on a convenient shelf in 
the store—carry samples on all calls— 
—-because no correspondence file is 
complete without them, and no salesman 
has done the whole selling job unless he 
shows the prospect who has just bought 
supplies for a correspondence file the 
following items: 
Oxford Out Guides or Out Folders 
Oxford Date Period Folder Sets 
Oxford Cross Reference Sheets 
Oxford Bulk Correspondence Folders 
We have a circular, describing these 
It’s 
colorful, concise, convincing. Just write 
us for a copy of form 63.0 Filing Acces- 


items, that you should be using. 


sories circular, and you’ll want a quan- 
tity furnished free with your imprint. 

They will do a real selling job for 
you on these high-profit accessory items, 





To Order” folders, listed at the bottom 
of page 6. 


= “yep,all 
! | ~~ 7 there!” 


What, you have no Oxford Handbook 
of Prices and Sales Information No. 36? 
Tsk, tsk. Send for your copy at once! 


ico = 





5? 


e! 
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and Arthur Kenworthy, Storey-Kenworthy Company; 
Harry Holt, Royal Typewriter Company, Inc.; Joe Pop- 
ple, Zaiser’s; C. Holley, Holley’s; B. Williams, Capital 
City Commercial College; B. J. Bristoll, Koch Bros.; 
E. O. Fenton, American Institute of Business. 

Those who made up the committee on entertainment 
were: Emil Nelson, Felt & Tarrant Manufacturing 
Company; J. A. Seabrooke, Marchant Calculating Ma- 
chine Company; John Ford, Berkowitz Envelope Com- 
pany; Edwin Barrett, Drake University, and G. H. 
Minor, M. & M. Sales Company. 


—————_—_o— 2 —__ aie 


NEW SELLING HELP FOR GF DEALERS 

A beautifully-illustrated sales presentation on the 
new Goodform Comfort Master chair last month was 
mailed to all dealer salesmen of the General Fireproof- 
ing Company, Youngstown, Ohio. The book uses a 
minimum of words and a maximum of illustration 
to develop the sales story for ‘working comfort.” 

The importance of working comfort for those in 
responsible business positions is cleverly introduced. 
This is followed by a graphic presentation of the five 
adjustments of Comfort Master which fit the chair 
exactly to the individual requirements of the user. 
By a series of double exposure photographs the five 
adjustments are clearly portrayed and easily com- 
prehended. 

The exclusive construction features of the chair are 
likewise shown in illustration. Of particular interest 
is the cut-away view of the upholstery showing how, 
by means of a perforated form, foamed rubber cush- 
ioning and mohair covering, an air-cooled condition 
is maintained in the upholstery while the chair is in 


use. 

The book which is equipped with plastic binding 
closes with a convincing sales talk on the low cost of 
working comfort as secured through the use of Com- 
fort Master. 


hil Fr 


DO/MORE PosTUR a 
— URE CHAIR 4g 





A CLEVER WINDOW LIKE THIS ON A HOT DAY MAKES 
‘EM STOP AND LOOK!—That much was obvious when The 
Stationers, Elkhart, Ind., of which A. C. Mund is the head, 
tried out the above display on the good people of Elkhart. 
The smiling and apparently very hot sun gazing down on 
the obviously cool Do-More posture chair with the “Air-Duct” 
feature prominently emphasized, reminded the passersby that 
Summer with its sweltering heat will soon be here. 


<->? 


TOLEDO METAL FURNITURE ISSUES NEW FOLDER 

Stressing the outstanding features of its Uhl steel 
roll-top typewriter desk No. 7070, a new four-page 
folder which folds to postcard size has been issued by 
the Toledo Metal Furniture Company, 1100-1200 Has- 
tings street, Toledo, Ohio. 

The folder fully describes and illustrates the unique 
desk as well as several other items made by the com- 
pany. A postcard is enclosed for the reader of the 
folder who desires additional information. 
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AMAZING!— 


Even the 10th Carbon Copy is Sharp, 
Clean, and Clear When You Use 


€EN-TR=KOTED 
CARBON PAPER 


With the Perfected Backing Sheet! 





CEN-TR-KOTED super-perform- 
ance sets new and exclusive standards 
of carbon paper service and long life! 
Rigid inspection assures absolute 
uniformity. That’s why CEN-TR- 
KOTED is more popular every year! 
It’s a real business-builder for you! 


Send for our helpful 
booklet ‘‘Carbon 
Paper Facts.” It will 
be sent to you free on 
request and will give 
you many informa- 
tive facts on Carbon 
Paper. 





An Exclusive Agency on Grand Prize 
Carbons and Ribbons in your city 
is a sure step toward greater profits. 
Write for our dealer proposition 
booklet. 





GRAND PRIZE 
‘CARBONS and RIBBONS 


/PACIFIC CARBON & RIBBON MFG. CO. 


J. Francis O’Connor, Pres. 


Head Office and Factory: 1451 Harrison St., San Francisco 
Chicago: 608 So. Dearborn St. 


Portland, Ore. 








Houston, Tex. 
Denver Seattle 


Los Angeles 
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Sxclusive Features of 


UNITED -access DUPLICATORS 


Make Your $5950 
Sales Easy 










The UNITED has Auto- 

matic, Constant Fluid Feed without the 
use of Pumps or Valves. This results in even 
CONTROLLED moistening—the most important 


factor in Direct Process Duplication 


Controlled Platen Pressure — essential for 
longest runs and best copies 

United produces a copy every turn of the 
crank—face up and flat 

Visible Fluid Level Gauge for easy filling 


Positive Stop assures perfect registration 


THE UNITED HAS ALL THE FEATURES 
NEEDED TO PRODUCE BEST RESULTS FOR 
THIS TYPE OF DUPLICATION. 


The Liquid Process has Many Advantages. 
*® Reproduces four colors at one time. 
* As clean as a typewriter to operate. 


® Fastest, cleanest and lowest cost method of 
duplication. 


® Available in two models, Hand feed at $59.50 
and Automatic feed at $79.50. 


Some desirable territories are still 
available. Write or wire for attractive 
dealer proposition. 


The UNITED LINE Is 
Sold Only Thru Dealers. 


UNITED BUSINESS MACHINES, Inc. 
515 S. Laflin St. Chicago, Ill. 
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PARKER TO LAUNCH NEW ADVERTISING 


CAMPAIGN 

Basing its action on the fact that the gift market, 
in conjunction with the graduation period, is said 
to account for sixty-three per cent of all fountain 
pen sales, the Parker Pen Company, Janesville, Wis., 
last month announced the launching of a vigorous 
new sales advertising campaign on behalf of Parker 
Vacumatic pens and matched pen and pencil sets. 

The drive will be conducted in nationally-known 
magazines and periodicals and will include four-color 
advertisements on inside covers of The Saturday Eve- 
ning Post and Colliers of certain issues. This national 






ss ak 5 college newspapers 
“Which Pen 
would You prefer as a Gift?” 


2 VACUMATIC > 


A SAMPLE OF ADVERTISING TO 

BE USED IN THE PARKER PEN 

COMPANY’S GRADUATION AND 

GIFT DRIVE ON BEHALF OF ITS 
DEALERS. 


circulation will be supplemented by other advertise- 
ments in fifty-eight big city newspapers, including 
1,000 lines in three colors, one-third pages in roto- 
gravure and one-sixth pages in roto and black and 
white. 

Following the graduation gift promotion and prior 
to school opening, the Parker Pen Company will re- 
lease institutional advertising with the company’s 
fiftieth anniversary as the theme. 


9-9 ———__— 


BURNAP-MEYER STOCK SOLD AND BUSINESS 
DISCONTINUED 
On Saturday, May 21, the entire stock of commercial 
stationery and office equipment of Burnap-Meyer, Inc., 
Kansas City, Mo., was sold by James H. Harkness, a 
Kansas City attorney appointed trustee of the business 
on April 14. Mr. Harkness operated the business for 
a little over a month before selling the merchandise to 
the Kax-Kalter Company, New York City brokers. On 
the day the stock was sold, the business was discon- 
tinued. 
Se ee 


MIAMI OFFICE SERVICE ADDS EQUIPMENT 


The Miami Office Service, in the Federal Arcade 
Building, at 37 N. W. First street, Miami, Fla., has 
added two new printing presses to its equipment. The 
business is owned and operated by Edward H. Rhodes 
and his wife, Mildred. Mr. Rhodes says that his wife, 
who knows every one of any importance in the metro- 
politan Miami trade area, gets the business, while 
he tries to make each job a good one.—JHR 
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TRANSFER CASES 


Transfer season brings many 
opportunities to sell G/W 
storage cases . . . made in 
four grades for every storage 


need : 
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TUFTEAR 
MANILA FOLDERS 
Tuftear manila folders 
FS abate MOO Mb b ats (<5 al-t- la mele) ate 
stant use... rounded cor- 
ners ... made in all styles 

roy a-ha batot- tac Mh a-Vol oS bale me 


CARD INDEX GUIDES 


Made in all styles of index- 
ing and several kinds of 
tabbing—plain, flat cellu- 
loid, flat or angular metal, 
and angular celluloid. 











Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Stee 
Service and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’. Products; Storage and Visible Record Equipment and Stcel Shelving 


THEY ALL COME BACK FOR MORE 
AFTER USING G/W FILING SUPPLIES 


Your customers will like Globe-Wernicke angular cellu- 
loid tab guides and folders because they help prevent 
filing fatigue, reduce wear and tear, speed up filing 
and save money. No stooping or bending is necessary 
to read indexing, even in the lowest drawers. 


Transparent celluloid gives full visibility to insert labels 
and protects them from becoming soiled or damaged. 
Inserts are removable making possible unlimited ex- 
pansion. Tabs are available in blue, yellow, red, 
green, orange and clear uncolored celluloid. 


The mid-year transfer season brings many opportunities 
to sell dependable Globe-Wernicke storage cases, 
folders, guides and other office accessories. Prepare 
to meet the demand for these modern business helps 
that keep office routine operating efficiently and eco- 
nomically. Send us your stock order, or write for 
catalog and prices. 


Globe-Wernicke 


Cincinnati, Ohio 
MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 





























HERE'S SOMETHING NEW! 
Crumble -Hlap 


SAFETY ENVELOPE 
For Valuable Mail 




































The CRUMBLE-FLAP Safety Seal En- 
velope offers inexpensive protection 
for valuable mail. No metal locks or 
wax seals necessary. 


It seals like an ordinary envelope by 
simply moistening the flap and clos- 
ing. BUT, if anyone tampers with the 
flap, the seal portion will crumble, 
making it impossible to attempt pil- 
ferage without detection. 


The envelope is made express style, with 
double folds top and bottom, of 32 sub. 
No. | Kraft stock. 


WRITE TODAY for SAMPLES and PRICES 


QUALITY PARK 
ENVELOPE CO. 


1 1-116 Merchandise Mart CHICAGO 


Factory at St. Paul 
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Seen and Heard 


in Southern California 


By Hobart W. Martin 
230 Avenue D, Redondo Beach 


+ furniture and equipment houses as a rule 
declare that trade is picking up. There is no boom, 
but orders are beginning to grow where none grew a 
couple of months ago. Travelers who cover the terri- 
tory from or including the Rocky Mountain states west 
to the shores of the Pacific ocean are encouraged in 
the belief that there will be better business in all office 
equipment lines despite the near advent of the vacation 
season. But what does the vacation season mean in 
the Golden State? Nothing, except to hunt, fish, live 
outdoors and take it easy for two or three weeks. A 
few people at a time are absent from their accustomed 
places, but business goes on as usual, regardless of the 


Seasons. 
ee 


Ribbon and Carbon People Meet.—The first dinner 
of the Ribbon and Carbon Dealers Association to be 
held in the Los Angeles Chamber of Commerce took 
place on Thursday, May 12, and was an interesting 
and well-attended affair. The characteristics of dif- 
ferent fibres with respect to the production of the 
several grades of ribbons were quite thoroughly dis- 
cussed. : 

Present at the meeting were President W. E. Sibert- 
son, American Ribbon and Carbon Company; C. Wal- 
ters, Grimes-Stassforth Stationery Company; Miss 
Marjorie L. Pressey, Bushnell Ribbon Manufacturing 
Company; C. Y. Milward; E. W. Billings, Jr., Winn- 
Billings Company; Robert P. Picau, California Carbon 
Paper Company; Nelson G. Ross, Remington Rand 
Inc.; C. K. Bland, Western Carbon Paper Manufactur- 
ing Company; A. M. Heck, Columbia Carbon Paper 
Company of Dayton, Ohio; H. W. Martin, OFFICE 
APPLIANCES. 

* * 7 

Lively Traveler.—Barney Alderson of the Zundel 
Seating Company, 6720 Victoria street, Los Angeles, 
and the Pronto File Corporation, same address, spent 
a fortnight recently in San Francisco and surrounding 
cities in the interest of the lines he represents. On 
the day of his return to Los Angeles, he was called to 
San Diego and some other points to complete deals 
that had arisen since his visit to Northern California. 
Business ’pears to be looking up. 


* * * 


Roberts Back From the East.—E. C. Roberts of the 
Hunting-Roberts Company, Los Angeles, returned a 
short time ago from the east. He attended a special 
sales meeting of Harter chair representatives at Stur- 
gis, Mich., and also visited the plant of the Metal Office 
Furniture Manufacturing Company at Grand Rapids, 
Mich. On the way he visited the Mosler Safe Company 
at Hamilton, Ohio. 


* * * 


Kids’ Stories Enter the Office Equipment Field.—The 
California Typewriter Exchange, 517 South Spring 
street, Los Angeles, uses a Walt Disney idea in adver- 
tising the Royal typewriter. A moving cut-out shows 
Snow White and her delicate touch upon the keys, and 
Dopey with his hammer stroke. Here is the sentence: 
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CAN OFFER: 

1 Spring -wire-and- 
trunnion card 
holder. 


4 Complete form de- 
signing service. 


5 Complete line of 


2 Four-page, folded ALL types of cabi- 


forms. nets. 
3 10,000 stock forms § Cabinets built by 
to select from. Art Metal. 


CAN[GET: 


Complete factory co-operation in selling and sales 
promotion. 


As A Postindex Dealer, you will be offering your customers 
a Visible Filing System so simple and flexible that it is easily 
adapted to the specific needs of any business. ... A system 
with six exclusive advantages that add up to unparalleled 
speed and ease in operation, doubled writing area for each 


record and vastly increased record capacity. 


Because every card lies flat in its panel and is visible at a 


}] 





town, N. Y. 
ve: Rapid Stack Model 1 barre ate 


: Drawer Cabinet Model 8 





The complete Postindex line includes the Model | Rapid Stack, 
Model 5 Flat-Book Cabinet, Model 8 Drawer Cabinets, the 
Better-Sight Index (all illustrated); Duplex Panels, a variety of 
Desk Flat-Books, Swinging Panel Files, Reference Cabinets, 
Rotary Reference Files, Wall-Bracket Reference Files, and 


tables and stands for every individual need. 


Making your customers’ business records more usable with 
Postindex will make your business more profitable. For full 
details, write Agency Division, Postindex Company, James- 


The minute you take on the Postindex Dealershiy 













glance, Postindex records are posted faster and more easily 


than any other visible files in existence—and this same sim- 


plicity makes it easy to find any record almost instantly. 


Every cabinet, every panel, every folded form is doubly, 
visibly indexed. Flexible wire-and-trunnion folders, threaded 
through the cards and snapped into the panel, keep the rec- 
ords firmly in place, in proper order and perfectly spaced. They 


can't fall out, yet they can be quickly transferred, either singly 


or in groups, with a snap of the wire. 





Above: Better Sight Index 


Below: Postindex Flat Book 


Sostindex 
Vsthle Piles 


POSTINDEX COMPANY 


Division of ART METAL CONSTRUCTION COMPANY 
JAMESTOWN, N. Y. 
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Fix travel farther. faster. and find the going a lot smoother, when you follow the straight-away 


course of public preference with Art Metal. 


There are no gaps in the Art Metal line to let you down. “‘Complete,” unfortunately, is an 
sa] . i : 
overworked and much-abused word that has been pressed into service by nearly every line of 
products that embraces a number of models. But Art Metal’s complete line of steel office equipment 


is complete in the specific dictionary sense of “lacking nothing.” 


There is nothing that any office anywhere might conceivably need in the way of steel desks. 
Do o d on] e d 
tables, filing cabinets, safes, storage cabinets, shelving units—or any combination of these—that 


you cannot find in almost endless variety in the Art Metal line. 


That’s why modern, time-saving, work-speeding Art Metal office equipment doubles and 


redoubles your selling opportunities . . . reduces selling expense . . . multiplies your profits. That 
99 also is why Art Metal is so well represented by alert dealers throughout the country. Yet your 


locality might possibly be one of the few territories still open. There is one way to find out: Write 


Agency Division, Art Metal Construction Company, Jamestown, N. Y. 


Constantly in Touch with Improved Office Methods — 1888-1938 


. travel with the 


Art Natal tne 





Art Watal 


Jamestown. New York 
U.S.A 
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the Appproamlonamd of 


MR. STERLING B. M‘DONALD 
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CONTROLLED COLOR 


For the first time in history Eagle-Ottawa 
presents a complete line of upholstery leather 
colors created with scientific accuracy ‘and 
artistic skill. Never before has a tanner re- 
tained a recognized authority on industrial 
color and design for this important work. Now 
each Eagle-Ottawa color—newly created, re- 
vised, or retained—is not only beautiful in 
itself, but is offered with thought toward its 
application in harmony or contrast with other 
materials and fabrics. 


SIGN SERVIC 


Eagle-Ottawa’s Color and Design Division 
offers each month newly created designs of 
furniture for upholstery in leather. Motor car, 
bus, airplane, and railway car interior design 
suggestions are offered at frequent intervals. 
Either for exact duplication, or as inspirations 
for other designers, these authentic creations 
by a recognized master are invaluable to 
users of upholstery leathers. 





Every user of upholstery leather—whether manufacturer or retailer of products in- 


corporating leather in their construction-—will find Eagle-Ottawa’s Color and Design 

Service genuinely valuable. Write today for complete, personal suggestions of ways 

in which this new service may be used to your advantage. \MAGEST 7 
S Y 
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“Tap like Snow White or hammer like Dopey, you type 
easily and speedily with a Royal portable. 

“Touch control instantly adapts the Royal to your 
finger pressure.” 

Zimmerman Back on Job.—P. R. Zimmerman, assis- 
tant branch manager of the Los Angeles office of the 
Underwood Elliott Fisher Company, just returned from 
Hartford, Connecticut, where he spent six weeks in the 
assistant branch managers school. 

A Young Old-Timer.—Lester L. Geil, western man- 
ager of the equipment division of the All-Steel-Equip 
Company, Aurora, Ill., recently returned from a two- 
months’ trip, during which he found an improvement 
in business. Mr. Geil also represents the Wabash Cabi- 





net Company, Tell City Desk Company and Murphy | 


chairs. 
— —>--————— 


WIS-ILL CLUB NOTES 


At Cleveland preceding the fifth district meeting | 
the Wis-Ill Club voted to have a golf outing in Detroit. 


Henry Block of General Pencil Company was appointed 
chairman of the committee to make arrangements. 
He got busy at once and showed up the next day with 
an attractive poster announcing an outing to be held 
September 8, which is Labor Day week. It is hoped 
that many of the representatives working in the fifth 
district will be able to plan ahead so as to be in Detroit 
immediately after Labor Day and participate in the 
event. 


At the meeting of Friday, May 13, the Wis-Ill Club 
members greeted Marshall Love, a manufacturer’s rep- 
resentative with headquarters in Louisville, Kv. Another 
out of towner, Homer Jacquin of Jacquin & Company, 
Peoria, was represented by a letter. Mr. Jacquin ex- 
pressed the appreciation of the Illinois Booksellers & 
Stationers Association for the assistance rendered by 
the Wis-Ill Club at the annual convention held in 
Peoria, May 3 and 4. While on the subject of apprecia- 
tion, it was deemed appropriate to give a vote of 
thanks to Bill Boyd of Acco Products, Inc., for the fine 
work he did as chairman of the Wis-Ill Club golf 
tournament committee. The event was held on May 11 
at Western Springs Country Club, and is reported else- 
where in this issue. 

An invitation was received to attend the annual 
Horder picnic, to be held on June 11 at Morton Grove, 
and put a soft ball team on the field to play the Horder 
aggregation. The “never say die” spirit that prevails 
in Wis-Ill Club teams will doubtless result in a group 
of “lambs being led to the slaughter” on the day of the 
picnic. The “lambs” might even put it over. 

In a letter to the club, Fred Schaefer of Sanford 
Manufacturing Company suggested that a Wis-Ill Club 
meeting be held in Wisconsin to promote the interests 
of the club. He pointed out that many members oper- 
ate in that area so that a meeting such as he suggested 
would be appropriate. The club’s response was ex- 
pressed in a motion, unanimously approved, to hold a 
combined golf tournament and dinner in Milwaukee 
some time during the month of July. 


* cg * 


Seven new members were added to the roster of the 
Wis-Ill Club at the meeting held on May 27. The list 
is as follows: Eugene de Kieffer, Weber Costello Com- 
pany; A. H. Labahn, U. S. Paper Corporation; W. C. 
Niesen, Wilson-Jones Company; J. F. Lydiard, Asso- 
ciated Stationers Supply Company; J. A. McKay, Wahl 








HERE’S a big reason why 
you are bound to make 
selling this fine 
Spencerian Dollar Pen: it gives 





more money 


your customers the kind of pen 
they want, at a price they 
want to pay. 


In appearance, it’s a pen that 
anyone would be proud to own- 
a pen with a smart, bevelled 
design, and a choice of eight 
handsome colors. In writing ease, 
it lives up in every way to the 
high Spencerian standard—with 
a flexible, iridium-tipped, guar- 
anteed point. 


If you want to make more 
money in dollar pens sell the 
biggest buy in dollar pens. Sell 
this fine Spencerian—displayed 
on a good-looking, colorful, free 
counter card. Order your first 
assortment now—with the usual 
dealer discount. 


SPENCERIAN PEN COMPANY 
134 Broadway, Dept. P, New York 
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BIG BUY IN S1.00 PENS 
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Announcing 


the 


PAPER-WELDER 





Uses nothing but PAPER itself. 
Requires No Refills 








Revolutionary! New! 


Actually "WELDS" paper 


Always Ready to Operate. 
Cannot Run Empty. 


Welds May Be Instantly Removed 
When Desired. 


Welds Do Not Bulk Paper 


Tremendous Savings in Filing Space 
and Postage. 


Dealers will find every office interested in this 
new and universally useful device. Be the first 
to profit in your territory. Write at once for 


prices and quantity discount. 


SERVICE INDUSTRIES, INC. | 


1078 BOYLSTON STREET | 
BOSTON, MASS. 
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Company; Paul W. Cheney, Southworth Company; 
A. C. Harper, Boorum & Pease Company. 

The activities of the Wis-Ill] Club in the Fifth and 
Sixth Districts have made it valuable to the dealers 
where it operates, to association officers and to its own 
members. Its program this year is more comprehensive 
than ever before, including participation in four con- 
ventions and various other events in which the trade 
is interested. 

<> 
NEW STORE BUILDS A NEW FRAME FOR AN OLD 
PICTURE 


A large measure of that subtle quality known as store 


| personality has found expression in the new store of 


M.S. Ginn & Company, stationers and office outfitters, 
1417 New York avenue Northwest, Washington, D. C. 
This has been achieved by giving a new frame to an 
old picture. 

Recessed wall displays in streamline design against 
a paneling of primavera wood, a light-color wood of 
hard texture with a satin finish, and paintings of the 
old masters above the ledge trim, create a character 
contrasting with the conventional atmosphere identi- 
fied with so many stores of older design. 

M. S. Ginn & Company, according to Ralph A. Mur- 
dock, vice-president and sales manager, started selling 
pencils nine years ago, in “a room hardly larger than 
a tin-cup” in the National Press building. The first 
expansion was to a location at 920 Fourteenth street, 
from which the present move was made. 

The firm now enters the office furniture field, han- 
dling filing equipment of the Corry-Jamestown Manu- 
facturing Company, and furniture by the Indiana Desk 
Company. The second floor has been selected for office 





THE NEW STORE OF M. S. GINN & COMPANY, 
WASHINGTON, D. C, 





furniture, mainly due to a rich wood paneling installed 
by a previous occupant, and which furnishes an excel- 
lent background for office furniture exhibits. The floor 
is 80 x 24 feet. 

Sixteen salesmen work out of the general offices 
which occupy the third floor of the new store. 

The new store represents improvements at a cost of 
more than $20,000. Effort has been concentrated on 
the first floor where first impressions are made. This 


| floor, 85 x 24 feet, is departmentized as to gifts, pens, 


The latter occupy the 
are highlighted with 


stationery, and leather goods. 
background of the floor but 
recessed wall displays. 

Forty feet of display cases feature the pen depart- 
ment to the right of the entrance of the store. Re- 
cessed wall cases set off this department. All wall 
backgrounds below the ledge trim are in rose pastel. 
Blue pastel is the color above the ledge against which 
large copies of famous masterpieces hang. Among 
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There are many styles and 
sizes of Globe-Wernicke 
visible record equipment 
for every record keeping 
pa-to ab bb a-baat-t oh Se f-Od-S eb a-Tol 
features have many 
distinctive advantages 
for users. 


Inexpensive visible record 
books have all the benefits 
found in cabinet type 
equipment, including 
speed of operation, perfect 
visibility and durability. 
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BLIND MAN'S BUFF MAY BE A 
DANDY GAME BUT IT SHOULD 
HAVE NO PLACE IN A BUSINESS 


Business cannot afford guesswork—it is too expensive. With 
Globe-Wernicke visible records facts needed for important 
decisions are instantly available—information about sales, 
credit, collections, accounts receivable, stock, purchases, pay- 
roll and other departments of a business. 


Cash in on the greatest opportunity you have ever had to sell 
Globe-Wernicke visible records. There is an inexpensive, effi- 
cient and economical system for every record keeping need. 
Thousands of stock forms are available and our experts will gladly 
prepare special forms upon request. Federal and state legisla- 
tion have also greatly increased the need for this equipment. 


Investigate the possibilities for making money with this profit- 
able line—there are many prospects in every community. 
Write today for information about our proposition to dealers. 


Globe-Wernicke 


Cincinnati, Ohio 


MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 
Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Steel 
and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Steel Shelving 
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Tis COMPLETE LINE 


makes it eaty to meet any need 


Sher-Man Tubular Steel Stands Da rae 
for typewriters and other office 
machines are available in eight 
general styles, each with a full 
range of models and choice of 
finishes. 


SERIES 23 


Strong, rigid tubular steel con- 
struction, with five-ply veneer top. 
With exclusive quick-acting foot 
locking device. Available with or 
without shelves—flush or raised 
—and wood or metal drawer or 
stationery cabinet. Also special 
brace stands for heavy machines. 





SERIES 24 


Tubular steel construc- 
tion with skeleton metal 
top having adjustable 
machine foot rests. 
Quick-acting foot lock- 
ing device. Also special 
brace stands for heavy 
machines. Models with 
and without shelves. 


SERIES 22 


Similar to Series 23 but 
with swivel casters or ball 
t feet in place of foot lock- 
>... ing device. 


SERIES 33 


Lightweight tubular steel 
stands with wooden tops. Rub- | 
ber tired casters on rear legs, | 
rubber feet on frontlegs. Avail- 
able with or without flush or 
raised shelves, drawer, sta- 
tionery cabinet. 


SERIES 32 
Similar to Series 33 but with / 2 
four rubber tired swivel 

casters. 























SPECIAL STANDS. Models 34 and 35 lightweight stands with 
long wooden tops. Four swivel casters or four rubber feet. 
Model 36 Sorter Tray Stand for filing and deskside reference. 
Model 25 calculator Stand. Series 6 general utility stands, 
Series 7 adjustable height stands. 


WRITE FOR CATALOG NO. 835 


with complete descriptions and listings of all models. 


SHERMAN-MANSON MFG. COMPANY 


625 SOUTH KOLMAR AVENUE e CHICAGO 
Pacific Coast Representative: C. J. Schubert, Jr., 339 E. Third St., Los Angeles 


Stock on hand for immediate delivery 


mga lil 


TUBULAR STEEL STANDS 
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; them is “Ye Olde Tyme Stacioneyre,” patron of goodly 
| sales and the N. S. A. 


The basement contains 4,000 square feet of shelving 
with sub-sidewalk elevator and a layout facilitating 
trucking and storing. 

“The first floor,” says Mr. Murdock, “is our show 
window. Here we make our contacts with the offices 
through the girls who come in for small purchases. 
That is why our street floor salesroom is of gay design. 
It has feminine appeal. Women like to shop, too, so 
we have given our dominant thought to open display. 
Our new leather goods and gift departments are traffic 
builders for women. These new departments and the 
recognition of the office girl as the starting mechanism 
of office equipment sales, I do not believe, have been 
given the consideration in the past they deserve.” 


——————_—= > 0—____ 


WRIGHT PATMAN DISCUSSES THE ROBINSON- 
PATMAN ACT 

In a 400-page book recently released, Wright Pat- 
man, co-author of the Robinson-Patman Act tells, 
“What you can and cannot do under this law.” The 
book is dedicated to American business and is, says 
Congressman Patman, “an analysis of how I believe 
business may operate legally and advantageously un- 
der the Robinson-Patman Act.” 

The book is divided into two general parts—first, a 
group of twenty-six chapters presenting interpreta- 
tions of the provisions of the Act, and second, the 
text of the Act, (actually an amendment to the Clay- 
ton Act), and printed copies of documents pertaining 
to the Act as discussed and adopted by the Seventy- 
Fourth Congress. 

The topics treated include the following: 

When Price Discriminations Are Lawful; Price Dis- 
crimination “To Meet Competition”; Who Are in Com- 
petition?; Cash Discounts and Terms of Sale; Adver- 
tising and the Robinson-Patman Act; Other Forms of 
Promotional Allowances; Brokerage Allowances; 
Transportation Charges; Free Goods and Special 
Deals; Premiums or Consumer Give-Aways; Consign- 
ment of Goods; Proportionally Equal Terms; Exemp- 
tion as to Perishables, Obsolescence, Etc.; Selection of 
Customers; Wholesalers; Cooperatives, and Pool Buy- 
ing and Selling; Application of the Act to Government 
Bids; Import and Export Sales; Contracts Made Prior 
to the Act; Constitutionality; Interstate and Intra- 
State Commerce; Means of Enforcement and Recourse 
in Event of Injury; Federal Trade Commission’s Au- 
thority to Establish Quantity Limits; Borah-Van Nuys 


| Amendment; Violations. 


The book, priced at $4.50 is published by The Ronald 
Press Company, 15 East 26th St., lew York, N. Y. 
a 
MOIR CELEBRATES 38TH YEAR WITH COMPANY 
James Moir, manager of the stationery department 
of Brown Bros., Ltd., wholesale stationers of 100 Simcoe 
street, Toronto, Ont., recently celebrated his thirty- 
eighth year with the firm. Beginning as a traveling 


| salesman, a position he held with great success for fif- 


teen years, he has traveled into all parts of Canada. 

Mr. Moir, better known as “Jim,” Keeps in close con- 
tact with the wholesale trade in the United States 
through annual visits to the trade conventions and 
other important stationery events. He is at present 
second vice-president of the Wholesale Stationers 
Association of America. 

His hobby is gardening and his sport is golf. Fra- 
ternally he is a member of the Masonic lodge and tt. 
Shrine. 






























TI 
an 


op 
Di: 


anc 
ten 
For 
Lin 
reg 


we 
Wri 
Equ 


Cust 











if- 


rs 


1 wee oe ee ~ * oneal 


(J a 
é bed a e 
di =a is 
; © ape 


The “Y and E” Supply Line is the most complete offered by 
any manufacturer today. There are literally thousands of 
opportunities for profitable sales (3,000 to be exact). The New 
Direct Vision Index, the revised Shannon line, New Direct 
Vision Expanding Card Index, the complete line of Transfer 
and Storage Cases, Empire Folders, the famous “Y and E” Sys- 
tems Division with a library of more than 500,000 Separate 
Forms and Systems. All these are but a fraction of the “Y andE” 
Line—and what’s more these are the items business must buy 
regardless of conditions. 

If these three thousand reasons don’t convince you that the 
“Y and E” Franchise will make the most money for you— 
write us. We also have over 2,000 items of Steel Office 
Equipment— giving a complete service to your prospects and 


Customers. 


FOREMOST FOR (¥ E* OVER FIFTY YEARS 





YAWMAN~»'? FRBE MFG.©. 


1059 JAY STREET * ROCHESTER, N. Y. 
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SELF FITTING POSTURE CHAIRS 


4h ARTE 
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Harter DEALERS well 
know that this wonderful 
new posture chair — abso- 
lutely self-fitting — is being 
recognized as the most out- 
standing development in 
posture chair history. The 
announcement of this new 
chair was received with wide 
acclaim by a public already 
thoroughly sold on the val- 
ue of posture seating. 


The striking thing about the 
self-fitting features of the 
new Harter chair is that they 
eliminate all need of serv- 
ice. In this new chair cor- 
rect posture and practical 
comfort are combined with 
positive self-adjustment. 

























SELF-ADJUSTABLE BACK HEIGHT 


Heretofore adjusting the back height of a posture 
chair has been an involved operation. All this is 
changed now. As indicated in the illustration, the 
back rest can be raised or lowered by turning the 
controls. 


SELF-ADJUSTABLE 
BACK REST 


With the back adjusted as to height 
the next thing is the proper placing 
of the back rest. Every acer omens k- 
er needs a somewhat different fit- 
ting — easily done with this new 
Harter chair. The horizontal move- 
ment of the back is governed by a 
control clearly indicated in the 
above illustration. 





SELF-ADJUSTABLE 
SEAT HEIGHT 


The illustration at the left shows 
how easy it is to secure the proper 
adjustment as to seat height. A par- 
tial turn of the hand control serves 
to ease the chair down to the de- 
sired height. The control is con- 
stant and positive. 


The HARTER Corporation 


SOFTEST SEAT—PERMANENTLY SO STURGIS, MICHIGAN 


Featured above is the special spring construction 

that makes the Harter seat a veritable “rest cush- 

ion.” Indeed the steel slat spring construction ac- MANUFACTURER OF THE WORLD'S FINEST Steel SEATING EQUIPMENT 
counts for the softness and comfort of these new 

posture chair seats. 


MODERNIZE=- HARTERIZE 
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J. L. McINTOSH 





James Laurence McIntosh, vice-president, and for- | 
mer president of the Dictaphone Corporation, was | 
killed May 10 when he fell from the window of his | 


office on the seventh floor of the Graybar building in 
New York City. He was forty-five years of age. 

The tragedy, which brought an end to a career 
already interrupted by ill health some time ago, was 
witnessed by a secretary of the company who entered 
Mr. McIntosh’s office in time to see him striving to 
hold to the window sill. Before the girl could summon 
aid his grasp relaxed and he fell. 

Mr. McIntosh joined the Dictaphone organization in 
1923 as assistant treasurer and won his first promotion 
twelve months later when he was appointed treasurer. 
In 1927 the additional office of secretary was given him. 

In this capacity his business day was a full one but 
he nevertheless eagerly sought to learn details of the 














THE LATE J. L. McINTOSH 


business with the result that he made his headquarters | 


at the Dictaphone factory at Bridgeport, Conn., and 
acquired a thorough knowledge of factory manage- 
ment. In addition he found time to contribute sub- 
stantially to the organization and development of the 
International division of Dictaphone. 

Ability and business acumen such as his could not 


but lead to higher posts and when L. C. Stowell, | 


the then president, resigned two years ago, to become 
an executive vice-president of the Underwood Elliott 
Fisher Company, the Dictaphone board of directors 
named Mr. McIntosh to fill the presidency. 

Mr. McIntosh’s career suffered a setback eighteen 


months ago when he was stricken with a nervous | 


breakdown, and was obliged to take a lengthy rest. 
Upon his return physicians refused to permit him to 
again assume the arduous duties connected with the 
presidency and he became a vice-president, a position 
he held with honor up to the time of his tragic death. 

Born and educated in Scotland he came to the 
United States in 1914. He studied for two years at the 
New York University and during the World War served 





in the Canadian Flying Corps for eighteen months. | 


Upon receiving his honorable discharge he became an 
American citizen. He was a member of the Office 
Equipment Manufacturers Institute, the University 
Club of Bridgeport, Conn.; the Controllers Institute of 
America, the American Management Association, the 
National Federation of Sales Executives, the National 
Management Association and the National Association 
of Cost Accountants. 

Mr. McIntosh is survived by his widow, Mrs. Cora 





More Profit for 


you with... 
COLUMBIA LINE 


Standard Grade 
APEX LINE 


Commercial Grade 


COLONIAL LINE 
Utility Grade 


ATLAS LINE 


Non-Suspension Grade 


WIDE SECTIONS 
HALF SECTIONS 
SHORT LINE 
CARD INDEX 
BANK EQUIPMENT 
SPECIAL BUILT EQUIPMENT 
STEEL DESKS 
STEEL CHAIRS 
STEEL SAFES 
RECORD SAFES 


COLUMBIA STEEL EQUIPMENT CO. 
LINCOLN-LIBERTY BUILDING 


PHILADELPHIA, PA. 
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THIS 
IDEA 


On a recent survey in large cities, we found 
that only about 60°, of the offices employing 
less than five persons were using a stapling 
machine, and the offices which were using 





stapling equipment had an average of only a 
little better than one machine per office. In 
small cities and towns the percentage was still 


less. 


Here is a market that has been sadly neglected, 
and presents a wonderful opportunity for you 
to build up a nice continual business on 
NEVA-CLOG Stapling Machines and Staples. 


Take a Model D-30 NEVA-CLOG Stapler and 
make a canvas of some office building. Dem- 
onstrate its three-way utility—let the prospect 
try it for ten days if you want to. You will be 
mighty pleased with the percentage that will 
stay sold. 





MODEL D-30 DESK STAPLER $2.25 


A new improved desk machine that sta- 


ples, pins or tacks. Efficient—dependable 
—guaranteed. Load 105—Stapling depth 
3 inches. 


NEVASLOG PRODUCTS, Inc. 


BRIDGEPORT. CONN. 
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McIntosh with whom he resided at 61 Carlton place, 
Larchmont, N. Y. 
+ k- + 


OTIS RUSSELL SMITH 

Funeral services for Otis R. Smith, vice-president 
and sales manager of The Moore Pen Company, Bos- 
ton, were held in St. John’s Episcopal church, Saugus, 
Mass., Monday afternoon May 16, where Mr. Smith had 
served as warden. 

Mr. Smith was born in Rockport April 8, 1885, and 
had just passed his fifty-third birthday. After gradu- 
ating from the Rockport High School, he started his 
business career with a department store and later with 
a tool grinding concern and in 1907 became connected 
with the manufacturing department of The Moore Pen 
Company. In 1917, owing to an accident to one of 
the sales force, he was selected to cover a territory 
temporarily. He did this so thoroughly and efficiently 
that from that time he continued in the selling or- 
ganization, later assuming charge of the selling forces 
as assistant to the president. In 1929 he was elected 
vice-president with full powers as sales manager, 
which office he has held ever since. 

During the years Mr. Smith made several trips from 
coast to coast and was well-known to all the promi- 
nent pen buyers in the country. By his uniform cour- 
tesy, cheerful disposition and absolute integrity, com- 
bined with a complete knowledge of every feature of 
fountain pen manufacturing, he made not only an 
ideal salesman but an ideal business associate and 
manager of sales forces. : 

He was at the office and kept some special appoint- 
ments with city salesmen for calls on the trade, the 
day of his death. Not feeling in his usual good health, 
he left early for his home. In changing busses at 
Malden, only some three miles from his home, he was 
stricken with a heart attack and taken to the Malden 
Hospital where he passed away shortly after. 

St. John’s Church was filled to overflowing with 
relatives and friends including large numbers from the 
city trade, the Boston Stationers’ Association, The 
Moore Pen Company, Adams Cushing & Foster, Inc., 
and the Samuel Ward Manufacturing Company, who 
came to pay their last tribute. Interment was at Rock- 
port, Mass. 

Surviving are his wife, three sons, James O., Russell 
S. and George A. Smith; two brothers, Arthur H. Smith 
of Tampa, Fla., and George E. Smith, town treasurer 
of Hamilton, Mass. 


+ - | 
MRS. ELLEN E. HEDGES 

Mrs. Ellen E. Hedges, wife of Howard E. Hedges, 
owner of the Hedges Manufacturing Company died 
at her home on April 28. In addition to partici- 
pating actively in her husband’s business, Mrs. Hedges 
was Worthy Matron of the Columbia Chapter of 
Order of the Eastern Star of Illinois. Mrs. Hedges 
is survived by her husband, Howard E. Hedges, a 
sister, Alice E. Kelly, and a brother, Harry G. Curtis, 
all of Chicago. 

+t - 
MRS. E. Z. NEWTON 

Mrs. Emily Z. Newton, president and treasurer of the 
Newell B. Newton Company, office equipment and 
printing firm of 130 Huron street, Toledo, Ohio, died 
at the Flower hospital on April 24 following a lengthy 
illness. 

Following the death of her husband, Newell B. New- 
ton, in 1925 Mrs. Newton took over the management 
of the company which he had built up for many years 
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WO! KING 


for Every STEELCASE Dealer/ 


From product to price, the Steelcase line anticipates 
every requirement. Complete in every respect, it is con- 
sistently working for every Steelcase Dealer—working for 
greater profits. 

The extra value built into every Steelcase product is just 
as apparent to buyers of office equipment as is the reason- 
able price it commands. If looks, service, durability and 
price mean anything—and they surely do—then the line 
for you is the Steelcase line. 


Shall we send you the facts—the profit facts? Address: 


METAL OFFICE FURNITURE COMPANY 
Grand Rapids, Michigan 


SIL ELCASE 


¢ 7 | | Great 














SECTIONAL BOOKCASES LOCKERS SAFES 
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into a large and well-known organization. In 1935, | 
however, she was obliged to take a less active part due | 


to illness. 
Mrs. Newton is survived by four sisters and three 


brothers.—_AK 
+ - 


JOHN F. SCHNEIDER 


John F. Schneider, fifty-three years old, a pioneer | 


in the desk manufacturing industry at Jasper, Ind., 


died on May 15 in the Norton Infirmary at Louisville, | 
Ky., death being due to a heart attack. He had been | 


in impaired health for the past two years and had 
gone to the hospital a few days before his death for 
an examination. 

Mr. Schneider had been associated with the Indiana 
Desk Company for over thirty-three years and rose to 
the position of superintendent. He started in as a 
young man as cabinet maker. At the time of his death, 
he was a director of the company. In 1929 he was 
one of five men who organized the Indiana Chair 


Company at Jasper. The other four were M. L. Wag- | 


ner, Frank J. Seng, Edward J. Beckman and the late 


Grover Salb. At the time of his death, Mr. Schneider | 


was vice-president and director of his firm.—WBC 
+ + & 
MRS. GASTON RAVISSE 


Mrs. Gaston Ravisse, widow of Gaston Ravisse, the | 
editor of Methodes (French publication dealing with | 


modern office practice) during the first few years of 
its existence, died in Rouen, France, on March 11. Mrs. 


Ravisse succumbed after enduring a painful illness for | 


several months. Her body rests in the Hersin-Coupigny 
cemetery at the side of her late husband. 

It will be recalled that Mr. Ravisse devoted himself 
to advancing the cause of efficient office equipment 
and modern office methods in France during the 
twenty years he was editor of Mon Bureau, the publi- 
cation he founded in 1910. Deepest sympathies are 
extended to the friends and associates of Mrs. Ravisse 
and to her son, Jacques Ravisse. 


tr Et 


W. T. LEYDEN 

W. T. Leyden, president of Jones & Kroeger Com- 
pany, Winona, Minn., died April 25 following a heart 
attack. Although a physician was summoned immedi- 
ately, Mr. Leyden passed away before medical aid 
could be administered. He was sixty-seven years of age. 

Born at Ottawa, Canada, on October 29, 1870, Mr. 
Leyden began his early business career with the 
Minneapolis & St. Louis railroad. After that he estab- 
lished a connection with the Franklin Typothetae in 
Chicago. 

In 1917 he went to Winona as treasurer and general 
manager of the Jones & Kroeger firm, being elected 
to the presidency in February of this year. 


oe 
E. W. SEITZ 


Edward W. Seitz, Columbus Blank Book Company, | 


Columbus, Ohio, died May 5 following a heart attack. 
He was forty-six years of age and is survived by a 
widow, three children and three sisters ——AK 


+ i 
GEORGE K. FISH 
George K. Fish, president of Dixon, Fish & Company, 
stationer and printer, 242 California street, San Fran- 
cisco, Calif., passed away April 23, aged forty-five. Mr. 
Fish failed to return home the evening of his demise, 


his son, Duane, set out to find him. He was found | ]15]] West 38th Street ° 


«<? 
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MANIFOLD 
PAPERS 





oECONY 
sHEETo~ 


WRAPPED or BOXED 
White or Colors 











Light-weights, recommended for air-mail 
correspondence or inter-office communica- 


tion include 


Luster Duplex 
Ecco Manifold 
Regent Onion Skin 
Silkweight Manifold 


Other grades in heavier weights are, of 


course, also available. 


The opportunity to present samples and 
quotations to interested dealers will be 


appreciated. 


ROCKWELL-BARNES 
ED MPANY 





Chicago 
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PRONTO 
Private 
FILE 






00 


$300 


LIST 


Red Rope Index. 


PRONTO PRIVATE FILE is ideal for both office and 
home use. A special "built in'’ compartment as illus- 
trated for insurance policies and other important 
papers. New expanding front makes it very easy to 
locate or file any record. 





Made of col olle teel, in 

ad | d rol ed stee DIMENSIONS 
1 dark green wrinkle finish. 11%" high 

Equipped with two separate 12 fe” wide 

: 6/4,” deep 
cks and keys. 








PRONTO 
Sapanding 
FILE 


Complete 
with 
Red Rope 
Expanding 
Index 


No. 612 


25 


i ennai 
LIST 
Pat. Pending 


PRONTO EXPANDING FILE an unusual executive 
file designed for keeping correspondence, invoices, 


etc., under lock and key . . . away from prying eyes. 


Made of cold rolled steel in dark green, wrinkle 
finish. Equipped with strongly reinforced, red rope, 
A to Z expanding index. 


stantial lock and key, rubber feet, and card holder. 


Sliding front makes filing easy. Equipped with sub- 


Free cuts for your own advertising folders 


PRONTO FILE CORP. 


349 BROADWAY NEW YORK, N. Y., U. S.A. 
6720 VICTORIA AVE. LOS ANGELES, CALIF. 





Complete with | 
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| dead on the floor of his office, evidently having suf- 
| fered a heart attack. He is survived by his widow; 
| his son, Duane, and his brother Dudley F. Fish. 


rt + + 


M. G. HAY 


| M. G. Hay, one of the best known wholesale and 

retail stationers in western Ontario, passed away sud- 
| denly in his London, Ont., home while listening to a 
| radio program recently. 

Mr. Hay was prominent in the trade throughout 
Canada, having operated stationery stores in London, 
Ridgetown and St. Thomas. He was a past worshipful 
master of St. Thomas Masonic lodge, No. 44, and a 
member of Mocha Temple Shrine, London.—SJL 


+ bk + 


| FRITZ BEINDORFF, JR. 

Fritz Beindorff, Jr., long associated with the firm 
of Gunther Wagner in the management of the Pelikan- 
Werke, Hannover, Germany, died February 7 follow- 
ing a brief illness. He was forty-seven years of age 
and was considered one of the most progressive busi- 
ness men in the office equipment manufacturing field. 
—ERB 


rt it + 


C. A. BUELL 

Dr. C. A. Buell, former owner of the Springfield Type- 
writer Exchange, Springfield, Mo., died last month at 
| Pontiac, Mich., at the age of seventy-three years. 

Ill health forced Dr. Buell to sell his business in 1928 
at a time when he was a dealer in Woodstock, Royal 
and L. C. Smith typewriters. He also maintained a 
large stock of office machines and equipment. 

Dr. Buell is survived by his widow, two sons and 
three grandchildren. At the time of his passing he 
was living with a son, C. R. Buell, who is maintenance 
inspector for Remington Rand, Inc., in Pontiac. 


+ k & 
C. E. MOYER 
Charles E. Moyer, proprietor of a stationery business 
| in Omaha, Neb., for many years, died last month fol- 
| lowing a long illness. He was eighty-four years of age 
and, with Mrs. Moyer, would have celebrated his 
golden wedding anniversary in a few months. 

Born at Lockport, N. Y., Mr. Moyer went to Omaha 
in 1883. He operated the Moyer Stationery Company 
for a considerable period, retiring in 1927. Surviving 
him is his widow, Mrs. Catherine Jane Moyer, and a 
brother, Fred D. Moyer of Lockport. 


rT + 
FRANK WATERMAN’S PASSING 


With the recent passing of Frank D. Waterman, 
whose death was reported in the May issue, there 
comes to light a host of additional facts concerning 
his business career and life. Much of this material, 
presented now, was not available at the time of closing 
the May number. 

A delightful episode in the life of the late Mr. 
Waterman was an explanation given by him of the rea- 
son his uncle, L. E. Waterman, entered the fountain pen 
business. The uncle, Mr. Waterman said in a news- 
paper interview less than two years ago, was an insur- 
ance salesman and went about his business armed 
with a crude and leaky instrument which passed mus- 
ter for a fountain pen in those days. After a great 
deal of trouble and persuasion the uncle closed a deal 
for a large policy with a prospect. And then trouble 
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Prime Your Sales Pump 
With This FAS7 Seller 


From MURPHY! < 
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Write for full details 
and attractive prices! 


@ Dealers tell us that when this new 
Murphy steno chair is put out on 
trial it almost invariably results in a 
sale. We think this backs up our 
statement that it is the most comfort- 
able posture chair ever built. Besides 
a sale and neat profit on this number 
alone, reports show that it helps to 
open the door for good orders on 
other Murphy office chairs. It comes 
in five different models to suit every 
preference. It has 8 special features 
that can really “talk.”” What's more, 
we furnish striking dealer literature 





No. 7235 (above in cir- 
cle). Back has adjustment 
for height and _ tension. 
Form fitting posture 
shape. Scooped seat ad- 
justable in height and 
form. Self-lubricated cast- 
ers. No grease or dirt. 

No. 7235-8. Has re- 
movable channel leather 
or imitation pad back for 
Sere tore ters; Also, send for our fully illustrated 

No. 8239. Has hand- > . i n 
an =, =. catalog and generous profit plan or 
back. Other features same the complete Murphy line. Don’t 


as No. 7235. oni lal _? 
Ne esti Hes emeccth 4 WHI. Write today! 

type of upholstered back. 

Other features same as 

"Ne 82 MURPHY CHAIR COMPANY, INC 
padded upholstered aye ’ : 
seat. Same chair in all 

other features as No. 7235. OWENSBORO, KENTUCKY 
There’s no substitute for the rich warm 
beauty of office furniture made of wood! 


clinch sales. Investigate this proven 
sales builder now! 


No. 8235. Has deeply 
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PITMAN’S PHONETIC ORTHOGRAPHY 


Since the day when in 597 A. D. St. Augustine, in 
introducing Christianity to the Anglo-Saxon, imposed 
the Roman alphabet on their language, there has been 
difficulty in making the alphabet of the Romans do 
the work of printing the English language. While the 
Roman alphabet with only five vowel signs and two 
diphthong signs was probably adequate for Latin, it 
has fallen short as the written medium of expression 
for Anglo-Saxon and modern English—mainly because 
English has at the very least sixteen vowels and diph- 
thong sounds. 

Hence, the brochure entitled “Pitman’s Phonetic 
Orthography,” prepared by I. J. Pitman in collabora- 
tion with Charles E. Smith, should interest not only 
those in the teaching profession but others concerned 
with the production and sale of the printed word. 
The research work of Mr. Smith has made him widely 
known for his other valuable contributions in this 
field. He has been connected with the Underwood 
Elliot Fisher Company for many years. He was one 
of the first advocates of the touch system of typing 


' and has written several books on touch typing courses. 


and window displays on it to help you | 


UAPHY GHAI | 


The present work introduces a system employing 
modern phonetic principles within the framework of 
existing orthography, with the twofold purpose of 
facilitating the teaching of reading to children, adult 
foreigners, and members of backward races, and also, 
according to the authors, serving as “a halfway stage 
towards the real solution which must ultimately come 
—the acceptance of a modern alphabet designed in- 
telligently for the English language.” 

This system of Phonetic Orthography has adopted 
from Isaac Pitman’s shorthand system his framework 
of grouping vowels and diphthongs, with the adjust- 
ment of additional vowel material. It, however, pre- 
serves the word and sentence form. 

The framework of six pairs of vowels is related to 
the six colors of the spectrum. Thus phonetic clues 
are given by the vowel color tones. Lack of stress is 
shown by a small white space at the bottom of the 
letter. Consonants are shaded or hatched with black 
and white lines at the base of the letters, according 
to their relationship to pronunciation. Various com- 
binations and examples are cited in this most interest- 
ing exposition. 

The authors declare that, “Because of our existing 
orthography, all attempts to base the teaching of 
reading on a logical relation between sound and letter, 
hearing and sight, eye and mouth, have hitherto been 
impossible.” They contend that until we reform our 
spelling, the problem will always remain, to be solved 
by each teacher in his own way. 

The suggested system is not claimed as a panacea, 
but is offered as a logical basis for the teaching of 
reading. 

Copyrighted in Great Britain, the brochure is pub- 
lished by Sir Isaac Pitman & Sons, Ltd. 


a eee 


DILLARD BECOMES BROWN DISTRIBUTOR 


The Dillard Paper Company, Greenville, S. C., last 
month was appointed a local distributor by the L. L. 
Brown Paper Company, Adams, Mass., to handle its 
line of Brown’s Linen Ledger, a 100 per cent new 
white rag permanent record paper. The Dillard or- 
ganization already has the agency for this grade as 
well as Greylock Linen Ledger, in Greensboro and 


Charlotte, N. C. 
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ALL CHROMIUM machine on ALL STEEL Cash Drawer 


A beautiful, de-luxe cash register combination for specialty shops, department stores, 
beauty parlors, etc. Harmonizes with the finest store fixtures. There is an R C Allen 
Cash Registering Machine to fit any business. Indicates sales by department (also by 
clerks if desired), registers cash and charge sales, also “Paid Out” and “Received on 
Account” items. Complete bookkeeping system included. Priced from $125 to $250. 
Wood drawer optional. (Chromium finish $10.00 additional.) 


Write for descriptive folder No. CD 212 
ALLEN CALCULATORS, INC., 22 E. 40TH ST., NEW YORK CITY 
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Senate Chamber 


Special Steel Desks 
State House, Oklahoma City 











** | AILORED to fit the need” is most expressive of the planned 
4 equipment installations of SECURITY STEEL. To attempt to 


* illustrate or explain the wide range of planned equipment 


SECURITY engineers are capable of furnishing is a difficult task. 








A glance at the profusely illustrated Planned Equipment Section 
SECURITY 


Steel Products Of our general catalog is convincing. It graphically illustrates the 
a results that can be obtained by SECURITY cooperation. 


Filing Cabinets 

Desks and Tables 

sesesin ht oaag Send today for catalog and available territory. 
ransier Ases as e « be 


Shelving 


ramed tai SECURITY STEEL EQUIPMENT CORPORATION 


ment 


Visible Equip- AVENEL, N. J. 
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developed. First the pen refused to write and then | 


it dropped huge blots of ink all over the insurance | 


application. That sale was lost and Mr. Waterman | 
then and there determined to make a real fountain | 


pen. The L. E. Waterman organization of today is the 
result. 

Mr. Frank Waterman’s activities were varied during 
the last decade of his life. He was elected president 
of the New York Homeopathic Medical College and 
Flower hospital board of trustees, and was responsible 
for bringing to a successful conclusion a fund cam- 
paign for the institution. He was also instrumental in 
bringing to the United States the Oberammergau play- 
ers to present their famous Passion Play. 

During the worid war he was chairman of the War 
Savings Committee of New York County and was 
one of the organizers of the Four Minute Men whose 
purpose was to stimulate patriotism and the sale of 
government bonds. 

His philanthropic activities were many. He once en- 
dowed a school in Florida—a state in which he held 
unusual interest—and in 1935 gave a splendid park to 
the town of Kankakee, Ill., near Altorf where he was 
born. 

Mr. Waterman, who is survived by his widow, Mrs. 
Helen Louise Huson Waterman, and two sons, Frank 
D., Jr., and Elisha H. Waterman, was a member of the 
Union League Club, the Lotos and the Pilgrims, the 
National Society of Puritan Descendants and Chan- 
cellor Walworth lodge, F. & A. M. Up to the time of 
his death he resided at 655 Park Place, New York City. 


t hf 


EDWARDT T. AHERN 


Edwardt T. Ahern, shipping clerk at San Francisco, 
Calif., for the Eaton Paper Company, passed away 
May 2, following an operation. He had been connected 
with the branch since its founding, twenty-three years 
ago. He is survived by his brother and sister. 


tt +f 


JOHN WALKINSHAW 
John Walkinshaw, fifty-four, head of an office equip- 


ment company bearing his name at Edmonton, Alberta, | 





Canada, died recently in that city. He was a former | 


manager of the Saskatoon branch of the Willson Sta- 
tionery Company.—SJL 


SS nen 


INVINCIBLE OPENS DETROIT OFFICE 


As a means of assisting dealers to further sales of 
its line of office furniture, the Invincible Metal Furni- 
ture Company, Manitowoc, Wis., last month opened a 
sales office in the Dime Bank building, Detroit. Al- 
though a complete sample display is to be maintained 
the company will not change its policy of making sales 
only through dealers. Charles T. Schnell is manager 
of the Detroit branch. 


ee — 


LAKELAND, FLORIDA, CELEBRATES 


From A. E. Howell, we have received a copy of a 
special edition of the Lakeland News celebrating the 
progress of the Florida community. Mr. Howell, widely 
known as a business school executive in Michigan, is 
now a partner in the Webb Business University, Lake- 
land. Leafing through the thirty-two page edition of 
the newspaper he has sent, leads us to believe that he 
has a right to be proud of the thriving community of 
which he is now a permanent citizen. 
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STURDILY CONSTRUCTED 
FOR REPEAT ORDERS... 


CANCO baskets are made of extra-heavy 
metal, stout and strong... and they keep 
their good looks a long, long time. In fact, 
their longer life cuts replacement costs, 
wins customer reorders. They are faster 
selling, enabling you to turn over your 
stock more rapidly. 

CANCO baskets are attractively litho- 
graphed in a variety of colors and hand- 


some wood finishes that blend with any 


furniture. 


Why not learn more about this attractive, 
economical line? Write Canco today for 


prices and information. 


Galvanized Ware Department 


AMERICAN CAN COMPANY 


CITY PARK AND HAMILTON ST., TOLEDO, OHIO 
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THE DE LUXE 
Pat. Nos. 2,118,00i—!,946,516 


Mid-Year 
Jransfer Jime 


Gs Here! 
TRANSFILE go 


STEEL REINFORCED CORRUGATED FILES 


It's time to check your customer's filing and storage require- 
ments for mid-year transfer. And, it's time to check your 


stock of TRANSFILE corrugated Files to be sure you are ade- 





quately supplied to take care of these demands. 


When you sell TRANSFILE you always have just the file for the 
purpose. No sales need be lost or customers disgruntled. 


There is a TRANSFILE to meet every purse and purpose. 


TRANSFILE Board Files do a better job for a longer time, yet 


they cost no more. They will make money for you, too. 











FILING SUPPLIES | Note how neat and trim 


TRANSFILE Files stack and Inter- 


Go right after those big orders. You can get them lock into rigid batteries. Placed 
on Sanitary Legs (see below) 


with the GUSSCO complete line of Filing Supplies. : 

é ; they look and act like your reg- 
Of good quality, priced to get the order, you have | ular steel equipment. 
as good a chance as the next one to land the | 
order. Our dealer service makes lasting friends. 


Try GUSSCO this season. 














GUIDE SYSTEM & SUPPLY COMPANY 


335 CANAL STREET NEW YORK, N. Y. 
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OFFICE EQUIPMENT CO. IN NEW LEXINGTON 
STORE 

Marking the second anniversary of its launching, the 
Lexington, Ky., branch of the Office Equipment Com- 
pany, Louisville, last month moved into a newer and 
larger store at 128 West Short street. 

The new store is well-lighted and ventilated in its 
new location which formerly housed the city’s Central 
fire station and was thoroughly modernized and reno- 
vated before the company moved in. There is a fine 





OFFICE EQUIPMENT CO.’S NEW STORE 


front of modern design with large show windows flank- 
ing a central entrance. The store is eighty-four by 
forty-four feet with walls, pillars and ceiling in white 
trim and floors of hardwood. Practically all of the 
store is devoted to merchandise with a section in the 
rear for offices and repair department. 

In the large and diversified stock are Royal typewrit- 
ers, Do-More chairs, Shaw-Walker lines, A. B. Dick 
Company Mimeographs, Imperial desks, School Sta- 
tioners Corporation supplies, Ace fasteners, Acme vis- 
ible equipment, Jasper chairs and Churchill school and 
janitor supplies. 

The store is under the general management of Harry 
T. Moss, vice-president of the company, witn Leslie 
Key as store manager. 

rr 


EDIPHONE BALTIMORE OFFICE MOVES 

The Baltimore office of the Ediphone Corporation 
last month moved into new quarters in the Profes- 
sional building, 330 North Charles street, where it 
will occupy the front second-floor suite. 

In addition to the second floor quarters the com- 
pany branch, which is under the management of 
Ray Bartholdi, will also maintain a large storage and 
service department in the building’s basement. 

The Ediphone has been represented in Baltimore by 
the Ediphone Corporation—a subsidiary of Thomas A. 
Edison, Inc., since January 1, 1936. From this office 
the entire state of Maryland is served. 

Other offices in the eastern district which are all 
direct factory branches are Ediphone Corporation, 
Richmond, Va.; Ediphone Corporation, Roanoke, Va., 
and Thomas A. Edison, Inc., Washington, D. C. 


_—__»—< 2 — 


NASSAU PEN CORP. TO CEASE USING TERM 
“LIFE-TIME” 

Under a Washington, D. C., May 4 dateline the fol- 
lowing news item appeared in the May 5 issue of the 
New York Times: 

“Nassau Pen & Pencil Corporation, 116 Nassau 
street, New York, has entered into a stipulation with 
the Federal Trade Commission agreeing to discontinue 
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73% 


OF THE RECORD PROTECTIVE 
DEVICES IN USE TODAY ARE 


Mr. Dealer — 


This percent might be higher in your terri- 
tory, and with the sales helps that we are 
prepared to give you, yours should be the 
lion’s share of this replacement business. 


Better Protection 
EILIN 
"Jhe DEALERS LINE” 
Are Easier to SELL 





Meilink Safes are Built in numerous sizes 
in one, two and four hour grades. 


The interior equipment is made up of 
shelves, partitions and drawers and may be 
arranged to fit your customers individual 
requirements. 





Meilink Security Chests and Val-U-Vaults are 
in demand by summer vacationists to protect 
their valuables in their absence. 


Check your stock of these fast selling items— 
if short order today. 











If you are not selling Meilink protective 
devices write today for our dealer proposition. 


More and Easier Safe Sales 


MEILINK STEEL SAFE CO. 


TOLEDO OHIO 
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Eyelets inserted and 
fastened in counter- 
sunk holes in_ top 
metal after binding. 


Drawn steel end-caps, 
nickel plated and highly 
polished — assembled 
after binding and fast- 
ened in place by means 
fluted 


Standard inner _ sections 
are added to chain-posts 


to increase capacity. 


















Thimbles to guide 
chain- posts in and 
out of tube. | 








Right - and - left - hand 
screw-rod to move 
chain- posts in and 


Right-and-left-hand 
blocks to move 


chain-posts in and —_—_—_——— 
Hinge lugs have 


out. Made of rust- out. The threads are 
proof metal. produced by rolling, four projections 
CHAIN which makes smoother which pass thru 
surfaced and easier holes in tube and 
POST METALS working threads than are very securely 
cut (or chased) ones. clinched inside 
A New Service for Manufacturing Stationers a 
Strength, security, light weight and economy ——— 
recommend this new metal. It is becoming more =f — 
and more in demand among bookkeepers and 
accountants. It is furnished with protruding or non-protruding 
posts, in eleven stock sizes with 54 inch posts and seven stock 
sizes with inch posts. Special sizes are also obtainable. 
We manufacture an extensive line of metals for memo and price 


books, loose leaf catalogs, ledgers, transfer binders, etc. Stationers 
who operate their own binderies should write for our illustrated 
catalog and price list. 


LOOSE LEAF METALS CO., INC. 


6816 Arsenal Street St. Louis, Mo. 








EXTRA 
PROFITS 





DARNELL 
PRODUCTS 


Reminding your customer of the increased 


efficiency and savings he can enjoy by 


using Darnell Double Ball-Bearing Casters, 


Noiseless Glides and other Quality Darnell 
Products, will bring you Extra Profits and 
create a customer-confidence that will add 
WRITE FOR LATEST materially to your prestige 


DARNELL MANUAL and permanent good-will. 


DARNELL CORPORATION, LTD. 


BOX 4027, STA. B, LONG BEACH, CALIF. 
36 N. CLINTON STREET, CHICAGO, ILL. 
24 E. 22nd STREET, NEW YORK, N. Y. 
DARNELL CORP. OF CANADA, LTD., TORONTO, ONT. 
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certain misleading representations complained of by 
the commission, it was announced here today. The 
concern agreed, the commission said, to stop using 
the phrase ‘life-time guarantee’ or words of similar 
meaning in connection with the sale of fountain pens, 
implying that such pens are of a quality properly 
represented as ‘life time,’ or have a span of useful- 
ness or durability justifying such statement.” 
—— 2 


HURST JOINS WRITE, INC. 

E. C. Hurst, for eighteen years connected with the 
ribbon and carbon paper industry, last month became 
middle western states sales manager of Write, Inc., 
420 Lexington avenue, N. Y. C. Mr. Hurst will cover 
a large territory with the Write line of writing mate- 
rials and will devote a lot of time to calling upon 
old customers of the company and establishing new 
agents. 

Se ee 
KIRBY BUYS BUILDING 

Carl Kirby, proprietor of the Kirby Office Equipment 
Company, Herkimer, N. Y., last month announced the 
purchase by him of the three-story Sautter building at 
246 North Main street. Mr. Kirby plans a complete 
remodeling which when completed will leave the third 
floor an apartment, the second a suite of offices and 
the first a new and modern store for the Kirby organ- 
ization. 


o—w ee” 





CARTER PRODUCTS IN IMPRESSIVE ARRAY IN THE WIN- 
DOW OF THE MURPHY STATIONERY COMPANY OF 
AUGUSTA, GEORGIA. 


R. G. BURNS JOINS STAFF OF H. DORSEY DOUGLAS 

Ronald G. Burns, formerly with Macey-Fowler Com- 
pany Inc., in New York City, recently assumed charge 
of the furniture department of H. Dorsey Douglas 
Inc., 123 West First Street, Oklahoma City. 

Mr. Burns spent ten years with the Macey Company 
in Grand Rapids, Mich., where he was assistant sales 
and advertising manager, later serving, for four and 
a half years, as manager of the Chicago branch.—EVH 

= —____ 


CHANGE IN COAST STATIONERY HOUSE 
The sudden demise April 23, of George K. Fish, 
president of Dixon, Fish & Company, San Francisco, 
Calif., effected a change in the business. Dudley F. 
Fish, who had served as secretary, has taken over the 
business, becoming sole owner, manager and stock- 
holder. The business will continue as before. 
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Dealers tell us that one of the things they like about Corry-James- 
town is the warm .. . friendly spirit of co-operation evident in 
their contacts with the members of our organization. We do not 
claim to be unique in this respect . . . but we do have a sincere 
interest in their problems. 


Because of this close personal relationship with those who sell 
our product, we have been able to build a better . . . more salable 
line of steel office equipment ... a line that meets the 
every day requirements of modern business. This has been a 
profitable advantage both to our dealers and to ourselves. 


Our stock line includes over 600 items of steel office equipment 
...ina full range of grades. If you are interested in knowing 
more about our products and the manner in which we do busi- 
ness we invite you to write. Full information will be supplied 
promptly and without obligation. 


CORRY-JAMESTOWN MFG. CORP. 


Style 7301 Letter File is only one of a 


CORRY, PENNA.—EXPORT ADDRESS large variety of filing equipment avail- 
1105 CHESTER AVENUE 33 CLEVELAND, OHIO able in this extensive line. 
1 /amestoun 

Corry-Jamestown Equipment includes—BOOKSHELF UNITS... CARD INDEX CABINETS ... CARD TRAYS... CHAIRS... 
COUNTER HEIGHT EQUIPMENT ...DESKS... HIGH LINE EQUIPMENT . . . HORIZONTAL HALF-SECTIONS . . . HORIZON- 
TAL WIDE-SECTIONS ... LAW BOOK UNITS . . . LETTER TRAYS .. . LOCKERS .. . PLAN DRAWER EQUIPMENT . . . SAFES 

. » SECTIONAL BOOK CASES... SHELVING ... STORAGE CUPBOARDS ... TABLES... TRANSFER CASES... TYPE- 
WRITER STANDS ... VERTICAL FILING DEVICES . .. WARDROBES ... WASTEBASKETS .. . Also Custom-Built Equipment 
for BANKS .. . COURT HOUSES ... HOSPITALS... LIBRARIES. . . PUBLIC INSTITUTIONS. 





108 OFFICE APPLIANCES 


























Both AJAX and AERO Drinking 
Cups offer extra value to your cus- 
tomers and generous profits to you. 
They are made of crisp, white paper 
stock, free from waxy taste. Both 
are served from handsome Bakelite 
or steel dispensers, in wall or cooler 
types. They afford the drinking cup 
protection and convenience your cus- 
tomers want. 












My friends want 
ie AERO Only the best 


will do for them, and they are all 
sold on these distinctive AERO 
cups with tightly rolled rims 
and locked bottoms. 


‘SS 








; AJ AX because they fit 


the hand and the pocketbook 
and offer a clean, safe drink 
at the cooler. 



















NATIONALLY ADVERTISED 


TIME and NEWSWEEK are acquaint- 
ing millions of business people everywhere 
with these quaint little figures who discuss 
the respective merits of the AJAX and 
AERO cup services. They are priming 
your own market for your profit. We have 
a generous proposition for dealers. Write 
for complete details. 


LOGAN DRINKING CUP CO., DIV. 


68 PRESCOTT ST., WORCESTER, MASS. 


PACIFIC COAST ENVELOPE CO., DIV. 
416 SECOND STREET, SAN FRANCISCO 
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GEISER COMPANY IN NEW LOCATION 


Formerly located at 128 West Lake street, the Geiser | 


Office Furniture Company last month moved into a 
six-story and basement building at 166-68 West Lake 
street, Chicago. 

A unique feature of the new home, according to 
Manager Phillip L. Greene, is a glass-enclosed refinish- 
ing shop in the rear of the establishment where cus- 
tomers may watch the actual refinishing work being 
done without being obliged to enter the shop and while 
comfortably seated in the store proper. 

The Geiser organization handles Jasper, Murphy, 
Evansville, Imperial and Rishel desks, Jasper chairs 
and the entire Howell line of chrome furniture. 
LOWMAN & HANFORD PRINTS UNIQUE BOOKLET 


When the Seattle Chamber of Commerce recently 
desired something unusual in the way of an advertis- 
ing booklet of the Puget Sound metropolis its officers 
went to the Lowman & Hanford Company of Seattle. 

As a result there came into being an eighteen-page 
book entitled “Look at Life in Seattle.’ But the un- 
usual feature was the format of the cover. The words 
“Look” and “Life” were exact similes of the standing 
heads of the two well-known magazines of those 
names. Below was a photograph of Seattle’s “first 


citizen,” presumably the mayor. 

The book, each page of which was replete with inter- 
esting photographs of life in Seattle, was a credit both 
to the city’s chamber of commerce and the Lowman & 
Hanford Company. 





MAKING HOUSTON OAKVILLE CONSCIOUS.—This fine win- 
dow was created by the Wilson Stationery & Printing Com- 
pany, Houston, Texas, as a means of calling to the attention 
of the good people of that city the many and varied lines of 
the Oakville Company, Oakville, Conn. The back cards were 
furnished by Oakville but the two front cards titled “Oakville 
Products” and “Wilson’s Finest Quality Gem Clips” were 
painted by Fred Wadley, whose efforts as a window trimmer 
received much favorable comment. 


——__————_—@—>——____ 


MAILING PIECE EMPHASIZES SECURITY STEEL’S 
VISIBLE EQUIPMENT 

The Security Steel Corporation, Avenel, N. J., last 

month used a cleverly-arranged mailing piece as a 
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Quality in any product for office or 








é ) other use is essential to its continued 


popularity. 


A, ~~*PINS BY VAIL are made from 
d material of best quality and finished 
to a fine degree of precision. Points 
are sharp and smooth. Heads are 
accurately formed. PINS BY VAIL 
are the kind that give complete 
satisfaction in offices, banks, any- 
where, in fact, that consistent per- 
fection is demanded. Their uniform 
high standard has made them popu- 


lar with users—your customers. 





In addition to their own merit 
these pins are packed in substantial 
and attractive boxes. Modern pack- 
aging increases consumer acceptance. 


Vail helps you sell. 


If you are not selling PINS BY 
VAIL, investigate the opportunity 


WA 
SS 


DD. WN 


KK 
Wg Vy 


they present. Prices are reasonable, 


our service prompt and intelligent. 


BD. 


We suggest a trial order—or— 


SS 


WSS 


\ 


Send for quotations and samples. 





: 





VAIL 


MANUFACTURING 
COMPANY 
900. E. 95th St. Chicago, III 


Alert TO VAIL” 


means of featuring its line of visible equipment. The 
piece is enclosed in a manila envelope upon which 
is printed in green: “Introducing Visible Record Equip- 
ment.” 

Inside there is a Security Steel four-page folder 
form used in the firm’s visible equipment which calls 
attention to the equipment itself as well as to the 
fact that dealers may secure information there on 
many attractive territories which are still open. 
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SPiRdT 
DUPLICATOR 
SUPPLIES 


OF RECOGNIZED MERIT 


_____ CARBON PAPER 
___DUPLICATING FLUID 
_____HAND CLEANSING CREAM 


HIGHEST QUALITY 
MODERATE IN PRICE 


IT WILL PAY YOU TO SEND FOR FREE SAMPLES 
AND PRICES... . 


INCLUDING A SELECT LINE OF RECORD RIBBONS AND CARBONS 


PHILLIPS PROCESS CO., INC. 


MANUFACTURERS 


194 MILL ST. ROCHESTER, N. Y. 
Cable Address PROTYPE 











The New Eff & C Line 


Finds Favor 


With Dealers 









because 
The 


fundamental scientific 


essential and 
posture principles to- 
gether with stylized 
comfort promote sala- 


bility. 
e 


Dealers interested 
in a chair that may 
be sold with confi- 
dence—write for in- 
formation and 
prices today. 





Eff & C No. 250-P 


THE FRITZ-CROSS COMPANY 


304 East Fourth Street Saint Paul, Minnesota 
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NEW PRICE SCHEDULES FOR A. W. FABER RUBBER 
BANDS 


A. W. Faber, Inc., Newark, N. J., is pioneering 
a new schedule of prices and discounts on its lines 
of Janus Grey and Crepe rubber bands. The prices and 
discounts are posted on a separate confidential memo- 
randum. The purpose of this program, the manufac- 
turer points out, is to help make rubber bands, an 
important item to the stationer, more profitable mer- 
chandise to handle. 


The new schedule is the first one of its kind in many 
years. It presents list prices which include the usual 
industry mark-up, from which dealers compute resale 
prices to their customers, based on size of order. 


The short prices formerly quoted on bands usually 
became known to consumers so that most of the large 
buyers insisted upon purchasing at those figures. The 
dealer, therefore, was able to realize as profit only that 
discount which he earned by virtue of his buying 
power. A. W. Faber’s new schedule is expected to im- 
prove conditions and achieve its primary purpose of 
putting rubber bands on a profitable basis everywhere. 


DRAWING PENCILS 





THIS NEW DECALCOMANIA TRANS- 

FER FOR DEALERS WINDOWS AND 

DOORS HAS RECENTLY BEEN 

MADE AVAILABLE BY A. W. FABER, 
INC., NEWARK, N. J. 


oe 


NEW SPENCERIAN WINDOW STREAMER 


The new Spencerian window streamer is on the 
presses now, and will be ready in ample time for the 
opening of school. It is attractively printed in bril- 
liant red and black and makes a striking display that 
will catch the eyes of passers-by and inform them that 
the store behind the streamer carries Spencerian pens 
and a full line of school supplies. It is 21x9 inches in 
size, and is gummed at both ends for mounting either 
on windows or door. The streamers will be distributed 
through wholesalers, who will enclose them when they 
make up their school supplies orders, as last year. 

ncnsiiiainelpllitiasti ; 
BROWN SAMPLE BOOKS AVAILABLE 


Attractive new sample books of Resistall linen ledger 
and index bristol are being issued by the L. L. Brown 
Paper Company, Adams, Mass. These papers are 
manufactured from 100 per cent white linen and cot- 
ton clippings and are said to be resistant to water, 
oil, abrasion and time. The sample books include per- 
forated pages which may be removed and subjected 
to tests to demonstrate the special properties. 
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Geared to the times 
...@ sales pacer! 


Full-size JR. NON-SUSPENSION files, priced 
to fit the times—they’re real sales-makers— 
these big, full-size file cabinets—in both 
LETTER and CAP sizes. Built to meet 
modern demands—these Invincible Cabinets 
satisfy the most careful buyer’s needs for 
efficient filing service. But the feature that 
makes the biggest hit—and rings up the 
most sales—is the remarkably low price for 
such an exceptional value. Every dealer 
should have one or more of these Invincible 


Files on his sales floor! 


The illustration can only hint at how good- 


looking these files really are. Beautiful baked 

, No. 1274 Four-Drawer L ‘ile 

enamel finish—new hardware—easy operat- gacenecbpic ectarnpuryisine scsi. 

‘ a1@ ; s No. 1274-L Same with General Lock 

ing drawer—and positive locking compressor. No. 1275 Four-drawee Legal Cap File 
No. 1275-L Same with General Lock 


Write for complete details and prices TODAY. 


INVINCIBLE METAL FURNITURE CO. sxuivovc’, wiscon 
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oth annual 


National 


BUSINESS SHOW 


America's Efficiency Exposition 


Commerce Hall, New York 


8th Ave. and 15th St. 


October 3rd to 8th inclusive 


1938 


The Annual meeting place of 
users, makers and distributors 
of better business machines, 
and office equipment. 


National Business Show Company 


FRANK E. TUPPER, President E. O. TUPPER, Secretary 
50 Church Street, New York 


Chicago, 20 N. Wacker Drive 
C. H. Hunter, Manager 
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PERFECT PEERLESS CALENDAR CO. COMPLETES | 


DEAL WITH RYDELL 


The Perfect Peerless Calendar Company, 203 South | 


Dearborn street, Chicago, last month completed nego- 
tiations with F. W. Rydell, Varlite Products Company, 

















F. W. RYDELL 


2436 Wentworth avenue, whereby he becomes exclu- 
sive distributor of the former’s lines of electric fans 
and National phone holders. He will also distribute the 
entire line of specialties manufactured by the com- 


pany. 


The new deal was announced shortly after officers | 
of the Perfect Peerless organization arranged with a | 
manufacturer of electrical equipment to build for them | 
a series of electric fans of the eight, ten and twelve- | 


inch variety. 


Mr. Rydell recently sold a large department store | 





ONE OF THE NEW FAN LINES TO BE DISTRIBUTED BY MR. | 
RYDELL FOR PERFECT PEERLESS CALENDAR COMPANY. 


he had operated in Chicago for some time in order to | 
devote his entire time to the Varlite Products Com- | 


pany. His organization specializes in the distribution 


of fluorescent tubing for Neon signs and the Executone | 


inter-office communicating systems. 
<amuelessitpdainaias ” 
WEEKS NEW PRICE LIST OUT 
Embracing the entire calendar line of the tompany, 
a new 1939 price list has just been issued by the Frank 
A. Weeks Manufacturing Company, 311 Broadway, New 


York City. Containing thirty-two pages and a supple- | 


ment, the book describes and illustrates a number of 


new items which the Weeks organization has added to | 


its calendar products in recent months. 


| 
| 
| 
| 
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Sturges 


POSTURE ,CHAIRS 


@ Easy t¢ 
se 


WAREHOUSE STOCKS 
Wholesale Office Equipment ( 
39 Stevenson Street 

0, California 


Office Equipn t Distribut 
609 Third Ave 
Seattle, Washi 


Sturgis Posture Ct 

c/o Cal Camero 
112-114 Wooster Street 
New York, New York 





SOLD EXCLUSIVELY THROUGH DEALER: 
CATALOG ON REQUEST 


STURGIS POSTURE CHAIR CO. 


STURGIS, MICHIGAN 








FOR IMMEDIATE SALES 
AND BIGGER PROFITS 


Dealers all over the country are enjoying record sales with this new 


HOME DESK FOR Full Sized TYPEWRITER 


Its unusually attractive styling, novel design and amazingly low 
price represent a TRIPLE VALUE that answers today’s demand 
for a practical, modern typewriter desk for the home and office! 
This medel is only one of North Star’s complete line of new home 
typewriter desks—outstanding leaders that you can sell at a 
generous profit—RIGHT NOW! 


a, 











463 DESK—FOR FULL-SIZE TYPEWRITER 


NO. 
Top 22”’x44”. Height 30”. 
Sliced Walnut. Balance of Willow, 
Ample working surface and knee room. 


file drawer. 
write today 


for complete information on the North Star Line of Home Type- 
writer Desks—and Details on Special Low Priced Introductory 


*NORTH STAR Jurniture Corp. 


West Pennsylvania & Ninth Ave., Evansville, Ind. 


Top and front of 5-ply 
Walnut finished. 
Letter-size 
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EVANSVILLE presents 


THE SKYWAY GROUP 


(No. 1200 Series) 





(Illustrated with Linoleum Top) 






From these pleasing contours, 
graceful curves and practical de- 
sign motives, business management takes the moderniza- 
tion cue in refurnishing the general office. 

Illustrated, with numerous other profit building office 
furniture groups, in the Evansville Portfolio of Designs— 
a dependable reference for wood desk requirements. 


Write for a copy, if you do not have it. 


EVANSVILLE DESK COMPANY 


BUILDERS OF WOOD OFFICE DESKS 


EVANSVILLE INDIANA 











tyled in the modern vogue and pain- 
stakingly customed of fine leathers, frames 
and materials; BRIGHT leather furniture 
attracts the eye of every buyer. Comfortable, 
even cozy, distinctive, rich and long wearing 
in a wide range of styles, the BRIGHT line 
offers the buyer a chance to find just the 
number to suit his pleasure—and at prices 
to suit his purse. 


Get the new supplement to our catalog. Write 
now! 


Bright Chair Co., Inc. 


127-133 Bleecker St., New York, N. Y. 
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FASTENER CORPORATION APPOINTS ORTON TO 
COVER PACIFIC COAST 


The Fastener Corporation of Chicago has announced 


| the appointment of A. G. Orton as exclusive distributor 
| for the West Coast. 











Mr. Orton has had a wide experience in the fastener 
and tacker field. At one time he was exclusive dis- 
tributor for the Bostitch fastener line in the middle 
west. 

For the past ten years he has been in the stationery 
and office supplies business, with headquarters in San 
Francisco and Los Angeles. His office is located at 
1108 South Hope street, Los Angeles. 

— os 


NATIONAL POSTAL METER APPOINTS 
REPRESENTATIVE 

Samuel V. Williams and Associates have taken over 
the St. Louis agency for the National Postal Meter 
Company, Los Angeles, Calif. Mr. Williams, former 
head of the Sam V. Williams & Company, Inc., Indus- 
trial Engineers, and officially connected in a mana- 
gerial capacity with numerous other enterprises, has 
specialized since 1935 in the sale of metered mail 
equipment. The service department is under the juris- 
diction of Colonel W. J. Genot. Offices of the company 
are now located at Suite 423-24-25 Louderman building, 
St. Louis, Mo. 


ST. LOUIS 


—-—_— 

MUNISING APPOINTS FOREST PAPER CO. AGENT 

The Munising Paper Company, Chicago, last month 
announced the appointment of the Forest Paper Com- 
pany, 87 Vandam street, New York City, as distributor 
of its Caslon lines. The Forest organization will carry 
complete stocks of the Caslon bond, Mimeograph bond 
and ledger in a wide array of colors, special finishes 
and white. 

Coincident with the appointment it was reported 


| that the Forest Paper Company has recently moved 


into larger quarters at the Vandam street address. 


Ne ee 





THE CUP, THE MACHINE AND THE GIRL!—This young 
lady is Miss Cynthia Wilson of Birmingham, Ala., who 
recently won the senior event in the Alabama State 
typewriting contest on a Super-speed L. C. Smith ma- 
chine. Winning over twenty-six contestants. Miss Wil- 
son now owns the cup shown in the picture as well as 
the title of Alabama State High School Champion Typist 
for 1938. 


ail ia a ag. 
GROUT BUYS BROWN’S BOOK STORE 

J. A. Grout, a member of the editorial staff of the 

Canadian Paint & Varnish Journal, Toronto, Canada, 


recently purchased the long-established business of 
the Brown’s Book Store, Collingwood, Ont. Mr. Grout 


| will handle a complete line of commercial station- 
ery. —SJL 
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Californians KNOW their 
superlatives, not only in 
climate but also in carbons 
and ribbons. 

* Columbia Ribbons and Car- 
bons are as popular as Cali- 
fornia itself, with native sons. 
The Columbia window dis- 
plays of the San Diego Office 
Supply and Equipment Com- 
pany, San Diego, and L. M, 
Morris Co., Modesto, illustrate the point. All over the country other 
dealers agree with those in California that Columbia quality, cooperation 





re) adi %- SUPPLY AND ‘ 


'” + 
San Diego, © 


relUiiaulaa COMPA 


and service brings them greater customer satisfaction and more sales. 


{sk Columbia to prove to you, too, that “there IS a difference” in ribbons 
and carbons that can be made to show up in your profits. 
COLUMBIA RIBBON & CARBON MANUFACTURING CO., Ine. 
Main Office and Factory: Glen Cove, L. I., N. Y. 
New York: 305-313 East 45th St. Kansas City, Mo.: Dwight Bldg. 
FACTORIES: MILAN, ITALY; LONDON, ENGLAND; SYDNEY, AUSTRALIA 


COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 
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DIRECTORS ROOM-HARDWARE MUTUAL FIRE INSUBANCE CO. 
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INSTALLATION BY MILLER-DAVIS CO... MINNEA 
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MODERNIZE YOUR MERCHANDISING! 


‘“@>*catter Sunshine With Greeting Cards’’ but—Don't 
Scatter Greeting Card Profits. 


' The ASCO GC-1 was created to stimulate Greeting Card 
sales and provide a compact, efficient sales and stock system 
that would assure profit, rapid turnover, and volume. 

Attractively finished in a rich cholocate morocco, the GC-1 
has a removable mount display top which provides for three 
rows of mounted greeting cards all securely fastened with rods 
and positive compressors. Five double compartment drawers 
hold a complete stock of cards and envelopes up to and 
including the 25c size (200 inches of storage space). 

The unit is counter height and 20 inches deep with ‘Greeting 
Cards For All Occasions’’ handsomely lettered in gold on 
both sides of the display top. 


N.B. The GC-1 is just one of the many new profit-makers illus- 


ee trated inthe new ART STEEL Catalog No. 19. Get your copy now. 


ART STEEL Ci.. INC., 300 E. 145th St., New York, N. Y. 
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McGINN BECOMES SECRETARY OF CANADIAN 
ASSOCIATION 
F. G. McGinn, of Underwood Elliott Fisher Ltd., last 
month was appointed secretary-treasurer of the Cana- 
dian Business Equipment Manufacturers Association. 
He takes the post vacated through the transfer to 
New York of E. F. Koenig. 





SUPER SALES COMPANY EXHIBIT AT THE FIRST BUSINESS 
MACHINE EXPOSITION HELD IN SOUTH BEND, IND., IN 
THE COLLEGE OF COMMERCE BUILDING, APRIL 27, 28 
AND 29.—The exposition was very well attended by Seniors 
from the various high schools in South Bend and the surround- 
ing territory; by business executives, stenographers, and 
others interested in the latest development of office machines. 
All exhibitors were very enthusiastic about the reception ac- 
corded their displays, and the salesmen were on the job to 
demonstrate the various devices felt that an annual expo- 
sition of this kind would be a very good thing for South Bend. 
The complete line of L. C. Smith & Corona products was 
shown by the Super Sales Company. They also had a com- 
plete line of the Allen-Wales adding machines, for which they 
are the local representative. One of the features of the expo- 
sition was a local blind boy who has built a typewriter for 
writing the Braille System. He demonstrated the machine 
several times a day and it proved very interesting to all. 
em 
NEW B&P INVENTORY SHEETS READY FOR 
DEALERS 

As a means of creating double-action advertising 
for its dealers, the Boorum & Pease Company, Brook- 
lyn, N. Y., has recently perfected a plan involving the 
sale of its Standard B&P inventory sheets. 

According to the company, dealers who order the 
inventory sheets in quantities of 8,000 or more will 
have their names imprinted on every sheet. This, it 
was Said, will build up repeat business in the inventory 
sheets, bring in extra business in binders and other 
inventory equipment and keep the dealer’s name be- 


fore his customers at all times. 
ee aan 


DREW TO REPRESENT SHERMAN-MANSON 

C. C. Drew, well-known manufacturer’s representa- 
tive who has traveled the Middle West for a number 
of years, last month took over the representation of 
the Sherman-Manson Manufacturing Company, Chi- 
cago. He is to sell this firm’s products in Moline, II1., 
Lincoln, Neb., Sioux Falls, S. D., and the entire state 
of Iowa. 

Mr. Drew, who lives at 414 Twenty-second street, 
N.E., Cedar Rapids, Iowa, also represents the Columbia 
Steel Equipment Company, Philadelphia, Pa., and the 
Jarvis & Jarvis Company, Palmer, Mass., manufac- 


turers of casters. 
oS Oe 


BATES NO. 15 CATALOGUE OUT 
Bringing completely up to date the entire line of the 
firm, a new catalogue, listed as the No. 15, has been 
published by the Bates Manufacturing Company, 30 
Vesey street, New York, N. Y. Dealers requiring copies 
should communicate with the Bates offices. 
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It's TRANSFER 
TIME AGAIN! 
SSSSSSSSSSSSSSSS$SSSS 


Mid-year brings a de- 
cided upswing in the 
sale of Liberty Stor- 
age Boxes. Business 
houses in increasing 
numbers are splitting 
the work of transfer 
into several annual 
periods. Get after this 
business now and let 
storage box profits 
swell the June and 
July sales totals. 


You'll N eed some sizes to round out your stocks. 


Why not check stock to-day and order your requirements? 





BALANCED ACTION 
CHAIR IRONS 

















A COMPLETE LINE 


OFFICE-STOOL AND 
TYPEWRITER IRONS— 
EQUIPPED WITH RUBBER CUSHIONS 
OR STEEL SPRINGS C-K PRODUCTS ARE 
OF HIGHEST QUALITY, SERVICEABLE 

AND WELL BUILT. 


CATALOG ON REQUEST 











COLLIER-KEYWORTH CO. 


GARDNER, MASSACHUSETTS, U. S. A. 
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A continual flow of 
profitable repeat orders 
on MARKWELL improved 
PATENTED staples follows 
every MARKWELL sale. 


Attractive displays, leaflets, mats, elec- 
tros, and many other sales helps FREE 
to all Authorized Markwell Dealers. 


Inquiries invited from Select Dealers 


200 HUDSON ST. 
NEW YORK,N.Y. 


MARKWELL MECC inc. 











How to profit from 
neatness and efficiency 


Sell TWIRLIT 











—makes uniform binding 
holes in papers, booklets 


150 


and magazines 


sheets (% inch) 

at one operation. 
Assures accurate alignment in the office, the library, the 
salesman’s prospectus, ete. Series 300 illustrated above 
makes three holes in one adjustment and lists at $10.75; 


Series 200 making two holes at once lists at $6.25, and 
Series 100, the single hole drill at $2.50. On any of the 
three TWIRLITS you have choice of four hole diameters: 
%, 9/32, 11/32 and 13/32 inch. Show TWIRLIT with 
its special counter display and share in TWIRLIT’S sales. 


MITCHELL BINDER CO. 


Virginia & Bower Aves. Hagerstown, Md. 
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CONN. STATIONERS READY FOR FROLIC 

As this issue goes to press members and officers of 
the Connecticut Valley Stationers Association are all 
ready for their annual frolic and outing scheduled for 
June 14 at the Farmington Country Club, Farmington, 
Conn. It is expected that a full report of the event 
will be ready for the July issue. 

adil 


RIGHT-IN-SIGHT LABELS FOR WELDON 
ROBERTS ERASERS 
A valuable sales-aid idea for dealers has recently 
been introduced by the Weldon Roberts Rubber Com- 
pany, well-known manufacturer of erasers, Newark, 
N. J. 
Every Weldon Roberts eraser carton carries not only 


- Sih N 
° t in 9: F 
 _— 


Weldon Robeits Enanonn | 
have the j 
Picture on the Box y 





WELDON ROBERTS NEW LABEL 


the number of erasers it contains but also a picture of 
the eraser in natural colors. The labels are red, white 
and green and large type makes easy selection and 
identification by both the store clerk and the cus- 
tomer. 

The idea has been introduced throughout the entire 
line and has received enthusiastic approval of dealers 
in many parts of the country. 

ee 
LOUIS COHEN IN AUTOMOBILE ACCIDENT 

Mr. and Mrs. Louis Cohen of Fort Smith, Ark., were 
slightly injured in an automobile accident last month. 
They were returning from the national B’nai B’rith 
convention at Washington, and were within a mile of 
their home when their car collided with another. Al- 
though both cars overturned in a ditch, no one was 
seriously injured. Mr. Cohen is president of the Fort 
Smith Office Supply House. 

oe er eee 
BROWNE-MORSE APPOINTS THREE DEALERS 

In line with its policy of increased sales activities 
throughout the country the Browne-Morse Company, 
Muskegon, Mich., last month announced the appoint- 
ment of the following dealers: 

Aimen’s, Peoria, Ill.; Jones Book Store, Alice, Texas, 
and the H. R. Stephenson Company, Cleveland, Ohio. 
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AMESCO APRONS 


Protect Mechanic's Clothes 


Another New Item in the Ames Line 


This long wearing Apron will stand a lot of laundering and is just 
the ticket for office machine mechanics. Made of sturdy 8 oz. 
white duck, with white duck tie strings. Its generous size is 40 in. 
long (knee length) and 29 in. wide. Has handy, large pocket and 
a convenient small pocket for pencils or gauges. Protect your 
clothing with a good shop apron at the low price of $0.50 each. 
Also supplied in blue denim. 


As Usual— 


Ames MEANS EXCELLENT SERVICE 
AMES SUPPLY COMPANY 


Manufacturers and distributors of typewriter and adding 
machine platens— parts — tools —ribbons—carbons and supplies 





564 West Randolph Street CHICAGO, ILLINOIS 
37 Murray Street 206 Lane Street 11 Pryor St., S.W., 583 Market Street 617 Commercial Place 
NEW YORK DALLAS ATLANTA SAN FRANCISCO NEW ORLEANS 


BOSTON—CINCINNATI—CLEVELAND—DENVER—LOS ANGELES—PHILADELPHIA—PITTSBURGH—SEATTLE—W ASHINGTON, D. C. 

















OLUMBUS ¥F 


marches on! 


Nor Time nor Tide nor Sleet nor Rain can stop people beating a path to a 
better pencil. This may be combining Jim Farley with Ralph Waldo Emerson, a 
but what we are trying to tell you is that Columbus continues the sensation 
of the 5c pencil field. By virtue of the fact that it achieved its 
position without bombast or ballyhoo. Just a mighty good pencil 
with A. W. Faber lead that writes smoother than you expect from 
a 5c pencil. Result: Consistent repeat sales and nice 
profits for the Dealer. Ask us about a protected Columbus 







franchise. 


Made in U.S. A. 


FABER‘He 


NEWARK, N. J. 
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Wolber Legal-Master. (Photo above). Takes legal size sheet, 
8 16x14”. Has double paper guide. Turns out 


125 or more copies from one carbon. Exclu- 
sive half turn roller release for instant 
cleaning. Construction, cast sides, balance 


cold rolled steel. Complete with Wolber 
master kit. sake réewies 


Wolber Letter-Master. 
Takes letter size sheet, 8 x11". 
Has double paper guide. Turns 
out 100 or more copies from 
one carbon. Exclusive half 
turn roller release. Construc- 
tion, cold rolled steel through- 
out. Complete 
with Wolber 21 50 
master kit....... s 


Wolber Junior Model. 
Takes sheet 6 4x9 '6. Single 
paper guide. Ideal machine 
for restaurant and tea-room 
menus, sales bulletins, etc. 
Construction, cold rolled steel 
throughout. 

Complete with 

Wolber master 14 95 
ae . 


Every Demonstration 


can mean a Sale 


Wolber Direct Duplicators Sell Fastest Because 
They Serve Best. A demonstration proves that 
they save time, money and space because they 
banish mess, dirt, expensive stencils, ribbons and 
office drudgery. With a Wolber there is no gela- 
tin, no stencils, no ink, no type, no muss, no 
smearing, no waste, no ribbons. Wolber direct 
duplicators use an economical, clean and odorless 
fluid which dries immediately on any kind of 
stock from tissue to card stock. Reproduces any- 
thing drawn, written or typewritten, centering 
it on large or small sheets, by adjustable guides. 
Combinations can be made in four colors; purple, 
blue, red or green from one master. Comes in 
three sizes, each finished in green crackle, stain 
proof enamel. Each guaranteed against mechan- 
ical defect for one year. 


Dealers—Write or wire for attractive proposition. 
Immediate delivery guaranteed on all models. 


WOLBER 


WOLBER MANUFACTURING COMPANY 
1205 CORTLAND STREET, CHICAGO, ILLINOI 
Cable address: ‘‘Wolbers, Chicago.’’ 


S 








No. 38-TW 
38x28 






Single Pedestal 


ALMA DESH CUMPANY 


Here is a Good—Stro 
—Low-priced desk . 
made in a comple 
range of patterns . 


Plain Oak. 


(Oise \ 


A ‘ 
So Conemy 






HIGH POINT, NORTH CAROLINA 








ng 
te 


Seven flat top desks— 
Five typewriter desks— 
One typewriter’ table 
and Four tables . . 
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NEW AUTOPOINT LEAD-ERASER DISPENSER 

A new display easel from which Top Quality leads 
and erasers may be merchandised has been announced 
by The Autopoint Company, 1801 Foster avenue, Chi- 
cago. 

The assortment displayed is comprehensive and 
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LEADS ~~ |) 
ERASERS | | 


PROVEN QUALITY 
FOR YOUR PENCIL~ / 
























24 STANDARD 





18 STANDARD 







BLACK LEADS 
COLORED LEADS 
3 COLOR . 
75 
ASSORTMENT irae oy 4 INCH 





LEADS 


2 5 1O¢ 25 ‘ 






AUTOPOINT’S LEAD-ERASER DISPLAY 


equips the dealer to supply the reguirements of any 
customer using pencils with standard size leads and 
erasers. There are black leads in all grades, and en- 
closed in handy “visible” containers. A three-chamber 
transparent pack holds an assortment of black, red 
and blue. All grades and colors are available packed 
separately in four-inch leads. 

The display is silver and orange with blue trim, 
and the containers are readily withdrawn from their 
slots. 





ANOTHER BATES HELP FOR DEALERS.—A limited number 
of the demonstration stapler shown above have been made 
available to dealers who push the line by the Bates Manufac- 
turing Company, 30 Vesey street, New York, N. Y. These are 
furnished dealers at a low cost with the express understanding 
that they are not for resale and may be used only for lending 
or demonstration purposes. 
——— 
McMILLAN CELEBRATES 116TH BIRTHDAY 
The J. and A. McMillan, Ltd., retail, wholesale and 
manufacturing stationers, St. John, N. B., recently 
celebrated the 116th anniversary of its founding. The 
firm began business in 1822 when John McMillan 
opened a small stationery store in St. John. Prior to 
1818 the family operated a stationery store in Belfast, 
Ireland.—SJL 











HIGH POINT 


No. 7814 
POSTURE CHAIR 





COMBINES 


scientific working com- 
fort with attractive and 


engaging design. 


In MOST offices, a 
pleasing harmony of ap- 
pearance is considered 
important, especially with 
regard to chairs. This High Point number presents 
good quality and looks right. It is well worth featuring. 


It is made in quartered oak, pecan walnut and mahog- 
any. Besides the style shown here, it is made with 
upholstered seat (No. 7414). with upholstered panel 
back (No. 7914), and full upholstered back (No. 7714). 
New, improved posture chair control with rubber com- 
pression unit—large, easy rolling, noiseless casters. 
Full details and prices on request. 


HIGH POINT BENDING & CHAIR CO. 
SILER CITY, NORTH CAROLINA 





RUS VAL), Ft AMMAR Lo 


IM BMD LTULIALT he 


“STEEL- STRONG’ PRODUCTS ARE SOLD 
THROUGH DEALERS ONLY...... 





Accounts in your territory are your accounts. 
You control them—earn and get full com- 
missions. We have no salesmen to pirate your 
customers and cash in on your missionary work. 
No competitor gives you that protection and that 
is why Steel-Strong franchises are valuable .. . 
secure . . . with the guaranty of Members of The 
Nat’l Ass’n of Stationers. 

Steel-Strong Products include Coin Wrappers, 
Bill Straps, Coin Trays, Tray Pans, Coin Bags, 
Currency Cabinets, etc. ... and each product 
has been developed to the highest efficiency. 
Write for liberal discounts and sales helps. 


THE C. L. DOWNEY CO., Cincinnati, Ohio 








STEEL-STRONG "PRODUCTS 







MANUAL 
COIN 
COUNTER 





BILL STRAPS 


THE C.L.DOWNEY CO. cincinnati.o 


























Mr. Dealer:- 


Business is improving. 
You'll enjoy a brisk business this Fall. 
Talk and act optimistically. 


It helps! 





METHODS COMPANY 


Forest Park Ilinois 











Our 1939 Catalog 


Shows several new numbers we have added in 
the last two years. The line is COMPLETE 
in every detail on all styles and sizes of desk 
calendars, stands with rubber bumpers and pads, 
“DAILY DATE” pads and “TODAY-IS” 
calendars for resale commercial uses, as well as 
for advertising. High grade materials and work- 
manship, plus unusually long runs in our fac- 
tories, create a remarkable combination of quality 
and low price. A three cent investment will 
convince you that these statements are facts. 


Perfect Peerless Calendar Co. 
203 South Dearborn St. Chicago, U.S. A. 
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NEW MACHINES AND DEVICES SECTION 
Continued from page 43 





VOGEL-PETERSON PATENTS WARDROBE RACK 
The Vogel-Peterson Manufacturing Company, 1823 
North Wolcott avenue, Chicago, recently was awarded 
a patent on its “3 U” wardrobe rack, created and 
designed primarily to save valuable space and end 
locker room problems of business and commercial 
establishments. 

The wardrobe rack, which is four feet by one foot, 
provides individually-separated, fully ventilated ac- 





VOGEL-PETERSON WARDROBE RACK 


commodations for twelve persons. It contains space for 
hats, coats, overshoes and umbrellas and is available 
in any length by the foot. 

Of rigid steel construction and well-balanced, the 
rack comes in stationary or portable models, the latter 
being equipped with tired rollers. Detached or per- 
manently attached coat hangers are optional. Finish 
is also optional. 

— oe 
OHMER MODERNIZES CASH REGISTER LINE 

The Ohmer Register Company, Dayton, Ohio, an- 
nounces the completion of a modernized line of cash 
registers for all types of retail business. Introduction 
of the new machines has already increased production 
at the large Dayton plant. 

The Ohmer line now includes registers using press- 
down key, press-in key and lever type operation, the 
latter being an exclusive Ohmer operating principle 
that indicates the transaction before registration, said 
to increase both the speed and accuracy of the regis- 
ter’s operation. 

Among the new features of the modernized Ohmer 
line are smaller size and weight, mechanical simplicity, 
greater flexibility, and moderate price. Each register 
is designed to protect profits, prevent losses and to 
supply the recorded information essential to efficient 


management. 
Modernization activities have included the perfec- 














JUNE, 1938 123 








HERE’S A SOLID, MASSIVE IMPERIAL CREATION 
THAT WILL BRING YOU SUBSTANTIAL PROFITS 


Solid and serviceable, Imperial’s No. 
900 Series is an outstanding favorite 
for big general offices that require 


many desks and tables. 


Hundreds of large corporations, court- 
houses, city halls and public buildings 
of all kinds have standardized on Im- 
perial’s good-looking, moderately priced 
No. 900 Series. 


As an Imperial dealer, you can roll up 
many additional orders and increase 
your profits with this massive, substan- 


tial office furniture. 







The No. 900 Series is only one of Im- 


perial’s many fast-selling creations. The 


No. 961 Flat Top Desk— 
60” x 34” x 30%” high. 


The series includes 5 flat 






complete line is shown in the new 1938 wed 


Imperial catalog. Write today for your top desks, 4 typewriter 






free copy. L desks, 6 tables, costumer 







and phone stand. In Quar- 






tered Oak, Genuine Wal- 


olepenia DESK COMPANY 


EVANSVILLE, IND. 








HERE ARE THE PROFIT MAKERS 
COMPRISING THE COMPLETE LINE 


Study This List—It Means More Business—Repeat Business—To You 





CARBON PAPERS CARBON ROLLS | INKED RIBBONS 











Cleangrip Tailor’s Marking Stormtex Silk 
Whitedge Photo Offset ; Stormtex Cotton 
Clean Pull Billing Rolls for Elliott- | Cameo 
‘ Fisher Machines A 
( —_ Billing Rolls for Burroughs , aaa 
American Posting Machines | Reliance 
Reliance ie te spa Ribbons for Addressograph- 
¢ Ss j ¢ re) y Ss a y 0) s F M . . 
wage gn hcl weight Teletype Carbonized Rolls g en 

ne Rolls for Elliott-Addressing : peedaumat 

Machines Dupligraph, etc. etc. 


Special Rolls 
QUALITY GOODS FOR DISCRIMINATING USERS 
Write Today for Full Information 


H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons 
561 GRAND AVE. BROOKLYN, N. Y. 
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From the INDIANA DESK CO. Sheraton Suite | 









An office and director’s table, correct in 
every detail of design—harmonious and sturdily constructed for 
lifetime service. Made of genuine American black walnut, has 
richly figured striped top, paneled and reeded legs, antique 
English drawer pulls—lacquer finish rubbed to a smooth eggshell 
a SSS Segease gloss or polished finish. 

— Compare the INDIANA DESK CO. Sheraton for quality and 
No. 3066 —-36x66 price with any similar grade. Its superior value will help you 

sell. Write for details. 


an, INDIANA DESK CO., JASPER, INDIANA | 


special order. 
THE LATEST | 
Well made office 


chairs at sales build- D ICTATOR D UPLICATING In K 


ing prices 













No. 3096 4¢——-48x96 











Canode has been making fine duplicating inks for 


NEW INDIANA years... but our new product far exceeds our former 


efforts. It is impossible to tell you in this limited space 
all the good qualities in this 
ink. We are positive that the 
The New Indiana Chair viele “ih hour cet “x 
Co. catalog illustrates 
and describes a good 
line of select designs Send for sample today, and 


all wood office chairs : ; 
in solid walnut, quar- subject it to the hardest 





claims. 





; 7 tered oak and birch tests . . . note in particular 
No. 501 with variety of design its rapid drying qualities 
Our Bank of England de- and durable, protective and how perfectly it lies in 
sign is made in solid wal- finish. 
nut, quartered oak or birch. the pad. Does not leak from 
It offers arkab] alue Als y . ablet . : 
lle Pesce age er Also we make tab the drum, and it will not 
: e rea arm chairs, teachers ; 
in demand among business ‘ 2 : harden or separate in the 
men and executives whose and juvenile chairs, 
limited budget necessitates stools, etc., and a fine pad. Write us for more de- 
economy in first cost for li f . leatl ° : . . 
durable equipment with ine of genuine leath- tailed information on this 
—Aaiines wplitep ampames. er upholstered num- remarkable new duplicating 
Shipped in pool cars with : ) 
Indiana Desk Co. desks if bers. Catalog — ink. 
desired. quest. 


New Indiana Chair Co. INK SPECIALTIES CO., INC. 


zis 519 So. Laflin St., Chicago, Ill. 
JASPER, INDIANA Fred B. Canode, Pres. 
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tion of new finishes and new designs that are out- 
standing in beauty, durability and utility. 
———0—- Oo 

WEBSTER ANNOUNCES THREE TELETALK UNITS 

The Webster Electric Company, Racine, Wis., has 
recently announced three new Teletalk units of its 
line of intercommunicating systems. They are the 
models 105, 212AM DeLuxe and the twenty-four station 
DeLuxe. 

The model illustrated here is the 105. It is made 
particularly for use where communication between 


= 
i. coe 
land . 

H jeletalk ‘ 


——— 





TELETALK No. 105 UNIT 


one point and five remote points is desired either 
as a group or selectively. The system consists of 
one master which is selective, controls the direction 
of the conversation and originates the call to the 
remote speaker station, which can answer only when 
called. No communication is possible between speaker 
units. 
Several masters and speakers can be used on the | 
same system. Cabinets are furnished in solid walnut, 
hand-rubbed finish, complete with volume control, 
selector switch and pilot lamp. Three-way talk-listen 
switch cuts “B” supply on idle position. 
gli cen 
INTRODUCING THE PAPER-WELDER 
Designed for general office use a new paper fasten- | 





ing device known as the Paper-Welder has recently 





THE PAPER-WELDER | 


been introduced to the field by Service Industries, Inc., 
1078 Boylston street, Boston, Mass. 

The machine works on an entirely new principle by 
which it “welds” sheets of paper together, using noth- | 
ing but the paper itself. The fastenings are stronger | 





FOR THE [ffordorm Opp 


e SMART 
e PRACTICAL 


Howell Chromsteel 
Smokers are the choice 
of modern offices where 
style, utility, and ser- 
vice are combined. 
Equipped with the ex- 
clusive Howell Ash dis- 
penser, each smoker will 
dispense large cigar 
butts as well as many 
cigarettes. The tight 
fitting dispenser seals 
the odor and smoke in 
the bowl. Write for the 
new Howell Smoker 
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HOWELL 


ST. CHARLES, ILLINOIS 











Another National Hit 


They 
Will 
Like 
This 
Case 





ANILINE RUSSET BRIEF CASE 


There’s snap to this case. And the quality is supreme. 
It is made of genuine Aniline Russet Cowhide, lined 
with washable maroon calf leatherette. Has two vertical 
pockets on each side. Disappearing handles. Size 
16xll. Ask for No. 584, 


Send for Catalog 


of Brief Cases, Zipper Envelopes and Dres-Kits 


National Brief Case Mfg. Co. 


512 S. Peoria St. Chicago, Ill. 
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Popular Office Chairs 


QUALITY CRAFTMANSHIP .. . 
MODERN STYLING... 
EXTRA COMFORT 


Office furniture dealers can 
make greater progress and 
do more business with 
Jasper Seating Co. chairs. 
Keyed up to present day 
demands in points of style, 
construction and comfort, 
their self evident value often clinches the sale for 
the entire ensemble—desk, 
table, cabinet, etc. Good 
furniture . . . prompt ship- 
ments. Catalog and de- 
tails on request. 


Jasper Seating Co. 
JASPER, INDIANA 


CHICAGO: L. H. Farber, 529 So. 
Wabash Ave. Phone: Webster 3217 


NEW YORK: Office Furniture Ware- 
house Co., 573 Broadway 


















“STORALOT™ 


No. 400 


A NEW FULL-HEIGHT STORAGE CABINET 
PRICED RIGHT FOR PROFITS! 


Storalot No. 400 will 
prove to you that 
profits and sales in- 
crease when you can 
offer a quality stor- 
age cabinet at such a 
reasonable price. 


Storalot No. 400 is a 
full height cabinet. 
It is 78”x36"x18". 





All four shelves are easily and quickly adjustable 
on %” centers. All welded construction gives 
permanent rigidity. Finish is olive green. Shipped 
completely set up. Chrome plated hardware, lock 
and two keys. 


You'll sell a lot with Storalot! 


THE PAR-BROOK MFG. CO. 


4660 Brookpark Rd. CLEVELAND 
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than the paper but may be instantly removed when 
desired without tearing the paper. This feature is a 
time saver and is appreciated particularly in cases 
where papers are to be fastened only temporarily. 
Much space is saved due to the fact that the “welds” 
do not add to the bulk or weight of the fastened 
papers. 
Of a streamlined modernistic design the Paper- 
Welder is finished in heavy polished chromium plate. 
—+——2- 
AMES ANNOUNCES MECHANIC’S APRON 


The Ames Supply Company, 564 West Randolph 
street, Chicago, has recently added a mechanic’s apron 
to its line of typewriter supplies and accessories. It is 
made of sturdy, eight-ounce white duck with white 








AMES MECHANIC’S APRON 


duck tie strings, is forty inches long and twenty-nine 
wide, and has a double-stitched hem on all edges. 

A large handy pocket and a small pocket for pencils 
and gauges are part of the apron which may be had 
in blue denim if desired. 
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ANNOUNCING THE NEW PROTECT-O-FORM 
The Standard Register Company, Dayton, Ohio, last 
month announced the latest model of its line which 
has been named the Protect-O-Form. The machine is 
said by its manufacturers to be the first and only 





THE PROTECT-O-FORM REGISTER 


portable autographic register with the “locked-in copy” 
feature. 

The Protect-O-Form register keeps a complete car- 
bon copy serial record of sales automatically filed under 
lock inside the register. The audit copy which folds 
in a flat continuous pack, may at any time be removed 
by the person in charge of the key, a quick time-saving 
method of checking the day’s receipts or current in- 
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Bi THAN N EW catalogs are coming off the 


press every day. Send out your 
BIG! salesmen. Advertising managers and 
advertising agencies are responsible 
for getting out catalogs. Contact 
these people. Show them Acco 







Covers—covers that are smarter, 
more practical and less expensive. 
The orders run 
into real volume 
with profits that 
are bigger than 
big! 

{eco Covers of red, 
black, green or gray 
press board are loose 


leaf bound with Acco 
Fasteners. 


We will show you how 
with samples and sales 
suggestions—and_ handle 
any stamping or emboss- 
ing job for you. 


CANADA ENGLAND 

Acco Cana- Acco Co., Y N ‘f N ‘ WwW 

pend ye a PRODUCTS, INC.. 39th Ave. & 241th St., Long Island City, N.Y. 
Toronto London 








$ ror § 
Compare 
the Service 


For more than 6 Q years 
Jasper Desk Co. has 
maintained an unvarying 
standard of quality. 


Close supervision, thor- 


> 
' 


ough inspections have in- 


a oe sured the value we build 
Jasper Desk Co. into our desks. 
No. 1718 Genuine American black walnut or Catalog. 
genuine mahogany. Five ply beds and panels— 


beds 1% and panels °¢ inches thick. 134 inch turned 
legs fitted with sliding shoes. Drawers finished in- a sp er e a O. 


side and out and fitted with partitions, trays, etc. 





Standard walnut or mahogany finish. High grade ~ INDIANA 
statuary bronze knob pulls. Three sizes: 60, 66 New York Warehouse: 573 Broadway. 

and 72 inches—also made i e drawer pedesté — . : 
and 72 inches—also made in three drawer pedestal Chicago Representative: W. H. Brown, 6708 Glen- 


48 and 54 inches in addition to above. wood Ave., phone ROGers Park 3644. 
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the back-bone of Loose Leaf — 
SECTIONAL POST BINDERS 


Sectional Post Binders are still the most widely 
used type for housing records. The Cesco Line 
offers a more complete and varied assortment 
> than any other manufacturer. Our new method 
of pricing—both for stock and specials—results 
in lower lists. They are shown in a separate book- 
let, containing 28 pages—all devoted solely to 
Sectional Post Binders. It will pay you to get 
acquainted. Ask for Catalog Section “B”. 


Exclusive Agencies 





No matter how well you may be satisfied with 
your present connection, an investigation of the 
Cesco Line is suggested. It’s worth your while to 


get our exclusive agency plan. 


THE C. E. SHEPPARD CO. 


LONG ISLAND C sladiell 
N. Y. 





4401 
TWENTY-FIRST ST. 































ABREAST OF THE TIMES 





A PEERLESS PRODUCT TO 
MEET EVERY NEED OF 
THE MODERN OFFICE 











DISTRIBUTED ENTIRELY 
THROUGH DEALERS 
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PEERLESS STEEL EQUIPMENT COMPANY 


UNRUH & HASBROOK STS., PHILADELPHIA, PA. 
NEW YORK CHICAGO BALTIMORE BOSTON LOS ANGELES 
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ventory. A special feature is the device’s portability 
and it may be carried about the store or stockroom 
at will. 

Light and sturdy in construction, the Protect-O- 
Form weighs three and one-half pounds and holds 125 
sets of triplicate Standard Kant-Slip continuous forms. 
These forms, fed through the register by Standard’s 
exclusive Kant-Slip principle, are marginally punched 
to mesh with the pin-feed. Accurate alignment of all 
carbon copies plus the exclusive refold feature of the 
duplicate in the locked audit compartment are assured. 


——__—. 9 


ART STEEL GREETING CARD CABINET 
The Art Steel Company, Inc., 300 East 145th street, 


New York City, has produced a compact combined | 
stock and display cabinet for greeting cards which is 

sufficiently flexible to provide for both large and small | 
assortments. It allows for the display of three rows of | 
mounted greeting cards and five double compartment | 





ART STEEL’S CARD CABINET 


drawers accommodate over 200 filing inches of cards 
and envelopes per unit. 

The display mounts are made in two sizes, one to 
fit the single cabinet and the other to fit over two 
cabinets. The mount display top is lettered in gold 
with the slogan “Greeting Cards for All Occasions.” 

we e 

A NEW PORTABLE DESK LAMP BY FOSTORIA 

The accompanying illustration shows The Fostoria 
Pressed Steel Corporation’s new portable desk and 
table model lamp, an addition to its Canopy line. 

The new model to be known as number “ZAT,” em- 
ploys the type “ZA” reflector which measures 20 inches 
long by 14 inches wide. The complete unit stands 21 
inches high with the edge of the reflector 17! inches 
above the work surface. Light pattern is rectangular 
to conform to desk or table area. 

Model “ZAT” is equipped with a trough which ac- 
commodates up to two 100 watt inside frosted lamp 
bulbs. Standard recommendation is two 75 watt 


lamps, which in this new unit provide for an average 


- PARROT SPEED FASTENER CORP. LONG 
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SHIPMAN-WARD 


Service! 


PLATENS AND PARTS: 


All parts and platen orders are shipped the 
same day, even if received on the last mail in 
the afternoon. 


NICKELING: 


All nickelplating received in the morning is 
shipped back the same day. If received in the 
afternoon it is shipped the next morning. 


ENAMELING: 


All enameling is shipped the next day if re- 
ceived in the morning, or the third day if re- 
ceived in the afternoon, as it is necessary to 
take off the old enamel, rub down the parts, 
put on a new coat of enamel, bake it, put on 
a second coat, again bake it, and, finally, put 
on the transfers. 


For PROMPTNESS, 
QUALITY and SATISFACTION 


send all your orders to 


SHIPMAN-WARD MFG. CO. 


325 N. Wells St. Chicago, Ill. 
LOS ANGELES MINNEAPOLIS MONTREAL 
Shipman-Ward Mfg. Co. Shipman-Ward Mfg. Co. Shipman-Ward Mfg. Co. 

314 W. Olympic Blvd. 116 S. Fourth St. 20 St. James Si. 
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of 22 foot candles over a normal working area. Type 
of lighting is totally indirect. 


| R N fa R Standard finish on the new unit is either wrinkled 


Hair-line 
— Over- 
Under 


Weight 








Indication 





"Air Mail Accuracy’ 
BEAM POSTAL SCALE FOSTORIA PORTABLE DESK LAMP 





IS A PROFITABLE ITEM FOR statuary bronze or wrinkled black. Other colors on 
DEALER AND CUSTOMER | special order. The Fostoria Pressed Steel Corporation 
Air mail and first-class postage waste runs into large is located at Fostoria, Ohio. 
figures yearly. Help your trade eliminate over-postage se 
and short-postage weighing devices—sho the TRINER = . 
Air-Mail Hair-Line Accuracy Scales. Their dupentabiiity NEW ROBINSON REMINDER 
is established beyond any doubt. Uncle Sam uses many The Robinson Manufacturing Company, Westfield, 
thousands for fine weighing and checking of mails. a P . 
laccatiaiien : Mass., last month announced a new addition to its line 
Stationers have already sold thousands to their cus- é . 
tomers with 100% satisfaction. of Robinson Reminders, to retail at one dollar. 
No. 84 illustrated above is of 1 Ib. capacity by ™% | The Reminder is in the large six-coupon size and 


ounces (other numbers up to 4 Ibs.), with computing 
chart set at 45 degree angle for easy reading. Chart is 
celluloid covered, easily cleaned and easily replaced. 


Write for Circular. 


SCALE & MFG. CO. 
2714 W. 2ist Street 
CHICAGO ILLINOIS 


Automatic 
PAPER 
FASTENER 
























* TEAR OUT WHEN ATTENDED TO 


* ve D § u¥ * 


ROBINSON REMINDER 


is equipped with a zipper and two pockets. It is avail- 

able in an attractive range of genuine leathers and, 

like its brother items of the line, is suitable for a mul- 

titude of purposes, making it invaluable to the busi- 

A = ness man and salesman. 

4AA Betomatts The item goes to the dealer mounted on a handsome 
TACKER display card for either counter or window display and 

acts as a silent salesman. 


Automatic 
for Easy, Simple Manipulation 


FASTENS 40 sheets as easily as 2. Compare 
the performance. Try the 333 Automatic in 
any competition. Satisfaction guaranteed if 
No. 333 staples are used in the fastener and 





2 . STOCK STAM 

No. 444 staples in the tacker. Sure winners YOUR CHOICE. 

in demonstration. Send us your order. ' 
vg e A B&M DEALERS HELP.—This Three-Star combination of chro- 
FASTEN ER Corporation mium-mounted rubber stamp, new style shielded dater and 
- " a ae saan high quality ink pad is being offered to dealers by the Bankers 
2531 N. Ashland Ave. Chileage, Mink & Merchants Stamp Works, Inc., 3215 Sheffield avenue, Chi- 
A. G. ORTON, West Const Factory Distributor cago, as a sales stimulator and display all in one. Any stock 
1108 South Hope St., Les Angeles, Calif. stamp made by the company is furnished with the Three-Star 














Special. 











nen tae 
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The name “ESTERBROOK” on any pen 
adds a premium to its worth in your 


customer’s mind. 

For over 78 years, Esterbrook has main- 
tained world leadership in the pen indus- 
try through successful interpretation of 


the varied needs of users. 


That is why Esterbrook Pens are easier 





to sell— any time — in any store. 

ESTERBROOK STEEL PEN MFG. COMPANY 
86 Cooper Street : Brown Bros., Ltd. 
Camden, N. J. °” Toronto, Canada 
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AUTOMATIC... STEEL 


MULTIPLE-SLIDING 


DESK TRAYS 


@ SPEED SORTING 
@ SAVE SPACE 
@ CONCEAL CONTENTS 


FURNISHED IN FOUR BEAUTIFUL FINISHES 


DEALERS: tnis Is ONE OF THE 
AUTOMATIC "OFFICE CONVENIENCES" 
THAT YOUR CUSTOMERS WILL 
APPRECIATE—AND IS PRICED LOW! 


AUTOMATIC FILE & INDEX CO. 


DEPT. 786, 629 W. WASHINGTON BLVD. 
CHICAGO, ILLINOIS 







































No. 1204—66” x 36” 


A Rishel Chippendale 


In Genuine American Walnut and 
Genuine Mahogany 


Distinctive in Style and Beauty 
Ask for New Catalog of Complete Line 


Some Desirable Territory open 
for Experienced Salesmen 


J.K. RISHEL FURNITURE COMPANY 


Williamsport, Pa. 












Operator! 


Because they save her eyes! her time! her energy! With the 
margins and scales printed right on the stencil, the operator not 
only sees what she types or draws, but where. Thus she saves 
time, avoids errors and eliminates all fatigue from eyestrain. 
Such advantages are kind to the operator! Result: better work- 
manship. Here is an opportunity for dealers. Introduce Tempo 
Surprinted Stencils and you are sure to increase sales. Mail 
coupon for samples and details today ... for an early start. 


MILO HARDING CO. LTD. 


Manufacturers of Tempo Duplicators, Stencils, Ink, etc. 








PITTSBURGH ' ST. LOUIS bd LOS ANGELES 
MILO HARDING CO., LTD Reliable ) 
617 Commonwealth Annex J Dealers : 
Pittsburgh, Pennsylvania | Solicited f 


Send Free Samples Tempo Surprinted Stencils [1 


Also include details of your Dealer Plan [7] 


(Please pin to your Letterhead) 6-38 
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Offering a The ALL-PURPOSE Portfolio 
“3rd Comfort’ a 
Feature : 


Height—Always Right 
Kewaunee Ever-Hold Stools are automatically 
adjustable instantly to any 
height They provide a 
“third comfort 

feature. In addi 



















tion to ‘‘comfort 
shape in seats 
“‘comfort’’ support 









in backs they 
give ‘‘comfort’’ working height 
for every user Write for 
NO Set Screws Special Folder, prices and discounts on 





NO Ratchets 
NO Gadgets 
NO Bother 


VER--{ OLD 
Kotomatie Adjestabte Stools ana chai™ — | Qn Of The New Doppelt Ambassador 


a Line Of Super-Quality Cases 


All leather, cut from heavy unlined stock. Zipper on three sides. 
7 pockets. Two of the pockets open towards center—lower ends 
have fasteners so can be opened wide to insert ring-binder or 
file-case, or can be used for papers if desired. 

SEND FOR FOLDER ON NEW AMBASSADOR LINE. 





Chair No. B-1721 Stool No. E-1824 
Adjustable from 


Tito 21 inches iene ile i T 
Aeunum0oes ig Co- gHanlte | p p f [stp yj 


LABORATORY FURNITURE /7 EXPERTS | 
LEATHER GOODS 


C. G. Camppe.t, Pres. and Gen. Mor. 
412 Orleans St. Opposite Merchandise Mart 


5005 S. Center St., ADRIAN, MICH. 



























Smart in Looks—Smart in Action 


Has a distinctive name that the public will quickly 
learn—and remember. 

Packed in a handsome box to match. Uses True 
Blue Clipper Staples, 70 to a strip, also packed 
; fey ha 

in special True Blue Clipper boxes. 


“KELTAR’ 


Unground Ball Bearings for the 
Metal Office Furniture Industry 











U. S. Patent 1,782,622. Canadian Ps 324,059. Other patents pending Ton ° . ° 
en ee ee ee Unique folder to hand out and mail. Eye-catching 
All parts machined from bar stock and _ heat-treated, display, showing many uses to stimulate sales. 
outer races are one piece and can be made in any desired | A perfect merchandising tie-up to cash in on. 


shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 


bearings. Samples made to your specifications. H O T Cc H K : S S 


Kilian Manufacturing Corporation | 7 entiiditieas 


| 


107 North Franklin Street Syracuse, New York 


Write us for Advertising Material. 
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DOCTOR-LAW YER-MERCHANT-CHIEF-SALESMAN 
(Continued from page 19) 

professional rank along with these three learned pro- 
fessions. When you have earned this position you will 
have learned that “He serves most who serves best,” 
and that your profession is one of high and noble 
estate also. 

Such an attitude on your part gives you an added 
appreciation of your job. Gives you a keener mind to 
think with; when adapted to selling, it is convincing 


to your prospect. You quit taking his money for some- | 
thing he can buy around the corner at a little less | 
price; you are above and ahead of competition. He | 
needs you, your service, and the product you sell. You | 


hold his confidence and good will; the thing you have 


to sell becomes incidental to the service you have to | 


render. 


Let us take an example from a salesman of my | 


acquaintance. 


“Service Plus a Product” 


A nationally-known air transportation company’s 


board of directors lamented its very low percentage of | 


increase in passenger travel. The advertising manager 
and traffic manager were called on the grill and prop- 
erly “raked over the coals’; then were told to do 
something about it—at once! 

Returning to their offices, they gave the ole’ bald 
spot a good workout, and decided they were not follow- 
ing up their advertising efforts with personal appeal 
or contact. Their list of repeating customers was piti- 
fully small; they didn’t even know who they were. So 
they’d put in a “system.” In due time, they “worked 
out” the details and phoned a stationery and office 
equipment company to have a man call on them. Upon 
arrival, they gave him an order for certain cards to 
be printed according to their ideas, also for approxi- 
mately $450 worth of cardboard and steel files, with 
sufficient indexes for a prospect list of a hundred 
thousand names! 

But the salesman, being a man of professional train- 
ing and philosophy, suggested that they were wasting 
their time and money, as results from the use of such 
a “set-up” would not be satisfactory. He asked for 
permission to study the problem and submit a report. 

Several days later a detailed analysis was ready and 
submitted. This was a “professional diagnosis” and a 
prescription for the remedy of the company’s ills (a 
pointing of the way to a larger volume of business 
through the intelligent use of the proper records). 


By the time this was done, the company had come to | 


appreciate the salesman, not as an order taker but as 
a man who knew from years of study and experience 
what he was doing. So they gave him their confidence 
and approval. A consultation was held. The board of 
directors, general manager, president, traffic and ad- 
vertising manager, plus two efficiency experts, checked, 
rechecked, and okeyed the salesman’s recommenda- 
tions; and the operation was performed. The profes- 
sional business doctor, (salesman to you) charged this 
company about $2,550 for his diagnosis, prescription 
and operation. The equipment, tools and materials 
used were included in, but incidental to, his fee. 


The patient is fully recovered and now enjoys na- 
tional prominence for its good health, and, by the way, 
bids fair to out-rank all the air lines in its percentage 
of increase in air travel passengers. 

That, gentlemen, is a fair example of what I mean 
by a professional salesman. That is how I’d like to 
inspire you to look at your job of selling. Offer your 
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For &xtra 
Sell Fire Files 


‘Profits 


HE increasing demand for certified fire protec- 
tion in filing cabinet form is bringing extra 
profits to exclusive Shaw-Walker dealers. 
Thirty-one Fire-File items in the enormous 
‘Built Like a Skyscraper’’ franchise enable the 
exclusive Shaw-Walker dealer to supply rated 
Fire-File protection for records of every size. 
Fire-Files represent only a few of the 8,000 
Shaw-Walker items that are bringing extra profits 
to dealers who sell on an exclusive basis. 


“Built Like a 


~ GHAW-WALKER 


Muskegon, Michigan 














Yours may beacity in which 


Shaw-Walker wants to improve 
its representation—ACT TODAY. 




















SATISFIED CUSTOMERS 
FOR FUTURE ADDITIONAL 
BUSINESS— 


COME FROM 
SELLING 
ITEMS THAT 
ARE KNOWN 





©2222 29986006 

. TYPISTS PREFER 
MUNSON KEYS 
WHICH THEY 


JUR FINGER Nan 
. ILS y 


INTERNATIONAL 


CGO086000060609 


MUNSON SuPPLy Co., 348 Hudson St., New York City 


Please send information about the New Key 


—New Package and Counter Display to © 
NGOS nik. Lk chee ae 
FS SE Me ER 
EE RCRD Rane oy IB: Sea cities 























YOU LOSE NOTHING... 
YOU GAIN PROFITS 


You gain repeat type cleaner sales when you sell Clarotype. 
Stenographers can be sold anything once but the product makes 
or loses the second sale. Clarotype makes repeat sales because it 
gives quick cleaning action from top to bottom of the bottle 
More than 4000 dealers recommend and sell Clarotype. It is 
the one type cleaner that builds profits you can count on year 
after year. Order today from your jobber or direct from 
The Clarotype Co., Inc., 16-G Hudson St., New York City 


withii 


CLAR:O-TYPE 


THE MODERN TYPE CLEANER 











Graphic 
DUPLICATOR ROLLS 


Statistics prove that today there are 
more gelatin duplicators in actual use than 
stencil machines. Every machine is a 
potential user of gelatin rolls or films and 
other hectographic supplies—which assure 
a substantial and repeating profit to the 
progressive dealer who can supply them. 





For more than 25 years Graphic Duplicator Rolls 
have been recognized everywhere for their uniform- 
ity, lasting quality and dependability. Only the 
highest grade of materials are used in our controlled 
manufacturing process to secure finest copying 
qualities. Graphic Rolls are furnished with spindles 
to fit any make of duplicator. 


Write us today for our dealer's proposition and 
our new illustrated Price List. 


GRAPHIC DUPLICATOR COMPANY 


148 Lafayette St. New York, N. Y. 


Manufacturers of Hektographs and Refills 
and Duplicating Machines and Supplies 
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customers a service plus a product that is a tool or a 
means to the results desired. Whether it be paint, 
foodstuffs, transportation units, business equipment, 
or an humble little gadget for freeing Madam’s pantry 
of mice. 

Remember that the Pied Piper of Hamelin was a 
professional salesman. He sold a few well placed notes 
on a flute, but with these he blessed the village with 
permanent relief from rodents! 

To sum this all up, I’d like you to feel that salesman- 
ship is a profession in which a man learns to know 
himself and his product; to control and adapt these 
two, and thereby solve a problem, or remedy a need, 
by blending both to render a lasting service to his 
client. 

With such a definition of salesmanship as your guide, 
you may be sure that you will continue to hold your 
customers’ confidence, good will, and loyalty. 

To be sure, the road ahead of you is fraught with 
trials and treacherous detours, but the rewards are 
keen and worthy of your effort. Rewards that are far 
more than money; rewards to your conscience and 
your peace of mind; rewards in friendships that give 
you a satisfaction in knowing your job has been well 
done; that in passing along this way you have rendered 
a worthwhile service to your fellow man; that you have 
been a credit to your profession and that no other 
human can ever fill your place. 

I should like to close with a bit of a parody on 
Thanatopsis, and an apology to the author, William 
Cullen Bryant. 

So sell that when thy summons comes to join 
The Salesman’s caravan that moves to that 
Mysterious realm where each shall close his 
Order book in the silent halls of trade, 

Thou go not, like the “Order-Taker” at night, 
Scourged by his Sales Manager, but sustained 
And soothed by an unfaltering service. 
Approach retirement like one who wraps the 
Drapery of his couch about him, and lies down 
To pleasant dreams. 

Then the Master Salesman shall say, “Well done, 
thou good and faithful salesman—noble in professional 
service. Thou shalt be rewarded with peaceful rest.” 

a 


GAS BLAST INJURES DICK JONAS 

R. A. Jonas, Jr., of the Oxford Filing Supply Com- 
pany, Brooklyn, N. Y., last month suffered serious and 
painful injuries when gas accumulated in a boiler ex- 
ploded when he attempted to light an extinguished 
pilot. Mr. Jonas, who is now on the road to recovery, 
suffered cuts and abrasions of the head and face and 
one eye was injured by his broken eye-glasses. A heart 
ailment which developed following the explosion will 
not be permanent, attending physicians said. 
SPIRAL BINDING APPOINTS BROWN AT BOSTON 

Spiral Binding Company, Inc., announced on May 24 
the appointment of Alfred P. Brown to take charge of 
its Boston office. Mr. Brown was formerly general 
manager of the Kamket Corporation, New York, manu- 
facturers of Kamket loose-leaf bindings and brief fold- 
ers, from which position he resigned to assume his new 
duties with Spiral Binding Company. 

——_— 
AMES ISSUES HOUSE ORGAN COVER 

Ames Supply Company, Chicago, last month pre- 
sented its customers and friends with an attractive 
cover for binding their copies of “Your Man Friday,” 
the Ames monthly house organ. The cover is dark blue 
fibre embossed in leather grain pattern, with orange 
printing. 
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Add to your Sales...make extra profits 
e e « with these unconditionally guaranteed Investigate the profit possibilities Speed-O-Print 
Quality Products. Every original Speed-O-Print offers to stationery and office supply dealers 
sale leads to continuous and profitable repeat in every town and city. Write today for illus- 


business on Speed-O-Print Supplies. trated catalogue and full details. 








SPEED-0-PRINT CORPORATION...153 N. MICHIGAN AVENUE, CHICAGO 











FEAT ERED 


NEW completely soldered non- 
leakable trenched drum. .. NEW 
adjustable receiving tray . . . 
NEW single simple adjustment 
for tension of impression roller 


. . . NEW ink pad and stencil 


clamp arrangement . . . NEW 
cylinder lock . . . NEW margin 
strippers . . . NEW brightly 


nickeled metal parts ......- 


Postcard to legal size .. . 


Equipped to take any standard 
stencil . . . Simple device for 
lowering or raising printed po- 
sition . . . Instant removal of 
impression roller . . . Adjust- 
able side guides . . . Adjustable 
backstop . . . Inside inking . . . 
Equipped for counter attach- 
ment... Accurate registration 
.. » Fully guaranteed. 


HAND FEED 


THE SPEED-0-CABINET 


For beauty and 
utility the roomy 
SPEED-O-CABINET 
is the ideal base for 


your duplicator. 


Substantially made of electric 
welded steel construction — 
adequately reinforced — all 


joints and seams entirely 


$18.79 


welded. 


DEALERS KNOW 
THEY CAN SELL 
SPEED-0-PRINT 
DUPLICATORS 


with 
Conpidence 


This new achievement in 
duplicating machines 
offers Speed, Simplicity 
and Convenience such as 
you have never known 
before in any duplicator. 
Check the Speed-O-Print 
Pointforpointagainstany 
quality - built duplicator 
in the world selling at or 
near its low Price, and 
eg will soon see why 
it has become America’s 


fastest selling duplicator 
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PHIL ANDERSON TO MOVE HIS NEWTON STORE | 

Realizing an ambition of more than five years con- 
templation, Phil Anderson, owner of the Anderson Book 
Store, Newton, Kansas, will shortly move his entire 
organization into new quarters at Main and mations | 
about the middle of this month. The present location 
is 522 Main street. 


Although Mr. Anderson, who has been in business | 


in Newton for forty-six years, planned on making the 
move in 1935 he was unable to secure a satisfactory 
lease until quite recently. The site is at the intersec- 
tion of highways U. S. 50 and U. S. 81 and K-15, known 
locally as the “Cross Roads of the Nation.” 

In a column long article on Mr. Anderson’s business 


career the Evening Kansan-Republican describes his 


beginning as follows: 
“His first venture here was in the fall of 1892. In 


1894 he secured a small building on the east side of | 


 thetectiemoreP EEALEGD ALTO: 
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Dive T try to high-pressure your typist Lege 5-3 ts. 


Main in the 400 block, where he remained until 1900 


PHIL M. ANDERSON 


coirrTs ATHLETIC OFFICE 
coop. SUPPLIES 


OLD HOME OF THE ANDERSON BOOK STORE 


when he moved into the Horner building at 422 Main, 


adding the room at 424 in 1905. In 1918 he consolidated | 


the stocks in the one room at 424 Main where he con- 
tinued until 1928 when he secured the lease on the 
building at present occupied at 522 Main.” 

In the new location many new lines will be added 
to the large stock of office machines, equipment and 
supplies as well as books. 

The seven members of Mr. Anderson’s staff have an 
impressive service record with the Anderson organiza- 
tion—Mary Stromberg, twenty-seven years; Joseph 
Stromberg, nineteen years; Joseph Fagan, seventeen 
year; Grace Malacky Good, nine years; Faye Thimm, 
intermittently eleven years; Phil E. Anderson, seven 
years, and Lucetta Egy, three months. 

Mr. Anderson has always been a persistent.and en- 
thusiastic booster for his home community and state 
and, as the Kansas-Republican so aptly puts it: 


“Forty-six years more association and working with | 


Phil Anderson in business and as a neighbor would not 


be too much.” 

And with that wonderful send-off and neighborly 
message ringing in his ears Phil Anderson resumes the 
conduct of his business in its new home. 


| The new No. 


| New York City, 
| Detroit, 1000 American Radiator Bldg. 


| lettering, a new style SHIELDED Line Dater, and a 


| it's worth double the selling price. 


| Bankers & Merchants Stamp Works, Inc. 


3215 North Sheffield Avenue 


FREE TRIAL 


ro 
7h nal 


You don’t 
Peerless Rubber 


Just offer a Free Trial of a set o 
You'll get 


need to. 
“Sampler 


Keys—or send out a few Peerless 
the order nine times out of ten. 
25 Peerless Black Rubber Typewriter Key has 
taken the typists by storm. It has a smaller, tapered top which 
gives more space between ke »ys and so eliminates most errors 

caused by striking two keys at the same time. And of course it 


cards. 


| haa all the other features that have made Peerless Keys famous. 


Write for samples and the Peerless proposition NOW. 


PEERLESS KEY-IMPERIAL MFG. CO., INC. 


Also Manufacturers of Imperial Typewriter Ribbons and Carbon Papers. 
General Office & Factory: 407 Mulberry St., Newark, N. J. 

BRANCHES: 

321 Broadway 19 S. Wells Street 


Chicago, : 
Wall St. 


Los Angeles, 1127 





Band M %& SPECIAL 


A 4100 Combination Deal 


| STock ‘STAND 
your CHOICE 





combination consisting of any stock 


A handy 
Stamp of plain 


CHROMIUM MOUNT Rubber 


good quality Ink Pad. 


It will have instant appeal to your customers because 
Practically every 


store, office and factory can use a set. 
A display in your window or on your counter will sell 
dozens of sets without any effort on your part. 
There's a nice margin of profit—liberal dealer dis- 


count. Order Your Supply Today 


Write for our latest Marking Devices catalog. 


Chicago, Illinois 














A BIG 


SUMMER ITEM! 


oo 


Fulton Laundry Marking Outfit! 


— Linens, light summer clothes and count- 
\ FULTON 
META 










Wire your orders right 


away for the 





Indelible Laundry Marking Outfit a big 
summer time seller! Even 
tennis balls, garden tools 
and many other things 
can be stamped for 
identification. 


less othe . items make the new Fulton 
Marking se 














Easy and fascinating to use. 
Nothing extra to buy. Set con- 
tains three alphabets and two 
figuresetsofrubber type, a“‘dry”’ 
stamp pad, bottle of special in- 
delible fade proof, run proof, 
colorfast ink,one line type hold- 
er, spacer, brush and tweezers. 


One dozen boxes, each 3 4x3 1% 
attractively designed to appeal 
to women, packed in a striking 
display carton. Send for your 
Fulton Laundry Marking Out- 
fits now—Feature them right 
away for big sales 


“ » 
FULTON 
SPECIALTY CO. 

ELIZABETH, N. J. 
Sales Office: 200 Fifth Ave., New York City 














e An ATMOSPHERE of pleasing comfort 
pervades Tell City’s new Mod- 
New con- 


and style 
erne Group in genuine walnut 
veniences have been built into the drawer 
arrangements and all edges and corners 


are rounded. 


the other series lias Ts 
y Desk Company, in our new cata- 
be mailed upon request 


and of 
Tell Cit 
logue which will 


Tell City Desk Company 


TELL CITY, IND. 
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SOURBIER OF UEF IN SERIOUS ACCIDENT 

On Thursday, May 12, C. J. Sourbier, travelling audi- 
tor for the Underwood Elliott Fisher Company suffered 
a broken collarbone, broken hand, concussion of the 
brain and several lacerations on his head, face and 
body, as a result of an automobile accident near Fort 
Smith, Ark. Accompanying Mr. Sourbier was George 
L. Frymier of the Underwood Elliott Fisher Company 
branch at Memphis, Tenn. Mr. Frymier escaped with- 
out injury. 


At the last report Mr. Sourbier was recovering. 








VTEODODIN G $ 


TEHAN-WILLS 
The hundreds of friends of Harry Tehan, sales man- 
ager of Charles M. Higgins & Company and vice pres- 
ident of The National Stationers Association, were 
agreeably surprised on May 14 to learn of his marriage 
to Miss Lillian Wills of Richmond, Va. 
Mr. Tehan is one of the most widely-known mem- 





| bers of the industry today due in part to the high 


place he holds in the Higgins organization but prin- 
cipally because of his intense interest in the NSA and 
its activities. Always busy, but never too busy to take 
on another job, he somehow manages to competently 


| represent his company all over the country, be a mem- 


ber of the NSA lecture troupe and successfully accom- 
plish the most difficult jobs in connection with the 
annual conventions. 

For ten years Mr. Tehan represented Higgins as 


| eastern sales manager until, in August, 1934, he was 
appointed sales manager with supervision of all sales 


in the United States. Prior to going to Higgins he was 
for five years advertising representative of Geyer’s 
Stationer. 

It is sincerely hoped that more details of the wed- 
ding will be available for the July issue. 
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MARK BURTON DURCHSLAG 


Little Master Durchslag, handsome young son of 
Bill Durchslag, of Stevens Maloney & Company, Chi- 
cago, whose arrival was reported last month, has been 
named Mark Burton. This information was contained 
in a unique card sent out by Mr. Durchslag in which 
he described the new “model” as one “fully equipped, 
for squealing, automatic feeding, and on display at the 


Henrotin hospital.” 
OO 


MASTER WILLIAM BLACK 


W. J. (Jim) Black, Chicago manager for the Do- 


| More Chair Company, last month (and this month, 


too) celebrated the birth of a son to Mrs. Black at 
the Swedish Covenant hospital on May 7. The young 
man, who tipped the hospital scales at eight and one- 
half pounds and arrived in this world with a shock 
of red hair, has been named William Bernard Black, II. 
ee ee ee 
MISS PATRICIA GAIL 


Patricia Gail is the name bestowed by the Walter 
Roses on their first-born, a tiny daughter who ar- 
rived March 7, and who, her mother hopes, will have 
brown eyes like her daddy’s. Mr. Rose is outside 
salesman for the Standard Office Supply Company, 
Oklahoma City, Okla. 
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SCC A DA 


“GAYLO” 


CORRECT POSTURE 
METAL FOLDING CHAIRS 


Ideal for offices, sales rooms, 
schools, churches, clubs, lodges, 
beauty shops, etc. Riveted 
at all joints, made of heavy 
COLD ROLLED steel. Com 
fortable and rigid in construc 
tion. Opens and close 
quietly. Folds flat and stack 
easily. Upholstered seat and 
back. Rubber tipped fron 
legs. 


Baked Synthetic 
Enamel Finish. 








































” PULL-PUSH ACTION 
Wa 


SLIDE-OPER, 


SHEET LIFTER 
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@ The spotlight is on the Faultless Slide- 
Operating Ring Binder, pointing out the 
features that make it a superior product § 
and a good seller: : 


Easy opening and closing with the Pull-Push 
action... No jamming of sheets with the Cradle- 
Action Sheet Lifter... Speedy identification 
with the Recessed Label Holder... Flat Back 
for easy writing, reference or manipulation. 


Stock up, display and watch the S-O 
Binder Sell! 









Colors: Mahogany, Black, 
Walnut, Olive Green or 
Ivory. 


An investment in GAYLO 
superior quality equipment 
means service, economy 
and durability. Backed by 
an organization of many 
years of manufacturing 
experience. 






I 














LABEL HOLDER FLAT BACK 
STATIONERS LOOSE LEAF COMPANY 


524 NORTH BROADWAY, MILWAUKEE CHICAGO 


THE GAYLO MFG. CO. 


820 NORTH MICHIGAN AVE, CHICAGO, ILL., U.S. A 
Cable Address “GAYLOCO” 


ls TORN 


Ann 


| 

















Polar Linoleum Jops 


When business gets quiet for the outside 
salesman it’s surprising how he can in- 
crease his sales volume by showing and 
suggesting 


POLAR LINOLEUM TOPS 


Free sample swatches are 
available, together with com- 
plete catalogue giving all de- 
tails for easy selling. 


Write Us Today 












CARBONS 
AND 
RIBBONS 









Quality products that assure consis- 
tent, topnotch performance through 
the year—packed in colorful, eye- 
taking containers that make introduc- 
tion and getting in service so much 
easier. Feature this line! Codo car- 
bons and ribbons are guaranteed for 
five years against deterioration in 
stock. They have been accepted ex- 
clusively in hundreds of offices by 
reason of high grade and uniform 
results. We shall be glad to help you 
solve your ribbon and carbon prob- 
lem. 


Codo Mfg. Corp. 


Coraopolis, Penna. 
New York Chicago 


Medium and heavy gauge in either brown or green colors. 
All sizes for desks, tables, counters, etc. 


Complete Catalogue on Request of Our 100 Different Office Items. 


POLAR MANUFACTURING CO. 


401 N. BROAD ST., PHILADELPHIA, PA. 
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FOR TRANSFER TIME 
FOLDERS by WARSHAW 


PIE 


























SR a 
BRAND NEW CONSTRUCTION 
FEATURES that will attract and interest your office fur- 
niture prospects. New design of base provides = 

unlimited foot room. All corners are rounded. Knee space 
corners are deeply chamfered giving ample clearance for the ' . ° ° 
ehair. Most of the pulling up and pushing back incidental ERE'S the greatest combination of quality 
to use of many office desks is eliminated. and price in reinforced filing folders you 

Drawer pulls are of new modern design. Double drawer can buy. Of good stock, made by automatic 


located in upper part of lefthand pedestal is mounted on com- 


bination ball bearing hanger and slide. All drawers operate machinery for precision and uniformity, you can 
smoothly and easily and are fitted with stops preventing acci- bank on WARSHAW reinforced Folders to 


dental complete withdrawal. . } k bl ‘ 
Double pedestal desks have inset panel back. Single pedestal stat — ee ee 
desks have wing end with narrow compartment for overshoes, Stock up now for transfer time 


umbrella, ete. Levelling glide, sound deadening buffers and 
improved locking device are features of Zephyr Desks. Made 


in walnut and oak. Let us send you full details. rion ol MFG. cS. INC. 
| > . | MAIN ST., BROOKLYN, N. Y. 
| Jasper Office Furniture Co. |] GUIDES @ INDEX CARDS @ REINFORCED FOLDERS @ PROTEX STICKONS 


JASPER, INDIANA MENDING TAPE @ GUMMED INDEX TABS @ SUPERDEX ROLL LABELS 











“DUNLOPILLO' the only 


Chair Cushions with 
Removable genase Covers N QUIR IES 


CRAMER “Air-Flow” Cush- 
ions of pure latex are FRESH 
AND COOL as the air circu- 
lating through the millions of 
inter-connected cells. This 
material is used as standard , 
equipment by Q 
STREAM - LINED 
TRAINS, DELUXE 
BUSES. 





















solicited 


from progressive dealers in position 
to do justice to the sale and dis- 
tribution of a quality line of Type- 
writer Ribbons and Carbon Papers. 


RUST 





MODERN ~ ‘one 

HOTELS. GREEN For 35 years, the responsibility and 

HOSPITALS. BROWN resources of the manufacturer of 

CAN'T ’ CROWN Products have been equal 

HIT BOTTOM — 

Regardless of weight, you 6 SIZES 7e aeeky CeategeNcy- 

can't sink through their last- 5a . 

ing resiliency. % eT resin Write in for samples and full par- 
ticulars. 

Porous, long wearing fabric whee these <cudkices 

covers —removable, SANI- aon damnactrated. 

TARY, easily cleaned, eco- Write for information. > 

nomically replaced. C rTrOW n 1 on 











CRAMER & Carbon Mfg. Co. 
yr All Steel 
POSTURE CHAIRS Rochester, New York, U.S.A. 


1417-19 McGEE ST. KANSAS CITY, MO. 
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SHEAFFER’S CANOPY DISPLAY MAKES DEBUT 


The National Association of College Bookstores con- 
vention in Chicago and the Illinois Booksellers and 


Stationers convention at Peoria, Ill., were occasions | 


for the debut of a multiple-idea pen counter display 
by the W. A. Sheaffer Pen Company, Fort Madison, Ia. 

The new Sheaffer canopy or arch, in addition to 
signaling the location of the fountain pen department 
to store traffic also constitutes an eye-level display case 


of fountain pen merchandise. It identifies a section | 


of the store definitely as fountain pen headquarters. 
It is beautifully built from rich satinwood in three 
shades. 

The new display is carefully worked out to make 
possible an eye-level discussion between salesperson 


ne oa | el eal « ome 





SHEAFFER’S CANOPY DISPLAY 


and customer. The latter’s eyes, instead of being down 
looking into the case below, now are “lifted” to the 
eye-level display. The salesperson talks WITH the 
customer, not AT him. 

The case has merchandising built into it. Reserve 
stock is easy to reach. After the customer has selected 
the style of pen or ensemble from an ensemble tray, 
the adequate reserve stock of pens is handy and it is 
just a matter of a moment to let him pick the right 
point for his hand from a tray of pens. 

The case is equipped with four trays holding twenty 
pens each. It is 524% inches wide, 38% inches high and 
11 inches deep, while the side or column section is 16 
inches wide. The top of the display is lighted in a way 
that also floodlights the merchandise in the two side 
sections. Frosted glass in the center arch diffuses soft 
light into the standard showcase upon which the new 
display rests. 

The Sheaffer organization will gladly explain the 
deals by which the display may be obtained on request. 


I 


KELSEY TAKES GROUND FLOOR LOCATION 


W. E. Kelsey, dealer in office equipment and supplies | 


at Hartford, Conn., recently marked another advance 
in the history of his organization when he moved to 
a ground floor location at 8% Ford street. The com- 
pany was formerly located at 555 Asylum street, where 
it occupied quarters on an upper floor. 
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Stick with Higgins Vegetable Glue 
and your customers will stick to you 


Higgins Vegetable Glue does what it’s meant to do 
—it sticks. For fastening paper or cloth to each other or 


to wood, glass, metal or leather, recommend Higgins 


Vegetable Glue to your customers in the economical 


half-pint, pint, quart and gallon tins—they will 





come back again for more of its stick-to-it-tiveness. 









HIGGINS 


CHAS. M. HIGGINS & CO., INC. - 271 NINTH STREET, BROOKLYN, N.Y. 


VEIGETABLI 4 
| GLUE J 
{ 
4 i | Ae 
Song |g . 















CREATING NEW SALES OPPORTUNITIES 
IN THE SCHOOL MARKET 





Selling seating comfort heretofore unknown 
in folding chairs, Lyon Posture Perfect Chair 
advertising in leading school publications is 
arousing interest among school officials every- 
where. This means profitable volume chair 
business for office appliance dealers who get 
behind this outstanding product. Write for de- 
tails on our liberal dealer proposition and sales 
cooperation. 


METAL PRODUCTS 
INCORPORATED 
| 2806 River Street Aurora, Illinois 











OUR NAME DOESN’T 
TELL THE FULL STORY 


You know, of course, that we manufac- 
ture typewriter ribbons but since our 
name doesn’t tell the full story, we are 
not sure whether you know that we also 
make a superior ribbon for all types of 
business machines. 


| These “machine” ribbons are not new 
items with us... far from it! Together 
with typewriter ribbons, we have been 
making “machine” ribbons since our 
organization ... way back in 1895. 
o 
° 
2 


An attractive price list, meaning ‘‘attrac- 
tive” from a dollars and cents angle, is 
yours for the asking. Look into our 
proposition. Write today! 


J, 5. 
TYPEWRITER RIBBON 
MFG. CO. 


Tenth at Sansom St. 
Philadelphia 
900 
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WHICH ONE IS UP-TO-DATE? 


The answer is, both of them! 


The “drummer” in the checks sported the very 
latest thing in clothes and equipment when he was . 
on the road fifty years ago. He used 


BEACH'S “COMMON SENSE" 
EXPENSE BOOKS 


to keep a complete, sat- 
isfactory record of his 
traveling expenses. is 

















go 

















The alert business 
man on the left finds ~ 
added uses for his 
BEACH EXPENSE 
BOOK. It simplifies 
the keeping of a correct 
record either for his 
employer if he travels 
on an expense account, 
or for the Government 
if he deducts his travel- 
ing expenses from In- 
come and Payroll tax 
returns. 


Beach S 


Write for a sample of the newest edi- 
tion — more complete and convenient 


than ever! 
Expense 


Beach Publishing Company Book 


7338 Woodward Ave. Detroit 
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Columbus, Ohio.—The Whitemer Cash Register Exchange, 686 North 
High street, has purchased the four story building at 42 West Naghten 
street. The structure will be occupied by the owner after the building 
has been remodeled and decorated.—AK 

Columbus, Ohio.— William R. Kapple has become a member of the dic- 
tograph department of The A. A. Bratton Company, 247 East Broad 
street. He has had an extended experience in intercommunication tele- 
phone equipment and loud speaker work. The Bratton company is ex- 
panding its business in the intercommunication field after having repre- 
sented the Ediphone in this area thirty years. The company held a spe- 
cial celebration of its thirtieth anniversary May 14. A dinner was held 
at the Columbus Athletic Club. Representatives from the company’s 
branches at Dayton, Huntington, Charleston and Wheeling attended.—AK 

Des Moines, lowa.—M. E. Bailey has been assigned to the management 
of the local branch of the Royal Typewriter Company, Inc. He was 
advanced from the post of field man in touch with representatives of 
the portable division. 

Fort Smith, Ark.—Mr. and Mrs. Louis Cohen were injured in an auto- 
mobile accident while returning from a convention at Washington. 

Milwaukee, Wis.—The local branch of the Woodstock Typewriter Com- 
pany has expanded its territory, which now includessFond du Lac, Ra 
cine and other points. 

Toledo, Ohio.—Remington Rand Ine., has taken a five year lease on 
the second floor of the building at 415-19 Madison avenue. The company 
has a larger floor area than in the former location. The building was 
remodeled. Occupancy was taken April 25. Leslie King is manager of 
the typewriter division; Robert P. Cole heads the accounting and adding 
machines division; L. T. Hartwick is manager of the systems division of 
the Toledo branch.—AK 


Foreign Trade in 1938 

The United States Department of Commerce states that the large 
volume of foreign trade which the United States has enjoyed in recent 
months has been regarded of great importance in cushioning the declines 
in employment and purchasing power that have resulted because of the 
recession in domestic business. The statistics indicate that not only 
Europe but all of the other major trade regions as well, absorbed a 
greatly increased amount of United States merchandise during 1937. 
Some markets took fifty per cent or more than in 1936, and the total 
quantity of our exports for 1937 moved up to four-fifths of the high 
1929 total. Our shipments of grains, notably to Europe, increased sub- 
stantially in the final months of the year, and exports of metals, mineral 
oils, machinery, motor vehicles and other semi-manufactured articles to 
practically all countries registered marked expansions throughout the year. 

Expansion in exports of agricultural products, including leaf tobacco, 
meats, lard, and particularly the grains noted in the latter part of 1937, 
continued during the first quarter of 1938, and the value of agricultural 
products increased from a total of $182,513,000 in the first quarter of 
1937 to $263,693,000. Exports of grains and preparations were valued at 
$8,518,000 in January-March 1937 and at $68,098,000 in January-March. 
Those manufactured products which showed marked increases in 1937 con- 
tinued also to be exported in large quantity and the value of total 
exports of finished manufactures rose from $355,464.000 in January- 
March, 1937 to $406,586,000. Exports of non agricultural crude materials 
and semi-manufactures were only slightly larger in value in the first 
quarter of this year than in the corresponding quarter of 1937. 

Latin America ranked next to Europe as an export market in the first 
quarter of 1938, having received 19.7 per cent of our total exports in 
that period. Exports to this region were larger in value than in the 
corresponding quarter of 1937, and the same was true of exports to 
Oceania and Africa, which together received approximately seven per 
cent of our total exports. Shipments to all three regions consist largelv 
of semi-manufactures and finished manufactures. The onlv_ princinal 
trade with these areas is the foodstuffs exported to Latin North America. 


_—— 


Disturbance in Far East 

Although our export trade with the Far East is showing the effect 
of the greatly disturbed condition in China, and of the import control 
regulation enforced by Japan, the continent of Asia received seventeen 
per cent of our exports of crude materials and semi-manufactures and 
nearly seventeen per cent of our exports of finished manufactures were 
shipped to that continent. 
a 


United States Exports to Canada 

The purchase of our northern neighbors, Canada and Newfoundland, in 
the first quarter of 1938 were slightly smaller in value than a year 
before. Nevertheless they represented approximately twelve per cent 
of the total United States exports. Fourteen per cent of our exports 
of finished manufactures in the first quarter of 1938. approximately ten 
per cent of the exports of crude materials and about seven per cent of 
our exports of foodstuffs were shipped to this area. 


———— 


Canadian Air Service 
According to Commerce Reports a new air service has been established, 
flying from Winnipeg to Vancouver. Both air mail and express are 
carried, and the service was started May 15 on a commercial basis. 


———— 


London International Fair 

For the first time since the war, according to Commerce Reports, the 
International Trade Fair was opened at 131 New Bond Street, London, 
W. C. 1. This is a small exhibition of samples, more or less permanent 
in nature, open to buyers and members of various trades. Exhibitors 
are not restricted to any one nation, and the organization has received 
applications from many countries, and would welcome them from 
American firms, Details can be obtained from the Conferences and 
Expositions section, Bureau of Foreign and Domestic Commerce, Wash- 


ington, D. C. 
a > --- 


Pencil and Match Wood to Japan 
Commerce Reports states that Japanese imports of forest products 
imported in the first quarter of 19388 include imports for the manufac- 
ture of pencils and matches. 
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Its sharp 
point easily 


like a Erases one 
aper Pencil or more letters 
Samples y without 
Furnished on Y ff smudging the 
Request. (SY whole word. 


Pull Thread Back To First Hole 
And Unwind Paper Strip. 


Pat. No. 1,756,953 
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NEW SALES 


WITH THE 


NEW MODEL 


\. more than ever before, 
with the featured folding and 
adjustable arm of the New 
Model, dealers c. n build a new 
high in profits and sales. Write 
for our portfolio “Sweet Busi- 
ness.” Gladly sent toall dealers 
interested in developing 
greater business. 





The Sain Masia 
HALL-WELTER CO, INC. 


181 ST. PAUL ST. ROCHESTER, N. Y. 
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FOR 70 YEARS 


We Have Been Making 
BETTER OFFICE TABLES 


Since 1868 we’ve been mak- 
ing America’s favorite office 
tables here in the world’s larg- 
est table factory. No wonder 
they are the fastest and most 
profitable sellers. Write today 
for our catalog and price list 
showing our complete mini- 
mum-inventory line. All the 
best selling colors and sizes, 
with sturdy dove-tailed draw- 
ers with 3-ply bottoms. A line 
designed for turnover, profit, 
and customer satisfaction. 


That’s Why You 
CAN DO BETTER 
With the Famous 
St. Johns Line! 





St. Johns Office Table No. 24 


Northern Gray Elm. Golden 
Finish. Top, %” thick. Legs, 
21%4” square. 6 sizes: 24 x 86, 
St x 48, 97 =: 30 = Se, 3x 
60, and 30 x 72. Shipped K.D. 
Packed two of one top-size in 
crate. 


















ST. JOHNS TABLE COMPANY 


CADILLAC, MICHIGAN 


Office Furniture Warehouse Company, 573 Broadway, New York 





COOL and COMFORTABLE 


Ventilated by 
REeEspiIraTION 





U. S. Patent 
No. 2,025,712 


Don’t wait for your customers to ask for a seat cushion 
before showing them a Respirator Cushion, but instead 
explain and demonstrate Respirater Cushions whenever you 
have an opportunity and you will be surprised at the num- 


ber of Respirator Cushions you will sell. 


A SATisfied customer and a SATisfactory profit for the 
dealer is a mutually SATisfactory transaction. 


Manufactured by 


L. M. BICKETT COMPANY 


WATERTOWN, WIS., U.S.A. 
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70 Ib. by oz. 


Heavy Duty Parcel Post 
self-computing, 
all zones 


No. 1577 $17.50 

















EASY to use 
and to read 








100 Ib. by '% Ib. 


HeavyDutyExpress 
cr = HANSON 


250 Ib. by | Ib. 


HeavyDuty Freight 
No. 1500 $12.50 
(indicate weight 


only) 





carte AeA 


Better service for shipping and mailing departments. No 
beams nor weights to manipulate, no mechanical attention 
nor oiling needed, no time lost—just put the package on and 
read the answer. | 
Construction: Case of heavy sheet steel, mechanism extra 
heavy, accurately machined parts with springs of specially ; 
tempered Swedish steel. Tested with official weights for ac- | 
curacy and provided with indicator adjusting screw. 

Dimensions: 6 inches high, 10 inches wide, 16% inches long 














42” -54”-60” Patent Pending —platform 14% by 10 inches—weight 19 Ibs. 
The old oversized, yet vacant pedestal; and the mutilated desk top More Sales for Hanson Dealers: It’s worth while to replace i 
type, are obviously antiquated by this modern device. old equipment —— you a the saving in time, con- 
; ; : ? venience in use and assurance of accuracy now offered. Full 
Secra-Type creates business in replacement of present equipment. details of the new scales and the Hanson merchandising plan 
It has made places for itself by unusual qualifications. It will help on request. 


CRUD . Hanson Scale Company 
ICH. 574 N. Ada Street Chicago, Illinois 


RAPIDS 
NEW | 
ONLY =. | 
protection for | | 4 w KeLLoga SALES CO, Waltham, Mass 


it MOISTENS 
ENVELOPES, 
Correspondence File STAMPS, 
LABELS, 
S 4 \ ! FE He 
Sensational new scientific brush-moistener_ makes gummed _ surfaces stick | 
tight, fast! Speeds up mailing! pate’ Cleaner! Sanitary! Stream-lined, 7 
E ff . fi nickel plated, enameled. Sells on sight, at unheard of low price. ' 
e t I ve ire A standard, guaranteed product manufactured by { 
BETTER PACKAGES, INC. 
SOLE DISTRIBUTOR 
17,000 letters DEALERS: Write for liberal discounts! 
Houses a full size 4-drawer let- 
ter or legal size file and pro- 
tects against temperatures reach- t 
ing 1600 degrees F. for an hour 
period. It is only a little larger ® 
than the file itself and weighs . 
only 1200 pounds. —For the Typewriter — 
This New Schwab Safe is eco- A QUALITY PRODUCT 
nomical of cost and space and for 
cial fitness for the purpose is 
characteristic of the extensive QUALITY DEALERS 
Schwab line which —— profit- Used for Cleaning Type, Refinishing Rub- 
able epportanity to alice equip- ber Platens and Polishing Enamel and 
ment dealers. We have a sales h “ 
plan for dealers that has helped Protecting Nickel. 
many to build up and maintain Sold Nation-wide by the best Stationers. 


their safe department profitably. : . * 
Let us send you details. Office Supply and Typewriter Dealers. %, oat 

































































Manufactured by 


The Schwab Safe Company | | pr SCAT CHEMICAL CO nee 


satiathieaaitaed aati 178 N. Franklin St. + Chicago, m. "°% 9-5: Pat Of 
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RIBBONS AND CARBONS 





Glen Cove, L. I., N. Y.—A. B. Holmes, president of the Columbia Ribbon 
& Carbon Manufacturing Company, has returned from a trip to Europe, 
where he visited affiliated organizations. 


New York, N. Y.—E. C. Hurst has been appointed western states sales 
manager of Write, Inc., 420 Lexington avenue. 








rURMIiTYVRE 


Chicago, 111.The Geiser Office Furniture Company has moved to 166-68 
West Lake street. 





Chicago, 111.—C. C. Drew has joined the Sherman-Manson Manufactur- 
ing Company, handling a territory which includes Moline, Ill.; Sioux 
Falls, South Dakota, and all of Iowa. His home address is 414 Twenty- 
second street, Sioux Falls, S. D. 


Detroit, Mich.—The Invincible Metal Furniture Company has established 
a branch office in the Dime Savings bank building, in charge of Charles 
T. Schell 

Lexington, Ky.—The Lexington branch of the Office Equipment Com- 
pany of Louisville has moved into a larger store at 128 West Short 
street. 


Oklahoma City, Okla.—Ronald G. Burns has taken charge of the office 
furniture department of the H. Dorsey Douglas, Inc. 








OTHER MARL HIN ES 


Chicago, I11.—The Fastener Corporation of Chicago has appointed A. G. 
Orton as exclusive distributor for the west coast. 





St. Louis, Mo.—Samuel V. Williams and Associates have taken over the 
St. Louis agency for the National Postage Meter Company. 








PEWS ARD.?P EMCEE 


San Francisco, Calif.—Lyndon T. Miller, assistant to Carl E. Priest, 
western division manager for The Conklin Pen Company, is making an 
extensive canvass of the Northwest Pacific territory. 





San Francisco, Calif—Jack England has joined the sales staff of the 
Wahl Company, 153 Kearney street. He was formerly with the fountain 
pen department of A. Carlisle & Company, Upham & Rutledge. In his 
new post he will cover the city of San Francisco, Sonoma and San 
Mateo counties. 








STA TT © FR £ RF 


Canton, Ohio.—The Deal Keyless Lock, Inc., has been chartered; capital 
stock, 250 shares no par value; incorporators—L. S. Deal, Lynden L. Lloyd 
and Adolph Unger.—AK 





Chicago, 1til.—Herman J. Belgrad has joined the sales staff of the 
National Brief Case Company. He will cover a group of midwestern 
states. 


Collingwood, Ont., Canada.—Brown’s Book Store has been purchased 
by J. A. Grout, who had been a member of the Canadian Paint and 
Varnish Journal staff. A complete line of commercial stationery is 
carried. 


Newton, Kans.—The Anderson Book Store has been moved to new 
quarters at Main street and Broadway. 


Philadelphia, Penna.—The Business Supply Company has moved from 
the Real Estate Trust building to 3307 Chestnut street. 


Philadelphia, Penna.—Mayer Seman, 5454 North Mervine street, trading 
as S & K Engineering Company, has been registered in the common 
pleas court as a commercial title. Engineering and intercommunicating 
systems installed. 


San Francisco, Calif.—Kenneth E. McArdle has taken over the manage 
ment of the stationery department of the Emporium, 835 Market street. 
He had been assistant buyer for the department under M. H. DeVoto, 
who has been transferred to the management of another department. 


San Francisco, Calif.—R. L. Smith, manufacturers representative, has 
moved from 900 Battery street to 605 Third street. He represents the 
lines of the George B. Graff Company, Hotchkiss Sales Company and the 
Sun Rubber Company. 


San Francisco, Calif.—C. C. Shee, sales manager of the Oakville Com- 
pany, Waterbury, Conn., accompanied by his wife, were recent visitors 
in the Bay City. Mr. Shee made headquarters here with the Oakville 
distributor, the Charles R. Barry Company, 430 Brannon. 


San Francisco, Calif.—Dudley F. Fish has taken over Dixon, Fish & 
Company following the demise of George K. Fish. 

St. John, New Brunswick.—The J. A. McMillan, Ltd., has celebrated the 
116th anniversary of its founding. 
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CARBON 
PAPERS 
_ TYPEWRITER RIBBONS 








| Made right — Priced right — 
| Sold right. Here’s a ribbon 
and carbon proposition you 
| can turn into real profit. You 
can always count on our co- 


operation. 


EXCLUSIVELY for 
_ DEALERS “» STATIONERS 


Complete details on request 


ALLEN & COMPANY 
DEPT. M 
11-13-15 Vandewater St., 
? New York, N. Y. 























STAINLESS STEEL FILE SIGNALS 


ARE COMPLETELY DESCRIBED IN THIS 
FREE jCARD 
ACTUAL SAMPLES 






HELPS YOU SEND FOR 


TO BUY YOURS 
HELPS YOU TODAY 
TO SELL 


You can not fully appreciate 
how different these thin-gauge, 
highly polished, stainless file 
signals are from ordinary 
kinds until you have the actual 
samples at hand. That is why 
this “layout” is sent free to 
dealers —to assist them in 
making up stock, and to as- 
sist their outside salesmen in 
describing the line. If you 


15 [a6)] 17 











Normal Tab ” 
Medium wish more than one card, No, 2V—Low Tab 
Window please say how many. Large Window 








ilAsaA 


THE H.C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. 
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OFFICE APPLIANCES 





Standard Steel 


B E N T S O N Office Desks 


Good quality and moderate price recommend this line 
of desks and tables to your consideration. In it, you 
ean offer your trade good service, long life and economy 
both of first and after cost. Made in three sizes flat top, 
55, 60 and 66 inches long by 34 inches wide, also 
double face flat top, single pedestal flat top and type- 
writer, drop front and pedestal typewriter desks, and 












five sizes of tables. Stain proof linoleum top—easy, 
noiseless operation. Full details in the Bentson Desk 
catalog. 

Alu Bentson 

Steel Files 

ene a Snmaneceel and Desks 

SUPRTIURE TS [irk ieeicarry the 

a ho HO ne ' © Steel Furni- 

\ ture Insti- 


tute labels. 


CO. 


ILLINOIS 


BENTSON MFG. 


AURORA 











The 


ADAMS 


Ideal BOOK RING 


THAT FLATTENED JOINT is there 
for a purpose—to keep the ring al- 
ways right side up. No need to hunt 
and fumble to find the place where 
the ring opens, if it’s an Adams ring. 
Here is the simplest, quickest-operat 
ing and most satisfactory ring ever 
invented for perforated sheets or 
binders of all sorts. Allows binder or 





PATENTED 
Fes. 17,1920 JAN. UT, 1921 
nOV. 6.1923 
Eight Sizes 
inside Diameters: 


No. 00, % in. No. 2, 1% in. a 

No. 0, % in. No. 3,2 in. sheets to lie flat when open at any 

No. 01,1 in. No. 4, 2% in point. The enlarged joint, nicely 
Jeet Gry ae : rounded and smoothed, keeps ring 

No. 1, 1% in. No. 6,3 in. right side up in position to be in- 


stantly unlocked. 
Order through your wholesaler. We also 
manufacture inexpensive loose leaf metals 


) Henry T. Adams Mfg. Co. 


Sa ee 


Come also boxed assorted 
| in seven sizes. 


8561 So. Chicago Ave., 
Chicago, IIlinois 











WRITE OR TYPE SUBJECT ON INSERT- 
CUT TO SIZE - MOISTEN ano APDLY «+ 


CEL-U-DEX CORP., BROOKLYN, N. _# 


Holds 
Like 
Rubber 
Bands 


This special adhesive sticks with a sinewy, 
flexible grip. Grippitted work can be stripped 
off like adhesive tape, permitting paste-ups 
to be removed, positions to be changed 


Write for Free Tube 
and Profit Story 


HaArRRIMAN-WELTs Propucts Co. 200 Summer’ Sr. Boston 








For Sale 


650 
FIRE PROOF 


SAFES 


AND 
SAFE CABINETS 


Combinations guaranteed 
perfect. 
standard makes and 

sizes. 


All 





Rebuilt in our own 
factory. 


Dealer inquiries invited 


ACME SAFE CO., INC. 





Attractive wholesale 
‘prices. 


139 GRAND ST. 
NEW YORK CITY 














Have You : 
a Friend—. business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us 
the name, address and business and : 
we will send a sample copy with our 
; compliments. ; 
: THE OFFICE APPLIANCE COMPANY 
: 20 NORTH WACKER DRIVE, CHICAGO, U.S. A. : 
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> ERADICATOR 


THE HANDY 

VIAL STYLE 

Quickly removes ink from 
paper or white cloth. No 
lost motion, no wasted f 
fluid: bent neck prevents “@& 
overflow—a tap releases 


hhh hr herr 


a drop. Accountants, 
bookkeepers, travelers 
and students prefer it. 
Sold by Leading Sta- 
tioners. Made by the 
makers of Genuine H. 
A. Ink Eradicator. 


H 


Cable 





INK ERADICATOR COMPANY 


“ERADICATOR" 1707 Zerega Avenue 
New York City, N. Y. 
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The plumber can send for his tools but the 
typist must have hers handy—and that means 


dealers and users do approve. Send us your order. 


METALSTAND COMPANY 





METALSTAND 


At $5.00 a remarkable value—compact (size 14x17), dependable, sturdy, for 
typewriters, adding and calculating machines, heavy books, etc., which it makes 
available in any part of the office, moving noiselessly on large, quiet casters. 
Finished in olive green or to match walnut, mahogany or oak to harmonize with 
finest office interiors. A larger size (17x24) is available also at low cost and 
side leaves are furnished for either size at slight additional expense. 

Top, legs and bracket are formed into a rigid, substantial frame by means of the METALSTAND 


interlocking device which permits us to make shipment knocked down, reducing transportation 
cost. Also, it is shipped subject to dealer’s approval and its fine selling record is evidence that 






135 North 22d Street 
PHILADELPHIA, PA. 











SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 
ally advertised! Write 





Simply tip 
for details nowl pe been 






3468 N. Clark St. 


Meilicke. Systems, Inc. Chicago, Ill. 


To DOMESTIC and 
FOREIGN DEALERS 


We present the opportunity for real profits when 
in the market for 


Select rough and rebuilt 


TYPEWRITERS @ ADDING, CALCULATING 
and BOOKKEEPING MACHINES 


Our stocks include thousands of machines. Our 
present scale of prices meets all competitive market 
conditions. 

Write for November price list. 


J. S. MORSE TYPEWRITER CO. 


529 BROADWAY, NEW YORK, U. S. A. 
CABLE: TYPEMORSE, N. Y. 























Saas 


TECHNYGRAPH LETTERING GUIDES 


-Al3C BEFGHJ<LMN@/°8STUV 


1¢/2/S@e%eLYSIZECLBZAXM — 





Over 40 different guides from '% to and including 
3, inch. Made in AMBER COLOR and packaged in 
GREEN KRAFT THUMB-CUT JACKETS WITH A 
CELLOPHANE WINDOW. Are you selling these— 
if not, why not? Sell the best—they cost no more. 
Write us for circulars and prices. 


THE TECHNYGRAPH 


Techny, Illinois 

















me jem 


For Aggressive Dealers Only: 


-_= —<_2 «4p ap 


Now you have something NEW to sell. A 
line of low priced liquid duplicators that 
enables you to supply the existing demand. 
Prices from $11.95 to $49.50. Some terri- 


tories still open. 
Write today for complete details. 
Keen Mfg. Company 


800 N. CLARK STREET - CHICAGO, ILL. 
Dept. 16 
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CLIP-ONS 


=%.3 p 
en” 


satisfy particular people for good looks, applic- 





bh hhh hhh hhh hh nt 





_AA AAA AAA AAA AAA 


ability, neatness and economy. Three sizes brass 


or nickel finish. Prices and samples on request. 


Clip-On Corp. Oswego,N. Y. 
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RAND 

MAK-UR-OWN 

ALL TRANSPARENT 
INDEX TABS 





Write now for samples and prices 


THE VICTOR SAFE & EQUIPMENT COMPANY, Inc. 


NORTH TONAWANDA, N. Y. 














OFFICE APPLIANCES 


rs 
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@ WANTED 


Dealers 


¢2 0\s aie 


Addressographs, Multigraphs, Mimeo- 
graphs, Adders, Typewriters, Check 
Wniters, Dictaphones. Big Profit—No in- 
vestment. Write 








771 Pruitt Bldg. 


Peea1i £9. "= 
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for all types of follow-ups. 
Made of corrosion-resistant = 
steel, properly tempered, and Gra ico JUNIOR 
durably enameled in brilliant 
colors. In 2 sizes and 12 

















| SIGNAL SIGNAL 





colors. 
Send for free samples and prices 


GEORGE B. GRAFF COMPANY 


64 Washburn Ave. 









Cambridge, Mass. 








Dealers Wanted 


(One in a territory) 
For a spring cushion 
typewriter key having 
permanent pure white 
characters. You will 
get more key business 
by selling 


MASTER 
SPEED hEYS 


(mo rubber to wear out) 





Write for our interest- 


ing proposition. 
Speed hey Mfg. Co. 





290 Columbus Place 
BROOKLYN, N. Y. 














= THE CLEANSER 
h. that will sell! 


INK-OFF sells because it is different. Its 


¢ very novelty makes it move. 





INK-OFF sells because its bright, shining 











rot PIT) package attracts attention. It repeats be- 
Tue qegal cause it’s GOOD. 
ob cdeed ATP) 
+ INK-OFF sells because of our clever sales 
rs lant plan. Send for full details today. 
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wet KLETAM MFG. CO. 


CHEMICAL MFG. DIV. WILKES-BARRE, PA. 











You can Actually Staple 
from 2 sheets up to 

a Pile of Paper 

This Thick (*%”’) 


N with the New 





ACME No. 1 


Heavy Duty 
Hand Stapler 





S 
STAPLE 
COMPANY 


1643-1647 Haddon Ave. 











Card-eases, any size; loese-ieat envelopes, punched: 
menu covers, factory record protectors, ‘eg holders, 
bill-fold envelopes, stamp containers, etc. Made of 
acetate (slow-burning) transparen‘ cellulose. We 
build to fit your particular need. Write us for details. 


MARKILO COMPANY, Mfrs. 
3633c S. Racine Ave Chicago, U.S. A. 






























CAMDEN, N. J. 








A SMART ITEM 
FOR 
SMART DEALERS 


oe @ oe 
THE ROCKIT ARCH 


Reasonably priced, it meets 
the demand for “something 
better” @ Attractive design 
@ Handsomely finished © 
@ Only one moving part @ 
Arch rocks, not swings @ Pat- 
ented @ Fits standard boards 
and purichings. @ Sell the 
best and hold customers @ 
Dealers write today for prices 
@ Territories for agents. 


ARMSTRONG & WHITE pittseuRGH, PENNA. 
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Che Star Stands Out! 


In the movies it's Carole Lombard. In the ribbon and carbon 
industry it's OLD TOWN, famous for its star performance 
in offices throughout the country. Write for full details. 


va 

1a Town 
RibGon & Carbon 
COMPANY INCORPORATED 7 


Johnson and Prince Streets Brooklyn, New York 


et ow m $ TRigy To 
ee @s 


Efficient and economical. 
Will keep  correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item for stationers. 































Stanley R.Bristow 
24 Central Ave.West Orange.N. J. 
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ROLLING UP PROFITS FOR YOU 


A 4 ! No. 2479 Double Ball Bearing Caster is in 
ef use in most of the country’s leading indus- 
trial and professional offices and institutions. 
It is a leader to sales of other Faultleés floor 
srotection equipment showk. Write for Cata- 

N ¥ log and facts about this abse- earning line. 
FAULTLESS CASTER CORPORATION 


Evansville, Indiana 

















(above) Faultless Unbreakable Rockite 
and Ruberex Cups. Round or Square. 
(left) Faultless quiet Cushion Chair 
Glides are mounted in live rubber. 














A complete dealer service 


Steel filing equipment—Steel desks and ta- 
bles—Cupboards and wardrobes—Steel book 
shelving — made-to-order steel equipment— 
Steel office chairs—Fireproof equipment— 


and filing supplies. 
Write today for catalog and prices 


Browne-Morse Company 
MUSKEGON : MICHIGAN 

















CO eee eg 


REPLACEMENT PARTS for Adding 
Bookkeeping and Calculating Machines 
Over 500 items now available from 
stock. All new parts manufactured 

in our own plant. 
Fast Service ... Quality Parts Only 
Write for our new revised catalog. 


CLOYES GEAR WORKS 


17214 Roseland Rd. N. E. Cleveland. Ohio. 
CABLE ADDRESS ‘“CLOYESGEAR” 











GET DEALER PROPOSITION 


\. The ELLIOTT ENVELOPE SEALER 
e \" gn the fastest office appliance in the 


world and easily automatically 






envelopes per minute with an 
average thickness of 
contents. It was greatly 
‘ : changed and im- 
i *\ ~ ; proved in 1937 
and is a desirable 
) item for station- 
ery stores. 


THE ELLIOTT ADDRESSING MACHINE CO. combridse Mass. 











SPEED-MO 
the only 
SILENT 


STAMP PADS 


Speed-Mo Pads are easy on the 
nerves because they are quiet! We 
offer the market's widest variety of 
stamp pads. A size and model for 
every office and industrial need—up 
to 20x20. Send for catalog No. 138. 
DEALERS—for attractive offers, write 


pemghis eae TE 
THE WORLD 63 Jason * insult iia 











F B LOOSE LEAF 
® 8 lea. | 


Bind sheets orderly and se- 
curely. Fit any width of 
sheets or distance between 
punch centers, capacity regu- 

lated by interchangeable HOLDER 
posts. $3.50 per dozen sets, 

f. o. b. N. Y¥. Request on 

your letterhead brings sam- 

ple and details. 


F. B. Mfg. Co., “New Yor N.Y. 
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DESIGNED for Efficiency 

BUILT for Durability 

TESTED for Accuracy 
GUARANTEED for Satisfaction 


pure 


| Ib. capacity 
POSTAL SCALE 


SERVICE IS OUR BY-WORD 
All orders shipped within 24 hours. 
But, more important, we stand 
squarely in back of our merchandise. 
There is no time limit to our guar 
antee. If you feel that you have a 
repair, adjustment, or replacement 
coming, don’t hesitate. Send it back. 
You will find us more than reason- 
able. 





Manufactured by 


MARVEL SCALE CO., INC. 
3010 W. Wells St., Milwaukee, Wis. 


IF YOUR JOBBER CANNOT SUPPLY YOU, ORDER DIRECT AND SEND US HIS NAME 


LIST $1.50 














* Moe HE, 1B.” 


BINDER CLIPS 


The original and genuine clips, 
in all four sizes, 

No. 2, No. 5, No. 6, No. 10 
These clips are so well tem- 
pered, they will expand to the 
capacity of the clip or will se- 
curely hold two or three sheets 
of paper. 

Write for revised price list. 


CUSHMAN & DENISON MFG. CO. 


241-243 West 23rd St., New York City 
Established 1884 








OFFICE APPLIANCES 


Make Your Bank Contacts Profitable 


SELL NATIONALLY ADVERTISED 
POCKET CHECK CASES 
and BANK BOOKS 


Get the facts about our local distribution plan 
that ties in with our National Advertising. 


Write for complete details today. 


if ons Mam (Gxline Dr Sne 


M2 HAMILTON AVENUE 


books 9 ‘Doohel Qheck Gases Qeveland ir 


PASS & 








Attenti Detail 

ttention to Vetaii— 
by discerning and critical buyers, is responsible for the constantly 
increasing demand for StamperKraft inks, pads, rubber type and 
other marking needs. They want just as much service, attractive- 
ness in appearance, and freedom from irritation in a stamp pad as 
they do in a new typewriter. That’s why they select StamperKraft. 


THE SUPERIOR TYPE COMPANY 


3940 Ravenswood Ave. Chicago, Illinois 














Agents Wanted 


No investment—Simplified 
Price List. Our prices are less 
than half many others. 











LETTERHEAD SAMPLE BOOK FREE 


Social Engraving Sample Book mailed for deposit of $1.00 which is refunded 
after receiving $25.00 net of engraving or return of sample book 


NATIONAL ENGRAVING COMPANY 


BIRMINGHAM, ALABAMA 








NEW PRICES 
adding + billing + 
bookkeeping + 
calculating machines 


TYPEWRITERS CHECKWRITERS 


MIMEOGRAPHS DICTAPHONES 
AND OTHER OFFICE DEVICES 


Rough and Rebuilt Write for Latest Price List 


Reliable TYPEWRITER & ADDING MACHINE CORP. 


303 W. MONROE ST. CHICAGO, ILL. 

















ee 
ee eeESeeeOereeEOeOeO 


Ny Ova 
MORE THAN EVER 
BY-Yo] (Tam) aLelel tem cela (4 


KOH-I-NOOR DRAWING PENCILS 


MEPHISTO COPYING PENCILS 


and 
other members of L. & C. Hardtmuth’s quality line 


\ 
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“SPECIALS” 


PEN RULED - PRINTED - LITHOGRAPHED 





Let us help you solve those special order problems in car- 
bon copy books, unusual record and accounting sheets, 
loose leaf sets, numbered work, Lithographed Business 


Stationery. 
Quality Work - Attractive Prices -Dependable Service 


Write for samples—Send all special copy for pricing. 





STATIONERS MANUFACTURING CO. 


800 E. MONUMENT AVE DAYTON, OHIO 
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Are Uou 





interested in | 
trade doings in 


RITAIN: 


v 





If so, there is only one way of keeping 
abreast of the times and that is by the 
regular monthly receipt and perusal 


of the 


BRITISH 
OTATIONER 


—a monthly journal for the Stationery 
and Allied Trade whose editorial pages 


are unique for news, instruction, orig- 





| 
| 
| 
inality and general interest. | 
| 


SEND US THIS COUPON -=-=-====4 








paneer 





To the Proprietors THE BRITISH STATIONER, 
Grand Bldg., Trafalgar Square, 
LONDON, ENG. 


Send to the address below FREE SPECIMEN COPY of ‘The 
British Stationer’’ for examination. 


Name ..... “ : 3 Cano 
(Please attach your business card or letter-head) 


Address ... 


Date... 

















DISTINCTIVE FURNITURE 





~ A few good territories 
still open for alert 
dealers. Write today! 





@ Sturdily built, correctly designed, guaran- 
/ || \ teed furniture for the modern office, reception 
and rest room. Royalchrome is both popular and profitable. 

Write for catalog. Attractive brochure showing selected reception 
room groups sent free on request. 


Kowa METAL MFG. CO. 


“ Metal Purniture Since 97" 
. . . for MORE 


1108 S. Michigan Ave., Chicago 
New York 
Los Angeles Toronto 











summer sales, 


show the NEW 


DE LUXE Convertible custion 


One piece sponge rubber filler, 14% and 2 inches thick, boxed 
edges. Two sizes, No. 5 regular swivel, 17x18 inches and No. 3 
steno size 144%2x15% inches. Five colors: brown, green, maroon, 
taupe and blue. A well made cushion neatly upholstered—rich 
pile velour on one side and fibre on the other. 

Dealers: Write for full details on this profitable item. For an 
early display place your order at once and be assured of prompt 


delivery. 


The Perfect Rubber Seat Cushion Co. 


1412 UNITY STREET PHILADELPHIA, PENNA. 























AMERICAN VISIBLE 
Model Qj) 3 Movement 


Model @ Lever 
Movement 


Model @j) 9 Movement 


WRITE FOR DISCOUNTS 











AMERICAN NUMBERING MACHINE CO. 
BROOKLYN, NEW YORK 


654321 
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ALLEN W® WALES 


ADDING MACHINE 


515 Madison Avenue NEW YORK CITY 








CORPORATION e 


MEX XXX IXIA IIA AA IAI AILS III IIAIIIIIII. 








OFFICE APPLIANCES 


.»- but it isn’t good for the CAT! 


“Buttery” words never bettered a portable—nor 
made it sell one machine a month more! 

Royal believes in dealers—says so—and proves it 
by promoting the Royal Portable exclusively 


through local independent retailers. 





For further information, address Royal Typewriter 
Company, Inc., 2 Park Avenue, New York City. 
World’s largest company devoted exclusively to 
typewriters. Factory: Hartford, Conn. 


/ 
with ROYAL irs DEALER FIRST: 


Royal believes in advertising—and proves it with 
the most aggressive and successful program in the 
industry—every line of it pointed for dealer sales. 

Royal believes in creative selling—and proves it 
through its representatives, skilled merchandisers, 
trained to sell—and help you sell. Your success is 
their success! 

Royal believes in its products—and proves it with 
the Royal Portable, the leader in its class—easy to 
sell—priced for dealer profits. 

Fact always beat fine phrases. Royal’s success 
proves it! 

‘““ROYAL, OF COURSE” Says ERNIE THORNTON 


Mr. E. E. Thornton, proprietor 
of California Typewriter Ex- 
change, 517 South Spring 
St., Los Angeles, says: “The 
ROYAL spirit of dealer co- 
operation and friendliness with 
all ROY AL men make ita pleas- 
ure and profit to do business 
with ROYAL. Our profits are 
larger with ROYAL Portables 


because they are easier to sell.” 














































“We tell our customers who have no pref- 


erence,’’ says enterprising St. Paul dealer, 


‘we would rather sell the Underwood.’’ 


HEN a dealer makes it part 
of his sales policy to recom- 
mend the Underwood, it’s a sign 


that he appreciates the value of cus- 





SEVEN BIG 
TALKING POINTS 


1 New Sealed Action Frame 
providing quieter operation 
and maximum protection 
against dust. 


2 The Champion Keyboard 
... kinder to typing finger-tips 
... saves broken fingernails. 


3 “Tuned to the Fingertips” 
... two adjustment features as- 
sure supreme ease of touch. 


4 100 per cent Typing Visi- 
bility. 


5 Complete accessibility to 
type-bars and ribbon spools. 


6 Keyboard Controlled Rib- 
bon Shifting Device. 


7 Back spacer on left hand 
side—normal typing position 











tomer good will. Underwoods never 
let a dealer down! 

Underwood builds Portables to 
stand up... to take all the punish- 
ment that untrained fingers can hand 
out and keep on performing up to 
traditional Underwood standards. 

Dealers who make a real dent in 
their local markets naturally are in- 
terested in Underwood speed, ease 
of operation and fine writing quali- 
ties. They’re interested, too, in the 
distinctive eye appeal that the 
Underwood holds for the prospec- 
tive buyer. And back of these 
qualities dealers want Underwood 


ruggedness, durability, stamina. 


e ¢ ¢ DEALERS: If you are not selling 
Underwood Portables now, write for 
full information concerning the com- 
plete Underwood line. It pays to stock 
the machine that the world is buying. 


Portable Typewriter Division 
UNDERWOOD ELLIOTT FISHER COMPANY 
Typewriters. . Accounting Machines. . Add- La 

ing Machines. . Carbon Paper. . Ribbons f A 


t 
and other Supplies XX j 
One Park Avenue New York, N. Y. ey 


Sales and Service Everywhere. 


Underword Elliott Fisher Speeds the World’s Business 


“We're 


STRONG 


for the 


UNDERWOOD 


T'ypemaster Portables!’ 


—says Mr. M. Friedland of the 
St. Paul Typewriter Exchange 













Underwood Typemaster Portable 
Champion Model, retailing at $64.50 
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Underwood Typemaster Portable 
Universal Model, retailing at $54.50 








DEALERS FIRST 


In the Underwood Portable 
sales policy the Dealer a/ways 
comes first. Underwood Port- 
ables are sold “‘overthe counter”’ 
through Authorized Under- 
wood Portable Dealers. All 
Underwood promotional activ- 
ity is designed to send cus- 
tomers into the Dealer’s store. 








Copyright 1938, Underwood Elliett Fisher Co. 















